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fim Feed 
advertising 
pays off 
in sales! 


You'll see this ad in: 
August ¢ COSMOPOLITAN 
August ¢ REDBOOK 
August « CHARM 

Sept. « TODAY'S WOMAN 


Roberts, Johnson & Rand 


Div. International Shoe Company 
St. Louis 3, Mo 


suede fashioned $0 CER pO — 
hair -47onL_Ous- 4 


Se end jus as soft! Here are Jf —— 


l atterns 
of high-style, classic, comfort and casual p 








STYLE CREATION By 


Opace eel 






« Cclentil pxvexr 


A wonderful medium for the creation of 
meaningful fashions in fine footwear. 


COLONIAL TANNING COMPANY, INC. 


Boston II, Massachusetts 


COLONIAL FOR THE BEST PATENT LEATHER SHOES 
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THE PATENTED SEAMLESS BACK 
AN IMPORTANT DETAIL 





The patented seamless back. 
No seams outside to rip or 
tear. No seams inside to hurt 
tender young feet. 


THE PATENTED SEAMLESS BACK, COUPLED WITH OTHER FEATURES, 
MAKES “KALI-STEN-IKS” A CAPITAL ASSET IN ANY STORE. 
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THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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REMEMBER the day you fell for that cute 
little “novelty” shoe with the gimmick on top 
. . . from some unknown resource? And you 
ended up eating it for breakfast when the next 
inventory came around? 

CUTTING DOWN on “wrong numbers” is an- 
other advantage of dealing with AMERICAN 
GIRL. . . a big company with years of “know 
how” behind their styling. And the tremen- 
dous “Jn Stock” service speeds you the fast 
fill-ins you need when a good shoe clicks. . . 
and we've plenty of “clickers”. 

So AMERICAN Girt SHOES really m-o-v-e. 
Because they're pre-tested for selling. Because 
they're geared to the $4.95 - $5.95 - $6.95 - 
$7.95 market. Because they're promoted in- 
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telligently with all the punch of a solid, clear 
. a complete line, on 


thinking organization . . 
the move every hour of the business day. 


The AMERICAN GIRL Shoe is the answer. 
It offers: 


1. a comprehensive and completely coordinated 
line 


2. prices in the volume selling brackets 
3. an extensive in-stock service 
4. recognized style acceptance 


5. national advertising and promotion with in- 
tensive dealer tie-ups 
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AMERICAN GiRL SHOE CO., 120 Kingston St., Boston, Mass. 
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d National Shoe Corp. 









Division: C 


TODAY—MORE THAN EVER—AMERICA’S STANDARD OF VALUE 
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A real shoemaker's leather! 





Wonderful to work with... 
beautiful in the finished shoe. 


In black, colors, and white. 








WALDORF 
ASTORIA 


NEW YORK CITY 
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Write for catalog of women’s styles in stock ready to ship 
Walk-Over Prices from $12.95 


Geo. E. Keith Company, Brockton 63, Mass. 
New York Sales Rooms: Marbridge Building 822 & 906 


75 years of fine craftsmanship 1374-1949 


August 15, 1949 


@ It’s a stand-out, a strong fashion theme 


to highlight first showings of suedes by 
Walk-Over dealers. We designed this 
important shoe, Camille with the Winged 
Profile. when the first news came 

through from Paris of winged hats and 
collars, flaring pockets and floating 
panels. And now, with perfect timing, the 
story breaks all over the country in 
American fashions for Fall! 


@ To be advertised with a Color Page, 
VOGUE August 15 and in 
LADIES’ HOME JOURNAL, September. 


Backed with a powerful portfolio of sales helps! 





HOW MENIHAN USES CUSHION CORK 


to add extra resilience to their platform shoes 


The diagram above shows how the J. G. 

Menihan Corporation of Rochester, New York, 
uses Armstrong’s Cushion Cork® to give maximum 
resilience and comfort to their platform shoes. 

In this Compo constructed shoe, a full half-inch 
platform of Cushion Cork is cemented directly to 
the bottom of the insole. The outsole is then ce- 
mented to the platform. Only the sock lining and 
insole separate the foot from the resilient comfort of 
the Cushion Cork platform. 

Armstrong’s Cushion Cork is made of springy cork 


particles and a sponged binder. It makes a light, 
flexible platform that helps absorb the shocks and 
jars of walking. Underfoot, Cushion Cork gives the 
wearer the feeling of walking on soft turf. It also 
helps insulate the foot against heat and cold. 

You can turn shoppers into regular customers by 
selling them shoes made with Cushion Cork. Just 
explain its extra comfort features. A few trial steps 
usually result in a wrap-up. Armstrong Cork 
Company, Shoe Products Department, 9608 
Arch Street, Lancaster, Pennsylvania. 


*CUSHION CORK AND F_EXICORK ARE REGISTERED TRADE-MARKS. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS - FLEXICORK - FILLERS + CUSHION CORK + CORK COMPOSITION 
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Women Never Forget The Store 


Which Gives Them Foot Comfort 





You will quickly acknowledge Drew 
footwear for Fall as an unparalleled line of the 
smartest health shoes you've ever seen 
. . . combining every element of fine styling, 
careful designing and unexcelled craftsmanship 
with Drew's exclusive orthopedic features .. . 
bringing you shoes that provide 
better fit with less time and 
effort at the fitting stool, giving you 







a wider range of fitting control sales 

over more types of feet. No. 102 — Black Kid 12/8 Leather Heel, Pedic 2 
For a balanced program of In Stock Csr serene eo 
health shoes for sustained profit and pone pong ea ert 
repeat business — pick and feature Drew Shoes. B ....-- 4to 12 E, EE, EEE. . . 41010 





= Ample toe room, liberal 
treading area, Vita-Pedic 
metatarsal and inner 
longitudinal cushions, 
scientifically designed 
steel shank properly 
placed for balanced foot 
function, cupped heel 
seat and other ortho- 
pedic features combined 
with the variations and 
characteristics of Drew's 
basi¢ lasts make DREW 
S/S SHOES FIT BETTER. 











Drew last designing is 


















; The 

based on c series of 

scientifically proved OLIVE 

measurements adopted ; 

after many years of con- No. 11107—Black Kid, 12/8 Leather Heel, Pedic 2 

stant research and clinic Outfiare Last, Orthopedic Construction. NO COOKIES. 

tests. You'll see the dif- IDEAL FOR INLAYS, BALANCERS and FOOT THER- 

ference between ankle APY ... $7.40. (Additional for large sizes and 

fit lasts and ordinary widths.) 

orthopedic lasts. RRR. 66.26% 7 to 10 B, ae ae 5to1l 
AAA 6% toll ee de asa 4% to 10 
era 6 toll is iss eons 5to 10 
Be Sie oi 5% toll me ee 5t0o9 

DREW’S ORTHOPEDIC LAST PEDIC NO. 2 Ot SOK HOw 


An outflare last with a very high arch for short fitting on a low heel 
shoe. Shoes made over this last must be carefully fitted, especially 
in respect to the placement of the fifth me*atarsal head which should 
not rest on the arch incline and insertion of pads which should be 
placed as far forward as possible without causing pain. This is an 
ideal last for handling pronated feet. It prevents excessive elonga- 
tion and permits longitudinal elevations. 


BROAD TOE LONG FITTING 


THE IRVING DREW CORPORATION “S43 


New York Office, 746 Marbridge Bidg., Also Makers of Dr. Hiss’ Balanced Shoes 
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PREFERRED 
by 
MLO ite) ihe 


3-to-] preference over next most 
popular brand revealed in independent 
surveys conducted by the nation’s 
two leading nurses’ journals. 








As NATIONALLY ADVERTISED in the SEPTEMBER, 1949 issues of AMERICAN JOURNAL OF NURSING and R. N. (Registered Nurse) 








THE cu IC SHOR 


Jot Youns, Women in. White 





Demand genuine Clinic Shoes —look for the 
silk trade-mark label in the tongue. 


Nothing onl be finer 








ADAPT MODEL 
White Glovelk Blucher Oxford. 
Lined whole Vamp Pattern. 
leather Sole. 12/8 White Heel 
with White Nap Toplift. 


SMOOTHIES 
MODEL 

Brogandi White 
Crushed Kid. Duflex 
‘Napline White Sole. 
12/8 White Heel and 
Toplift; also leather 
sole. 


$795 
$295 


(in Canada— 
$1095 + $1195) 


N.1.T. MODEL 
Nurses in Training 
White Glovelk. Duflex Nap 
White Sole and Spring Heel. 
Also made with 1044/8 White 
Heel and Sole. 


Catalog showing all Clinic Styles will be sent on request . . . 
together with name of your nearest dealer. 


THE CLINIC SHOEMAKERS 


10th Floor Shell Building . . . St. Louis 3, Missouri 
JS-9010 
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DEPEND ON Flow Sg 
FOR Profit 


Don’t gamble and guess on styles and inventory. 








Be sure with FLEX STEP. . . your fast, dependable, in-stock 


source for more volume and profit. 






* RUTH 
Fy Black or Town Brown Kid Suede 
r Black or Town Brown Smooth Leather 
/ 
/ 
/ 
/ 
! 
/ 
' 
L | 
‘ ‘ 
! \ 
' 1 
' i] 
‘ ' 
' ' 
y ' 
\ ' 
, ! 
’ YVONNE ; 
\ Black Kid Suede with Black Kid Trim ; bite 
' Town Brown Kid Suede with Brown Kid Trim ; Leather lined, with leather soles 
3 / and heel lifts 
\ ¢ California Construction 
\ 
\ / IN STOCK 
N / 
‘ / 
‘\ / Ass 
\ P / Net 
77 S$ 5% to9,M4to9 
/ 
4 
- 4 
ie _-FLEX STEP SHOE CORPORATION 
tie _--7 — Krischer, Rogers & Fischer 
i estes acl adil Women’s Dress, Sport and Casual Shoes 


20 NORTH FOURTH ST., PHILADELPHIA 6, PA. 
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GET YOUR SHARE OF | 


Feature NEOLITE SOLES and cash in on this | 


Missouri 6* graders prove NEOIT 


FAYETTE, MO.— Todi sa: 
mpletq 















NEOLITE Soles vs. Id 
Result NEOUTE S 
e twear leathd 

Rach pupil wa 

wt Fall. One shoe rf 

NEOLITE sole and thé leather 
Test shoes were wiko £ 3 
kd. wet winter mofPher 

NEOLITE KES A 








30,000,000 PEOPLE 
KEEP SHOE COSTS 
DOWN WITH GENUINE 


F Back-to-School’ SALES! 


his big 2-way advertising and promotion campaign .. . 





















This big, double-page NEOLITE 

advertisement is showing 26.000.000 

readers of Life Magazine the results of 
a recent walking test conducted among a 
group of school children. 


It’s proving to yourcustomers that NEOLITE 
outwears leather 2 to 1... that no shoe 
sole is more healthful than NEOLITE. And 


this full-color. human-interest ad is only 





one in the giant NEOLITE campaign! 


were taken and the amount of wear 





measure 


In addition ta averagy er twice the 


Q : root NEOLITE Svles 
helped keep the pupils’ feet dry. And it 
was observed that the leather soles gave 
less and less protection against wet weather 





wear of leather. water 


the longer they were worn. 
Se Step on it—~for comfort. health and 
economy, Whenever vou buy new shoes 


or have them resoled, insist on genuine 


winter mdfhen pictures SOBORETE Soles for the whale family! : 
EOLITE KES ANY SHOE A BETTER SHOE! 












Week after week—on leading 
aoe radio stations across the country — 
Shee soles become emergency brakes when the - 


Mark this Mark / bicycle brigade heads for home. No wonder parents millions of listeners hear about 
MS € welcome the extra wear their children get from 


NEOLITE Soles. [t's a real saving on family shoe bills. NEOLITE for wear, comfort. economy. In 


























your area, these hard-to-forget messages 
Without this name it’s not the same! : 


Insist on genuine NEOUTE! 
ORTABLE - LIGHTWEIGHT - WATERPROOF 


outwears leather 2 to 1 





are heard as-often as five nights a week! 








That’s the kind of advertising effort that’s 
building NEOLITE acceptance and demand 
... and sending millions of children back to 


school on NEOLITE this fall. 





Specify NEOLITE when you order—and be 
ready for the new customers who are being 


sold on NEOLITE Soles! 





“This test was amazing.” says Miss Evelyn 
Russell, sixth grade teacher. “I was so 

2ppy to find a shoe sole that wears like 
NEOLITE and is also so stylish and 
comfortable. I'm wearing NEOUTE Soles 
myself. The test sold me!” 


A PRODUCT OF 


GOODSYEAR 


RESEARCH 
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feature the GREATEST juvenile STYLE LINE © ~~ mea 
in America... PARENTS’ 


MAGAZINE 


BETZY CROSS “= 


giving you the widest variety of youngsters’ 
shoe styles in the country. 






@ OVER 100 STYLES, to choose from! 
CROSS STRAP ANKLET 


Infants, Childs, Misses, Sr. Misses 


@ Lightning-Quick, IN-STOCK SERVICE! 


Black suede, Brown suede, 
Wine suede, Patent leather. 


Gain the terrific asset of 


carrying a popular health shoe line, that’s pre-sold with 











parents and children alike. Benefit from our 
vast selection of styles and colors. 


Keep “Sized-Up” with our fast 






TWO STRAP ——_ 
Childs & Misses IN-STOCK SERVICE. PIPED MOCCASIN 
Brown suede w/brown smooth saddle, wy nny ima agua 
Wine suede w/wine smooth saddle, . . ’ n ic siege = P 
hens oh whales cane aeiin, ; Write for full details today! pr i age suede, 

nd Brown elk. 


Brown elk w/green smooth saddle, 
Brown elk w/brown alligator saddle, 
Red elk w/red alligator saddle. 


Infants to retail about $5.00 
Childs, Misses and Sr. Misses about $5.50 to $6.50 
Write for full details. 






INLAY 
TWO STRAP 


THREE STRAP Childs & Misses 
Childs, Misses, Sr. Misses 
Black suede, Brown suede, 
Blue suede, Green suede, 
and Patent leather. 


Brown elk w/brown suede inlay, 
Blue elk w/blue suede inlay, 
Wine elk w/wine suede inlay, 
Patent w/black suede inlay, 



































— and Brown elk. 
OES|CROSS ___,_-— BETZY CROSS DIVISION OF: _ 

o | rat or _ WEARWELL SHOE COMPANY | 
aT ig 138 DUANE ST. « + NEW YORK 13,N. Ye 
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A NEW FIRST by Cambridge 




















. . . the GREATEST advance in WORK SHOE 
SOLES since the invention of NEOPRENE 





E NEOPRENE 
ISTANCE 


plus 


amazing Air-Cell Processed LIGHT- 
WEIGHT f-l-e-x-i-b-i-l-i-t-y and Cush- 
ioning Comfort 

Air-Cell INSULATION. Cool on Hot 
Footing. DO NOT CRACK in extreme 
cold 


NEW surefooted SLIP-RESISTANCE without 
need of Tread Design 

NEW long-wearing Trim Edge Appearance 
for dressy wear anywhere ...Do 
not pick up steel scraps, chips, etc. 


Regular Vul-Cork FLOR WE, Remr Soles are unique for rugged 


— yet flexible — ALL-PURPOSE work wear ...on farms... construction... delivery 
...filling stations, etc.— everywhere except where excessive oily underfooting 


a 
m 
“n 





It’s easier to 


SELL YOUR SHOES 
when workers seo the 


famous name VUL-CORK 


requires Neoprene. 


THE Cambridge RUBBER COMPANY 


VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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created 
for your 
store 










Backed by a hard hitting sales pro- 
motion plan, Gene Autry - styled 
canvas and rubber footwear will 
bring new customers into your store 
— create new sales — make addi- 
tional profits. 





we rad 
C. E. Little, president of The Servus Rubber Com- 
pany, Gene Autry, and Len Rishell, sales manager 
of The Servus Rubber Company, invite you to join 
in their great Gene Autry rubber cowboy boot 
sales campaign. 





Write — wire — phone for complete details. 


THE SERVUS RUBBER CO. 


FACTORY AND GENERAL OFFICES 


ROCK ISLAND ILLINOIS, U.S.A. 


NEW YORK OFFICE AND WAREHOUSE 330 BROADWAY, 7, NEW YORK, N.Y 
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STYLE 4826 
Brown Elk, Pac Moccasin Oxford. Neolite Sole. 
For infants, children, misses and growing girls. 
All widths. 


STYLE 904 


White Elk Blucher. Leather Sole. For 
babies, infants, children and misses. All 
widths. 


STYLE 910—Brown Elk 


) Year in — year out — these proven money makers help 
shoe merchants spread the butter a little more thickly. 
Profits, we mean, that are yours because of the sales appeal of 


these basic RUGGIES. 


In addition to basic styles, RUGGIES offer you a very wide va- 
riety of up to the minute juvenile fashions. All genuine GOOD- 
YEAR WELTS for infants, children, misses and growing girls. All 
pre-tested, carefully made and sold with our six decades of honest 
trading principles to back up our every promise. 





STYLE 4163 


Brown Elk Blucher Oxford, Scuff Tip. Leather RUGGIES represent more value and bring you extra sales. Write 
Sole. For infants, children and misses. All now for our catalog showing the country's leading popular priced 
widths, juvenile welt line. Delivery from stock. 
STYLE 263—Neolite Sole 
NEW YORK OFFICE KREIDER CREVELING SHOE COMPANY 
NEW ENGLAND OLSERIOUTOR: 602 Atlantic Ave., Boston 10, Mass. 


Room 1059, Marbridge Bldg. 
47 W. 34th St., N.Y.C. 








toupee. SONS 


-TURI COMPANY 
Palmyra Pennsylvania 


|| 
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adds 
4 GREAT NATIONAL MAGAZINES 


to its list of 91 major newspapers, starting 
with the fall Back-to-School promotion. 


3,452,000 


copies of Charm, Seventeen, Parents’ and Esquire 


will combine with a 


9,695,000 


newspaper circulation to promote the ONE 


NAME line. 





SUNDIAL, MANCHESTER, NEW HAMPSHIRE, DIVISION OF INTERNATIONAL SHOE COMPANY 
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Favored for its mellow texture and beautiful finish, 

Rueping’s KANKAKEE is preferred by leadingimmnufacturers 

of smartly-styled leisure footwear. / 
Write today for samples of this richl 


colored,clean-cutting leather. 


rs 


4 


; 


oa Zz” 
hollywood oe 
SKOOTER 
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not on all shoes ... just the best ones 


- Dy make sure 


They Me ww wong. your shoes have the 


AVONITE SOLES give more than twice the wear of leather. : 
Solemark of Quality 


Keep shoes in shape, too. 


They faedlecd fode ama body tele 
AVONITE SOLES are waterproof, weatherproof, stand up under 


the hardest wear ' . SOLEMARK 
a hey need uo breaking tm OF QUALITY 


AVONITE SOLES are firm, light and flexible. Just naturally 
comfortable. 


"hey awe meal, Cooling AVONIT 


Dance on them, play on them, work on them, AVONITE SOLES 
will never mark a floor. 


"heey mate Ue belt Moet Che bait bay SOLES 
Because, as you've probably figured out already, shoes that wear 
twice as long mean an extra blouse or sweater or something e G 


from your budget. 





TRADE MARK REG. 


LIFE. IN 


CARRY AVONITE ADVERTISEMENTS, REACHING MORE THAN 36 MILLION READERS 





00 much To day abeie 
AVONITE 


TRADE M AR K 










tells the whole story in September 


... and everyone will read it in 





for August 29th, too 


AVONITE SOLES are not on all shoes, just 
the best ones, and they're highly favored by 
particular teen agers. Not just the teen age 
daughters are buzzing about AVONITE Soles 
these days, everyone's spreading the word! In 
fact, the whole family wears AVONITE Soles. 
They Dance on them, Play on them, Work 
on them, and get more than twice the wear 


of leather. 





AVON SOLE COMPANY e rearuReo ov 
AVON, MASSACHUSETTS 


Cash in on these impressive messages by displaying 
your shoes the AVONITE Way, with one shoe sole 
side up. Ask your manufacturer for this four-color SON ITE TE SOLéEs 
window display that ties in with Avonite’s am 


national advertising. 


tw S045 tb 901 enstoer pair 





PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-EIGHT YEARS 































TANDRITE pays assured dividends... 


in Quality, Color and Durability... to all 





who depend on its excellence... Stylists, 
Manufacturers, Shoe Craftsmen, and 
women appreciating the consistent smart- 
ness and enduring comfort resulting from 


Tandrite’s exclusive tanning techniques. 


ANDRI TEL CALF 


io 
oe ~~, 
>, fa a 
4 CS aude * 





by PALIZZIO, INC., NEW YORK 





chic locket ornament. Hand lasted 
and custom made on the Capri Last 


A lovely locket-sling pump with ik 


Open toe, extension sole, high or 


medium heel f 


HUBSCHMAN’S COLOR =572 oe 


* eo” 
Sem anne” 


E. HUBSCHMAN & SONS. INC. PHILADELPHIA 
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‘Starring “NORZON*”* 


produced by 
“iow | 
pm fsck to NORZON for a loveliness heretofore 
found only in suede. NORZON won't spot or’ 
ff. The cost is low; the turnover, rapid! You'll 


‘play to a full house every day you show VICKI 
DEBS NORZON CASUALS. 








3433 Green Norzon 

3435 Black Norzon 

3436 Brown Norzon 
$ INEZ 

1 net 3425 Black Norzon 

85 3426 Brown Norzon 


$1.90 net 





3303 Green Norzon 
3305 Black Norzon 

3306 Brown Norzon 
3300 Black Plastic Patent 


$1.85 net 


> Sage EE SRSA A? op aE 


3413 Green Norzon 
3415 Black Norzon 
3418 Grey Norzon 
3419 Wine Norzon 


$1.85 net 





CAROLA 
3463 Green Norzon 
3465 Black Norzon 
3466 Brown Norzon 
3469 Wine Norzon 


$1.85 net 



























*NORZON is the registered trade mark 
of Behr Manning Corporation to 
designate its electro-coated pile 
fabrics. 





Distributed exclusively by Phillips 
Premier Corp., Boston. 


VICTORY FOOTWEAR SALES C0. 2020 sion eee oe, ma 
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*PLASTICSUEDE 
Shoe By 
COSMOS SHOE CO. 


Use the PLASTICSUEDE Tog. 

lt is your customer's 

essurance of quality and 
style at low cost. 


PINE HILL PRODUCTS CO. 
264 FIFTH AVE., NEW YORK, 1 
PHONE: MUrray Hill 9-6470 
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_ designed 
to keep little feet 
PP 
normal \ 


for get 


* —. or $® 


-\ THIS FULL PAGE AD 
" eutll 


‘ 
\ 
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sitar SHOES 
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wan Pate, Antinek Siow 
Eve ufo te a fomonar mufouctactio 


It’s no wonder that Antioch Shoes are so well-known for 
their comfortable fit! The use of Ruby Kid makes them soft 


and supple, more like a second skin than a sturdy oxford. 









Ruby Kid imparts a look of femininity to shoes, and despite 
apparent delicacy it is amazingly resistant to wear. Dyed 

way through, Ruby Kid maintains its uniformity of color— 
a big reason for its sales-popularity. You assure greater 


quality in the shoes you sell when you specify 


RUBY KID 


an ; oe Rite a 


JOHN R. EVANS & COMPANY: CAMDEN, NEW JERSEY 
Est.1857 
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Was 


that are Going Places are 


First Inspired by United Last 





The black calf closed toe pump above is typical of 
the newest soft wall last style created by United Last 
on this height of heel. While this last builds 

a shoe of smart simplicity, it also gives the designer 
opportunity for ingenious handling of the uppers. 
When higher heels are desired, look to United 


Last also for the craftsmanship that assures shoes 


of character and sales appeal when 


se constructed on the new underslung toe last. 
‘ ¥ 
- ‘ 

F 


= - Wid . 
— we United Last Company, Boston, Massachusetts 
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MISIAWES new 





ee by % new “Animator” line of welted platform 
shoes is ideal for smartness and comfort in outing, 
sportswear, and for the office or shop. A combination 
LATEX foam rubber and cork-and-rubber platform 
provides a soft cushion tread, lightness and extreme 
flexibility. 

“Animator” shoes are seasoned to the wood in the 
regular Goodyear welt process — the leather-covered 
platform being inseamed in the manner of the conven- 
tional welt shoe. 

These exceptional shoes are offered from stock. 


a 
IN STOCK 
a 9 A TOR Ene 6% to 10 
oo EP ORE ERE re eee Pm 6 to10 
Ro 2 sate ale a ance cate 5% to 10 
_ Ae rer ee ere eee 4 to 10 
e 
At top: Style 6372—Highest grade Black Calf........ $6.95 
Center: Style 6373—Highest grade Brown Calf....... $6.95 


Bottom: Style 6371 —Evans white Brogandi Crushed Kid $5.75 
& 


UY Tf | COMPANY 
KEOQKUK, IOWA 








HOW TO HAVE 


vmanentt Wood tee! 
Attaching 


AT LOW COST! 





















With the GC DRIVE SCREW INSERTING MACHINE, 
screw reinforced wood heel attaching can be reduced 
from 5 to 3 operations with a corresponding reduc- 
tion in costs. And because this machine is fast it can 
lower costs still more! 


The cement-coated drive screw holds the heel 
firmly in place during heel and edge finishing and 
heel nailing, then remains permanently to add a re- 
assuring margin of strength. 


The results? Manufacturers protect themselves, 
their retailers and the wearer at very low cost against 
loose and lost heels. 


Over 20,000,000 pairs have already been attached 
with complete satisfaction. It’s a machine that is rug- 
gedly built to operate day after day with exceptional 
economy. 


Find out exactly how this machine can improve 
the value of your shoes — get complete details from 
your United branch office. 


The Drive Screw Method 


HEEL SEAT FITTING.— This impor SCREW ATTACHING — The shoe HEEL NAILING — In the fina! oper- 


either on or off the last, and the heel 
cre placed in the Drive Screw’ Insert- 


ation, maximum security is obtained 
when the heel is nailed from inside the 


tant first step in. heeling operations 


A 
g Machine which clamps the heel shoe with five nails by a wood hee 


fa-tehi-) ra ementa 


: solidly in place and inserts a cement o 
the heel seat of the shoe and the cup y P nailing machine. 


‘ coated drive screw to fasten the heel! 
of the hee 


to the shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE MEN’S SHOE BUSINESS 





To these questions and a multitude of others 
equally important, alert men’s shoe retailers are 
eagerly seeking the answers. They know the im- 
portance of having the right answers in today’s 
highly competitive market . . . they know that the 
right answers are essential to an efficient opera- 
tion ... that an efficient operation is essential to 
a profitable one. 

In the Winthrop Plan of Profitable Action, 
Winthrop attempts to give its dealers the right 
answer to every conceivable question that might 
arise in the operation of a modern men’s shoe 
store or department. 

The Plan is made up of 12 sections each 


covering a specific phase of men’s shoe retailing 


WINTHROP 


Division of International Shoe Company « 


August 15, 1949 


SHOE COMPANY | 


What is the potential of the 


youth market in my community? 


What are the requirements for 
a balanced inventory control 


system for a store of my size? 


What factors determine a 


good store location? 


(general management, sales training, extra pair 
sales, etc.). It is a practical plan, much of it com- 
ing from tried and proved methods of successful 
Winthrop dealers. 

The Winthrop Plan of Profitable Action is 
designed to crystallize the many elements that 
constitute the successful selling of men’s shoes in 
terms of planned action and promotion... as 
contrasted with ‘‘just selling shoes”. 

Naturally the Plan is being made available 
only to Winthrop dealers. If there is no Winthrop 
dealer in your city and you are interested in the 
Plan, just drop us a line and we will be glad to 


give you the complete Winthrop Story. 


Nat 


Saint Louis 











Official 
Boy Scout Shoe 





BROWN) 
SHOE CO. ' 





For rugged individualism in leather tannages 
our full chrome Hampton Boarded has a 
sturdy yet sleek appearance as typified in the 
Official Boy Scout shoe shown above. 
Considered as specification for Garrison shoes 
and for all brogue shoes for town and country 
wear. 
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Note these soft 
shock-absorber cushions! 





CUSHIONS HEELS FROM) 
JUMPS AND JOLTS — 

















Powerful national advertising, 
planned for your best selling season 
... August, September and October 
. . . will pre-sell Storybook’s exclu- 
sive Cushion Foundation. 

No other children’s shoe provides 
the sound protection of airfoam 
cushions at the two most vital and 
vulnerable shock points . . . heel 





THRIFTY 


and arch. Every Storybook shoe 
has the cushion foundation 
babies through preteens. More 
than 150 different styles include 
Pre-welts, Three-sole Goodyear 
Stitched, Cement and Sliplasted. 

Write for a representative ... 
prove to yourself why Storybook 
is your PROFIT line. 


4 ways better for quick selling 
. . . top profits 


1. SHOCK ABSORBER HEEL cushions jolts 
... protects nerve terminals. 


2. LIFT CUSHION ARCH gives yielding 
support. 


3. EACH CUSHION RESPONDS individu- 
ally to foot action. 


4. STORYBOOK CUSHION FOUNDATION 
holds foot in correct position . . . pre- 
vents slipping forward. 


to retail at 


£95 10 5495 


most styles 





SHOE CORPORATION ? NASHVILLE, TENNESSEE 


STORYBOOK SHOE COMPANY < DIVISION OF GENERAL 
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G-- 
CE 


ass Pan 


Bring You a New Plastic Display Form 


$1.25, 


ONLY Doree dius 


these essential features 







. Flexibility in Forepart 
. Distinctive Styling 

. Higher Top For Ankle Straps 
. No Split Seams 









Immediate 
Deliveries on 
Low Heel Model 
(Other Models Later) 





PIERCE’S 77 years of experience and research in the shoe form industry 
brings you this new Plastic Molded Form combining the above exclusive 
features with .. . 
Warm Flesh Color . . . Fade Resistance . . . Improved Contour 
Modeling . . . No Seam Top. . . Closed Top . . . Toe Peep 


; Diora At No Extra Cost . . . Material Approved by Fire Underwriters SEyp 


\ ENTIRE SHOE / 


(.S. PEERCE COMPANY scsssscuvserrs 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 
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fe 
e mad LB) aif culdoors < . « the kind 
of cold weather shoes men go for! — a grand new, brand new 
blucher in rugged Scotch grain with the famous Barbour Sturdy 
Edge Stormwelt that seals the unprotected gap between sole 


and upper to keep warmth in and wet, cold and dirt out. In 
stock on the TULANE last with the famous built-in Arch 


Preserver construction, for the rough and rugged days to come. 





IN STOCK 
#374 to be 
advertised in 


Holiday and Time 


E.T. WRIGHT & COMPANY, INC., ROCKLAND, MASSACHUSETTS 
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From Primaries To College 

















They STAY WITH | 


- GERBERICH- 
‘PAYNE SHOE CO. 














Gor the 1929-1950 deason 


Tyer adds WHITE DUCK UPPER 
le the sensational GALLOPER TYER SPORTZ LINE 


.GALLOPER 


ene of the Tyer 


SPORTZ 


GALLOPER is a Best Seller—year-round. Because it's 
the finest of all Basket Ball Shoes AND because its 
high-grade construction makes it the most economical 
footwear for active boys. 


SPECIAL FEATURES 


ARMY DUCK UPPERS, heavy drill backed. Large rustproof 
EYELETS and strong tubular lace. Outside Webbing BACKSTAY. 
Heavy duck INSOLE with cushion heel and arch support. IN- 
SOLE and STIFFENING COUNTERS treated for perspiration. 
Upper stitched with NYLON thread at points of strain. Extra wide 
white TOE GUARD. Outside ribbed rubber TOE CAP. White 
ANKLE GUARD. Non-marking, complete suction molded OUT- 
SOLE. Specially built for basket ball and other fast footwork 
games. Universally acclaimed for all sports and recreational use. 
MADE IN BLACK OR WHITE UPPERS 


MEN’S 0051 BOYS’ 0052 YOUTHS’ 0053 
IMPORTANT—Designate color of upper when ordering. If no 
color mentioned, black will be sent. 

Also made in an OXFORD Lace-to-toe. White Upper, white fox- 
ing and toe guard, white underlay foxing. Men's only 0161. 


RUBBER COM PAN Y 
Audsuer, Massachusetts 


U.S. #. 


Branch: 159 Duane St., N. Y. C. 
Sales Offices: 189 W. Madison St., Chicago + J. L. Loftus, 620 S. Manhattan St., Los Angeles 


August 15, 1949 35 








* OZITE — the name that is advertised in national consumer 
magazines—a constant reminder of quality to the buying public. 


Quality-Wise 


SHOE MANUFACTURERS 





| 


ZITE 


@ PLATFORM FELT 
@® SOLE PADDING 
© HEEL PADDING 














From a manufacturing standpoint, OZITE shoe 
and slipper felt offers these distinct advantages— 
lower cost... ease of cementing and sewing...clean 
edge cutting, including die cutting on a clicker 
or dinker, or rounding on a planet sole rounder. 

From a selling standpoint, the use of OZITE 
felt results in real sales volume for the dealer 
because of satisfied customers — they like the 
added resiliency of OZITE, as well as the positive 
ventilation and effective insulation against heat 
and cold. 

Yes, quality-wise manufacturers specify OZITE 
because of lower costs, faster production and 
satisfied customers who buy again and again. 


COMPLETE RANGE OF TYPES TO FIT 
YOUR COST REQUIREMENTS: 


@ OZITE — 100% Hair Felt 
e Blend of Hair and Jute 
e All Jute 
All three types listed above are available 


in various weights and thicknesses for 
platforms, sole padding and heel padding. 


FOR FURTHER INFORMATION WRITE FOR BULLETIN NO. 900 


AMERICAN HAIR & FELT COMPANY 


Dept. F98, Merchandise Mart, Chicago 54, Ill. 








Boot and Shoe Recorder 
































TYLE | 

















asi cet o Seer taser pnb emer ine sch ae ts 


Redwood Beau-Veal Teakwood Highland Grain 


Deep Wine Beau-Veal Se. = x Zz 
BTYLE 1485 ieee Crepe Sole == ga STYLE 1812 [ieee Red Cleat Sole STYLE 880 Tiisie Decker Burly-Flex Sole 


COLLEGIATES... 


“Here’s for the book!” . .. 49 through ’50 leaders! Your complete 
shoe wardrobe for campus, sports, everyday dress. Styled to the times! 
A trio of smart, bold-as-brass COLLEGIATES by CURTIS. And even 
more rugged than they look. Stretch tall and float along in the 
Big Inch Crepes. Stride sure-footed on campus grounds or fairway 
with Cleat Bottoms. And step smartly everywhere in Scotch Grains. 
The authentic Collegiate Trio. Selected quality leathers! Built-in 
stamina! Comfortable! And priced right for you! At your CURTIS dealer 


where you get America’s finest shoe values! For his name, write us. 


IN-STOCK — IMMEDIATE DELIVERY 


CURTIS SHOE COMPANY, INC., MARLBORO, MASS. a 
Four Generations of Fine Shoemaking Nationally Advertised in faq UUTLE 





UNITED 
COMBINATION 
METIS 


give you these 8 
Shoemaking Advantages! 






Acts as filler through shank area 

Provides firm, broad base for outsole leveling 

Gives fullness and character to finished bottom 

Makes possible accurate, quick insertion 

Provides positive locating of steel or wood shank piece 
Maintains uniformity with every pair 

With long heel style, affords tighter joints at heel breast 
Leaves insoles free from prong or tack point penetration 


+ + + + + + > 


FOR the maker of welt shoes . . . United 
suggests Combination shanks, finest for this 
type of footwear because they impart so many 
extras in addition to reliable support. Precision 
fitting, characteristic of all United shanks, is found in both the 
cover and the steel (or wood). 


For greatly improved shoemaking, try United Combination Shanks. 
Ask your United man about a 
shoemaking trial with a Com- 


bination shank individually United Shoe Machinery Corporation 


suited to your shoemaking. BOSTON, MASSACHUSETTS 
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Men and boys hunting better boot 








values find what they want in your 
store when you sell Belleville Boots. 
Ideal for sports afield as well as 
general utility wear, Belleville Boots 
have the good-looking handcrafted 
appearance, flexible comfort, 
and sturdy construction outdoor 
he-men like and want. = 
If you’d care to consider selling 
Belleville Boots, write: . 

















BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILL. 


BELLEVILLE SHOES — 7 as 
NATIONALLY ADVERTISED in | 


_ September SPORT and 
OPEN ROAD for BOYS 














Junior Commando—Siyle +9955 


Designed according to the U. S. 
Army’s famed Combat Boot— 


a Belleville original for boys. 
Full grain brown elk upper 


maximum wear-service. 
Made in widths from 
A to E. Sizes 1 to 6. 


Game Shooter—Style 29088 


Belleville’s 10” men’s boot of handsome russet 


aniline-dyed waterproof leather. Moccasin 
* stitched hace 3 over ee sh oo 
stock gusset to ma tormwelt grain 
slipsole. Tiger stripe cord-on-end sole and heel. 
Made in widths from A to EE. Sizes 6 to 12. 


New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue « Boston 10, Mass. 
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Newest Member of Dr. Posner’s Muscle Builder Service 


THE SHOES THAT GIVE 3-WAY FOOT TRAINING 








‘1 THE COUNTER BACK STAY . .. holds the 
back heel bone (Achilles Tendon)! 







2 THE wence ... tilts the heel bone 
(oscalcis) and helps point the toes 
straight ahead! 







3 THE PEGS... keep the wedge-tilt constant 
by resisting wear! 


Dr. POSNER’S MUSCLE BUILDER TODDLERS IN STOCK FOR IMMEDIATE DELIVERY 



































DESCRIPTION CACKS 3-6 (Unlined) DESCRIPTION INFANTS 614 — 8 (Uniined) 
STYLE NO. cost S.P. STYLE NO. COST S.P. 
White Elk Boot oe Zl 3.00 495 | White Elk Boot ae 330 5.50 
Smoked Elk Boot 7 3.00 4.95 | Smoked Elk Boot oe 3.30 5.50 
Brown Eik Boot a 3.00 495 || Brown Elk Boot a 3.30 5.50 
200 Red Eik Boot 201 
White Plug and Tongue B-E White Plug and’ Tongue 8-E 3.30 5.50 




















Dr. A. POSNER SHOES, Inc. 


EXECUTIVE OFFICES: 101 WEST 3ist STREET, NEW YORK 1, N. Y. 
Sales Offices: Chicago: Merchandise Mart, Room 1046 * Pacific Coast: Haas Bidg., Suite 1002, Los Angeles. 
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(SIDE LEATHER) 


When you make o quality oxford for nurses, the natural leather to 
use is mellow Coionial Velka. That's because Colonial Velka has all the 
features a duty shoe requires of its leather — such as comfort, 


firmness, flexibility, durable wear. 


Colonial Velka is uniform in weight, saving you cutting expense. It's easy to work, too. 
Send for samples of white and colors in Colonial Velka. 


COLONIAL TANNING COMPANY, INC., Boston 11, Massachusetts 


4 










ebtiniees eee 


Reflecting. ‘i 


e GOOD LOOKS 
e SOLID COMFORT 
e LONG WEAR 






STYLE NO. 55058-1 


The obvious good looks, comfortable 
fit, and sturdy construction of the John C. 
Roberts Shoe is quickly apparent to the par- 

ticular man. His enthusiastic approval and 
prompt acceptance of the John C. Roberts Shoe 

is just as quickly won... and reflected in your 
sales figures. Get the maximum amount of sales in 
the $9.95 to $13.95 retail price range with John C. 
Roberts. Make full use of the in-stock immediate 
delivery service and comprehensive dealer advertising 

program—it ties right in with powerful national adver- ESQUIRE © LIFE © LOOK 
tising for the John C. Roberts Shoe. Ask our representa- SATURDAY EVENING POST 
tive about it or write: — 





ADVERTISED IN 


FRIEDMAN-SHELBY DIVISION + INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MO. 
NEW YORK OFFICES: 551-553-555 MARBRIDGE BUILDING 
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IT PAYS 10 ADVERTISE © =" A(itniveemeres? 


FLEXIGLE gnoes FOR HARD WEAR 


fall adls 


WILL PRE-SELL 
THOUSANDS IN... 


LUPE 
“st «cats tw mos OOD HOUSEKEEPING 


splendid line of shoes. 











—Years ago this firm was very aggressive, had a 
sizeable staff of energetic salesmen, and did 


some good, consistent advertising. 


—Then times changed but this firm did not keep 


pace with the newer order of things. 


—They traveled less men, they cut out their ad- 
vertising; but they continued to make good 


shoes. 


—Occasionally our Inquiry Department receives 
letters asking “Is the Blank Shoe Company still 
in business?” “Who makes the Blank Shoe?” 
“Where is the factory of the Blank Shoe lo- 


cated?” etc. 
—But these inquiries are becoming less and less. 


—We ourselves sometimes wonder if this good old 


firm is still in business. 


—Yet the quality of the shoe is remembered long | 


after the name of the maker is forgotten. 


—What an opportunity to revitalize a company 


that is rapidly sinking into oblivion. 


—But they do not believe in advertising! 


EUs re oy 
| VAISEY-BRISTOL SHOE COMPANY INC. 


President 
ROCHESTER 3, NEW YORK 
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MADE TO 
With lan 
DUBL-WEAR LAMINATED /: 
SOLING. Gives the 


‘ We 
Advantages of DUBL-WEAR next to the ground 


makes shoes last longer. 





Both Leather and 
Dubl-Wear... 


Good News for Shoemen! 


No need now to argue the merits of "leather" vs. 
“composition.” Both have their selling and wearing 
advantages. Dubl-Wear gives you both—Leather next 
to the Foot, Dubl-Wear next to the ground for most 
mileage. And, the combination is permanently sealed 


together by our patented laminated process. Edge 992 , , 
finish is smooth as one material. So, you can sell the (DUBE: “WA Depend on this Trade-Mark 


Dubl-Wear Soling 


is the answer to customer's requests 
for a shoe with the long wear ad- 
vantages of composition, plus the 
comfort advantages of leather next 
to the foot. We have licked the 
problem of joining the two materials 
together. You can sell Dubl-Wear, 
confident that they will not separate. 
They are 


inseparably Laminated 





double advantages that only this combination offers. WEAR Quality a. — 
No difference in looks or weight. Dubl-Wear canbe \—as 











used on men's, women's and children's shoes in The LEATHER used is equal in quality to 
mediums and better grades i 4 si usually applied to that grade of 
shoe. 
i h in look 
D bI-W - cay ae puceiareal The DUBL-WEAR soling has been tested 
u @a weign. 2 in actual wear, and contains the finest 
ee > Free Window Displays © motores. 
= oo explain to customers the advantages 
of Dubl-Wear . . . the comfort of The TWO materials ate inseparably 
Leather next to the Foot, the Long 3 joined by Arco's exclusive intermediate 
Wearing Comfort qualities of Dubl- e Packin method 
Wear next to the ground. 9 


SHOE FACTORIES — Mail this coupon for full information 























Ye : 4 
ty 
Gg ZZ ea ep ene ee eee a me ee a De ae ee e 
VA ' 
YY H Auburn Rubber Corp., Auburn, Indiana: ; 
Z yj 5 Send a sample clipping showing the perfect bond established between ; 
ast + : leather and Dubl-Wear Soles to make the world's Longest Wearing Soles. ; 
i] 
e i 
twiceaslong- : ani 
+ 
‘ 
COST LITTLE MORE i : err ‘ 
WORTH LOTS MORE ' Send Attention of Shoe merchants [] check here. Will send you samples. § 
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Earlier government predictions that the trend in the shoe industry was 
increasingly toward lower prices was borne out by the Bureau of Census production 
data for May. During this morfth the average factory value of shoes hit a post— 
decontrol low of $3.39 per pair, 16¢ lower than April and 20¢ below May 1948. 
Accounting for changes in the production pattern, the National Shoe Manufac-— 
turers Association attributes at least 18¢ of the 20¢ drop to "either a reduc— 
tion in shoe prices or an increase in the proportions of shoes produced in the 
lower priced lines." 

Government officials, however, did not share the "surprise" expressed 
by NSMA since they have been predicting such a price drop for many months. 
Further drops in average factory value are expected to show up when final 
figures for June, July and August are available. The official Commerce Depart-— 



































ment monthly report on the leather industry has this to say: "Indications are 
that further easing in such prices will be recorded in the June and July 
shipments." 


Commerce Department also states that from reports received from retail 
centers it appears that "retail shoe trade held up quite well during the first 
six months of the year. It is noted that the chains have been more successful 
in maintaining their volume than have the independent stores, and this is mainly 
due to the movement toward lower priced lines. However, it must be emphasized 
that most consumers are not looking for 'cheap' shoes, but apparently feel that 
they must economize on their expenditures and want the best quality they can 
obtain in the price range they feel they can afford to pay." 

Productionwise, it is expected that total output for the first six 
months of this year will only be off by four per cent from a year ago. 

*# & 22 @ 























The long battle to limit retail operations of Army, Navy and Air Force 
exchanges was ended on August 2 when the military services capitulated to 
demands of the House Armed Services Committee that "special order" purchasing be 
abolished. After offering to restrict such purchasing, which permitted exchange 
officers to order goods not regularly stocked by the military stores, to 
isolated military posts, the three services gave in and agreed to eliminate the 
provision entirely, effective October 1. 

Previously, the services had agreed to collect federal excise taxes 
beginning August 1 and to limit the number as well as the value of items sold in 
post exchanges and other retail outlets. 

The committee also eliminated the inequities regarding personnel 
authorized to use military retail outlets by extending this privilege to all 
retired personnel, widows and dependents. The Navy and Marine Corps permit this 
now, but the Army and Air Force do not. This extension becomes effective 
October 1. While it appears that a greatly increased number of people will be 
able to use these stores after October 1, a committee staff member told Boot and 
Shoe Recorder that "as a practical matter, these new individuals are so widely 
scattered geographically, that the number of additional users will not be very 


large." 

The Army, Navy and Air Force have also agreed to further concessions, 
pricewise, on many leather items of interest to the shoe trade. On standard 
footwear there has never been any price limitation, and the committee is not 
expected to demand that any limitations be placed on everyday types of apparel. 
However, on athletic footwear for active sports thejservices have agreed to a 
$10 maximum per pair. 
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Tan Elk-Leather Soles 
Immediate Delivery 


+3775 


ein stock — 
#2775 

Size 61-9, B-E 9%-13, B-E 

Price $3.45 $3.75 


Kigarosieccies = 


+4775 
13-4, A-D 
$4.05 


Style 





Edwards 


SHOES FoR CHILDREN 


r dwards ~ ~ ? 4 - ‘ 4 
4 4 | 
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We hear daily about sales volume .. . rises and/or 
falls in stocks and bonds . . . Cost of Living quotations 
... but few retailers stop to consider PROFIT VOLUME. 


Do you read headlines or the fine print in the newspapers? Often 


they tell a different story . .. always they tell “why.” 


Do you figure sales by total volume done or sales by lines? Do you consider profits 


by total earned or by individual lines? 


When prices are lower, volume may be lower but profits can remain up. 


The MODE ART program is designed for PROFIT VOLUME, 


regardless of general trends. 


Have you checked the current MODE ART program? Your request 


will bring details by return air mail. 


$9.95 $10.95 Dealers Everywhere 


MOULTON-BARTLEY, INC. 


710 North 12th Street St. Lovis 1, Mo. 
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MILTON J. GREENEBAUM, vice- 
president of Felix Lilienthal & Co., 
New York, at the general merchan- 
dising session of the N.R.D.G.A. 
said: 

“It is apparent that manufactur- 
ers have prepared their new lines 
with the determination that through 
proper styling, proper manufactur- 
ing and proper pricing the con- 
sumer must be attracted. There are 
still some instances where price ad- 
justments may occur, but they will 
be in the great minority. You have 








heard various predictions as to the 
volume that can be expected in re- 
tailing as compared with the Fall 
of 1948. Some are more optimistic 
than others and some more pessi- 
mistic; but the one fact that every 
one agrees upon is that business 
is going to be harder to get, and 
that business is going to go to the 
stores who approach the Fall sea- 
son with courage and determina- 
tion to get the maximum sales vol- 
ume possible in their community. 
To do this, we must have astute 
merchandising and a considerable 
amount of promotional impetus; 
but what is far more important— 
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completely rounded basic stocks— 
good assortments and stocks of 
merchandise peaked for the con- 
sumers demand. 

“It is certainly advisable to con- 
tinue to be cautious, but at the 
same time we must bear in mind 
the fact that the retail store is as 
essential to the community as any 
service given them as a public utili- 
ty. The customers expect their fa- 
vorite retail store to cater to their 
needs, and to have ready for their 
selection attractive assortments of 
all types of merchandise at the low- 
est possible price commensurate 
with the quality. This means the 
carrying of substantial inventories 
—at least sufficiently substantial for 
proper presentation. 

“Many merchants realizing a 
change in the psychology of the 
customer and the demand for larger 
assortments and good selections, 
have been asking themselves how 
they could meet this problem suc- 
cessfully without increasing their 
inventories beyond the danger 
point. 

“In my opinion, there is only one 
way in which this can be accom- 
plished and that is by ‘streamlining 


eliminating the 
999 


inventories and 
fringe price lines 
L OUISE Q. LYNCH of the W. H. 
Lynch Shoe Co., Syracuse, New 
York, says: 


“This year has been a good one 
for us to date and I consider the out- 
look favorable. While business has 
held up well in all departments, 
sales of children’s shoes have been 
especially active. This has not been 
entirely accidental, as we have em- 
phasized children’s footwear for a 
number of years. When the war 
came, we looked around for some 
kind of merchandise we could han- 
dle to offset falling volume in our 
regular shoe lines. In view of our 
large trade in children’s shoes, we 





decided to add an infants’ and chil- 
dren’s wear department at the rear 
of the store. Parents who bought 
shoes for their children became cus- 
tomers of our children’s wear sec- 
tion. Thus we made two sales in- 
stead of one. 

“Although the clothing depart- 
ment was at first an experiment, it 
soon proved its worth and we have 
continued it ever since. It’s a mat- 
ter of selling related merchandise 
and is, for us, no further afield than 
the sale of handbags, hosiery and 
similar items in many shoe stores.” 


9 








YOU CAN’T DO BUSINESS 
FROM AN EMPTY WAGON!” 
says W. T. Van Atten, vice-presi- 
dent of Dun & Bradstreet, Inc., and 
proves his point, with the following: 

“The old peddler, once a main- 
stay of distribution in the United 
States, knew that important fact. 
His wagon creaked under the weight 
of housewares as he started out on 
Monday and rattled home empty 
by Saturday. 
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“Knowing where to go and whom 
to sell at a profit is still a funda- 
mental sales and credit principle. 


“Profits are made on goods 
sold and delivered. Profits are 
made on merchandise pur- 
chased and consumed. Profits 
are made on a confident ap- 
proach to a market. 


“Pinchpenny buying of a dozen 
when a gross is needed is wasteful 
and expensive to the manufacturer, 
distributor, and consumer alike. 
Empty shelves create suspicion of 
fear. Full stocks of fresh merchan- 
dise stimulate confidence. Selectivi- 
ty invites attention and action. 

“Inventories are dangerous when 
they are the result of wrong selec- 
tion or poor timing. But good man- 
agement means sufficient stock to 
meet the daily or seasonal needs. 

“Buy wisely, but confidently. 
Buy your own requirements and 
benefit by established quantity dis- 
counts. Act as if you know you were 
going to be in business this year, 
next year, and the year after. 

“Stock and sell. Don’t let the 
dust gather 6n empty shelves. You 


can’t make a profit without a 
sale.” 
(We reproduce above the black and 


white version of the handsome litho- 
graph [copyrighted by Bourke-Hol- 
land & Miller Inc. of New York) 
which accompanied Mr. Van At- 
ten’s copy.) 
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MAXEY JARMAN, Chairman of 
the General Shoe Corporation, 
Nashville, Tenn., telegraphed the 
Senators and Congressmen of Ten- 
nessee : 

“The slide off in business can be 
changed into healthy activity by giv- 
ing both consumers and business 
concerns assurance that price de- 
clines will not cause them losses. 
People have the means and the need 
to buy more goods now. If Con- 
gress will establish a minimum wage 
of 75¢ or higher, it would be a 
powerful factor in assuring people 
that costs cannot get into a cumula- 
tive decline and purchasing power 
would be released and stimulated by 
the extra money in circulation.” 


* * * 


GEORGE H. COOK, treasurer of 
Health Footwear, Inc., Providence. 
R. I., says: 

“The advantages of an upper 
floor shoe store are often over- 
looked, especially for corrective 
footwear. From our own experi- 
ence, we have progressed very well 
in a second floor location in the 
downtown shopping and _ business 
center. It was ten years ago that 
we started in business in this same 
spot. We had two rooms; now we 
have six rooms and would like ad- 








etabesis a 


ditional space if we could get it. 

“We have tried to put into these 
rooms as much of the atmosphere 
and finery of a street floor store as 
is practical. We do not believe that 
upper floor shops have to be un- 
attractive. We have, at one end, a 
large full-length mirror which adds 
brightness and depth to the store. 
At both sides we have large decor- 





ative mirrors with glass shelves for 
displaying the newest shoes. We 
have found that the generous use 
of decorative mirrors has stepped 
up the general appearance of the 
store a great deal. People like them 
and comment favorably about 
them. 

“An upper floor location carries 
a much smaller rental and allows 
greater profit because it keeps ex- 
penses lower. It does necessitate 
more advertising perhaps. We use 
newspaper copy once or twice each 
week and have a mailing system to 
reach our customers.” 





a 
co WWd C/LYg 


“If this style doesn't suit you, perhaps you'd like to wait for something else 
to come floating by." 
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Two Stron¢ Trends 
In French Evening Shoes 


Fabric Evening Shoes in Closed Patterns with Thin Soles 

and Moderately Tapered Toes. Leather Shoes in Gold, 

Also Some in Silver and Pastel Colors, As Well As Some 

Black Patent Leather and Suede, Characterized by Very 
Open Patterns on Platform Soles. 


by LYSIA HARIVEL 





SMARTEST material for evening shoes this season is 
gold kid. It is being used in very delicate slippers 
consisting entirely of fine strippings, crossed and re- 
crossed over the foot which is completely free. Gold 
kid is equally popular as a trimming on other leathers, 
either appliquéd or as a binding. Its use has been 
made possible because of shipments from the Western 
Zone of Germany where the leading tanneries of this 
leather are to be found. Until recently French shoe 
manufacturers have been using gold kid from England 
which was less expensive but had the disadvantage of 
being too delicate to withstand the heat used in shoe- 
making. This problem is now solved by the use of 
kidskin tanned in Germany, but the price has risen 
noticeably because payment has to be made in Ameri- 
can dollars. 

Very little silver kid is seen both because it is diffi- 
cult to find a fine quality and because it is more ex- 
pensive than gold kid. Besides, it is less flattering with 

[TURN TO PAGE 132, PLEASE] 
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Medera Transportation Speeds Delivery 
of Merchandise and In-Stock Service 
Helps Retailers Maintain Inventory Control. 
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In-Stock Service Improved 


Wuen Boot anD SHOE RECORDER reviewed the in- 
stock situation in the issue of January 15, 1949, a 
national survey of the manufacturing branch of the shoe 
trade indicated that most of the manufacturers who had 
formerly operated in-stock departments but had been 
obliged to discontinue this service during the war and 
early postwar period had resumed their in-stock service 
and were again prepared to offer shoes for immediate 
delivery. 

In-stock service had not been fully restored to the 
extent that it existed prior to the war but many manu- 
facturing firms were prepared to offer a substantial 
number of styles and types of shoes from stock. In the 
past fortnight the RecorDER has made another survey 
of stock conditions in various markets which indicates 
that this service has been further extended, so that more 
styles, sizes and types of shoes can now be ordered by 
retailers from in-stock departments. This is true not only 
in the case of the factories but of many wholesale houses 
as well. 

The speed and efficiency of in-stock service has been 
generally improved. All of this has come about largely 
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as a result of the change in buying policies of retailers. 
Most shoe retailers have been striving this year to reduce 
their inventories, to speed up turnover and operate on 
lower stocks. They have been watching the price situa- 
tion very carefully and buying cautiously. They have 
been increasingly inclined to make use of in-stock ser- 
vice where it is available. 

Manufacturers who operate stock departments, ob- 
serving these tendencies, have responded by trying to 
improve their service. These facts stood out clearly from 
the reports of RECORDER correspondents who studied 
conditions in various markets. 

From St. Louis it is reported that in-stock depart- 
ments have expanded their service notably during the 
past year from the standpoint of inventory volume, 
variety of styles and patterns and depth of sizes. Also 
there are many more manufacturers who have in-stock 
departments now than was the case a year ago. In fact, 
in-stock shoes now can be found in all classifications of 
shoe manufacturers here, namely general line companies 
or divisions, specialty branches and houses and the nov- 
elty producers. 
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Manufacturers in Principal Shoe Market Areas Adjust Operations to 
Existing Needs of Merchants for Quick Size-Up Service by Expanding 
Stock Departments in Styles, Sizes and Operational Facilities ; Caution 


Against Too Much Dependence on Stock Buying. 


St. Louis Makers Sound Warning 


However, manufacturers are quick to point out that 
the build-up of in-stock departments has lulled many 
retailers across the nation into a false security concern- 
ing Fall commitments. Countless shoe merchants, manu- 
facturers declare, have postponed the bulk of their Fall 
buying on the assumption that they can get what they 
want on short notice from in-stock departments. 

This point, as well as explosion of the apparent theory 
of some merchants that prices are coming down, was 
emphasized recently by a prominent executive of Brown 
Shoe Co. as making for what he said could result in 
heavy losses by hundreds of retailers this Fall. Mer- 
chants will have to have their inventories up and in good 
balance during their Fall selling season, not after it 
ends, this official said; yet by waiting until the last min- 
ute to place their orders, they can’t possibly get shoes in 
time to meet the demand. 


Just how far behind are orders for Fall in this mar- 
ket? A consensus of leading producers reveals that only 


In-stock departments have become increasingly im- 
portant in Chicago and the Midwestern manufacturing 
sources during the past year, as the trend grows to 
supply all possible help to the dealer. With one or two 
exceptions in the higher priced women’s shoes, all manu- 
facturers have reverted to prewar policies and re- 
established their in-stock departments. Most firms began 
to do so about a year ago with only a minimum range 
oi styles, some as few as a dozen. The number of pat- 
terns available on an immediate delivery basis has been 
gradually expanded so that the stocks now contain a 
good representation of patterns in the new seasonal line. 

Heel heights range all the way from 24/8 to 14/8 and 
tailored, semi-dressy, and extremely dressy styles are 
included. Some of the manufacturers admit that at pres- 
ent they are weak on color in their in-stock selections, 
limiting them to the basic blacks and browns, with a 
few reds and greens. However, color ranges are also 
expected to be expanded during coming months. 

Although generally speaking, in-stock style selections 


represent only from 15 to 20 per cent of the total styles 


(o Meet Retail Requirements 


45 to 50 per cent of anticipated Fall orders had been 
committed by late July while a 60 per cent commitment 
is considered normal for that period. 

The principal divisions of International Shoe Co., 
along with some of the other branches of International 
and most of the divisions of Brown Shoe Co., as well as 
several novelty houses, have reported that their in-stock 
departments are much more developed than a year ago. 

But executives stresed the fact that the in-stock ser- 
vice department was created for the purpose of provid- 
ing a fast reorder or fill-in service for regular custom- 
ers; that it was not designed as a means of taking care 
of late comers for the bulk of their Fall buying. 

At International, Brown, Brauer Bros. and Johnson, 
Stephens and Shinkle Shoe Co., the emphasis of in-stock 
departments is toward staple shoes; however, there are 
reportedly some instances of high style feminine foot- 
wear being placed in stock. 

In women’s footwear pumps are much in evidence in 
in-stock departments, of course, along with platforms, 
black kid ties, medium and low heels, and generally a 


wide and versatile selection. 
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offered for Fall, they are expected to account for close 
to 40 per cent of the business done for the rest of this 
year. This represents the heavy amount of re-order 
business which has become the buying pattern of retail- 
ers during recent months. Most manufacturers point out 
that in-stock departments, except for the most expensive 
shoes, are definitely a necessity. Retailers are becoming 
increasingly reluctant to make commitments very far in 
advance, but want shoes “when they want them.” The 
situation has returned to the prewar basis in which the 
manufacturer carries a good share of the dealer inven- 
tory. Most of the manufacturers look with favor on the 
re-established in-stock departments and for a number it 
has meant a boost in business. This was particularly 
true last Spring with the unexpected demand for blue 
shoes and crepe sole oxfords. 

Manufacturers in the lower price bracket will include 
the majority of their lines of both women’s and chil- 
dren’s shoes in stock. The men’s end of the business has 
shown the fastest return to normal in this particular 
department, with some of the general factories well 

[TURN TO PAGE 76, PLEASE} 
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VERSATILE STYLING, 


SomE weeks ago the Census Bureau, De- 
partment of Commerce released figures 
stating that in 1947 the slipper industry 
made shipments valued at $77.0 million. 
This was an increase of 118 per cent over 
the $35.3 million value of the products re- 
ported by it in 1939 when the last Census 
of Manufactures was taken. Value added 
by manufacturers in the slipper industry 
in 1947 amounted to $39.5 million or an 
increase of 145 per cent over the $16.1 mil- 
lion value added in 1939. Despite the fact 
that production for 1948 and 1949 may be 
off somewhat, this remains a remarkable 
record. Slippers certainly are one of the 
brightest spots in the overall shoe indus- 
try. An informed industry source estimates 
that men’s and women’s slippers comprise 
roughly 30 per cent each of the total slip- 
per production with children’s types ac- 
counting for the remaining 40 per cent. 


IMPROVED CONSTRUCTION. 
SUSTAINED PROMOTION 


Boost Slipper Volume 


Amazing Growth in Slipper Production in Recent Years Reflects Enterprise and Energy of This 
Forward Looking Branch of the Industry. 


Above: Three operas left to 

right, combination burgundy 

and maroon kidskin, Huber Slip- 

per Co. Inc., two tones of tan 

kidskin and natural ostrich from 
L. B. Evans’ Son Co. 


New scuff patterns are varied in 
treatment and use of materials, 
patterns left to right: Cherokee 
from L. B. Evans, “Bold Look” 
Esquire by Recordia Mfg. Co., 
Inc., a reverse calf moccasin 
front and an unborn calf plain 
toed pattern both Mule-ease 


from Sherman Footwear Co. 
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Right: Another group of operas, Z P > 2 MOLD? 
left to right, two tones of kidskin, Z ; ets 
Slippercraft from Julius Goldstein tg xe er Sipe » - sp 
& Sons Co., gypsy seamed elk with a ' ~*~ 

fleece lining, C. A. Grosvenor Shoe Se Yj, Z ye 
Co., Inc., interesting vamp overlay 4 ty ,  “egeyrrTtn 
treatment, Jarman, Division Cen- . fret, S Besar - 
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Below: Interesting combinations of 
two tones of kid and reversed and 
smooth calf, left to right, Scuf-fer 
from Casuals, opera from Jarman. 





Z 
y, 

Oe * Ys iy if 
77 Gt fy Z 


ASA 





—- - 








Below, right: Two Scuf-fers from 
Casuals, Inc., featuring a straw and 
Maverick, hair on calf. 





One need not be an old timer in the industry to 4 

recall the days when slippers were strictly a Christ- Lig be - Sage Peg? a ae a | ; Po <t we a 
mas promotion and were put back into moth balls . Z Zh. 
once holiday selling had been completed. Slipper 
selling then confined itself to two or three basic Bit SB GY: ie 
styles, and colors were staple to the limit. Promo- é . 
tion of slippers was practically non-existent. Christ- 
mas still remains the peak selling season for slip- 
pers, but year-round promotion, faster styling of 
patterns and great variety in the materials of which 
they are made keep slippers fresh as promotional 
items throughout the year. Father’s Day and other 
calendar promotions have boosted sales consider- 
ably, but it is a fact that the retailers and consumer 
alike are more thoroughly conscious of slippers the 
whole year through than they ever have been. 
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Right: Scuffs are important in slipper ~“Yeg ale 

selling. Top, Fulton Leather Goods Co., we +e cerizid2 Eatoereecgeed wits posse 

two patterns at bottom from Lion San- SITAR sae aa apelin wera on en ihth ttt Mb dttibbs 
dals, Inc. Z “ PR TE GEE 





Right: Moccasin effects are 
strong in slipper styling. 
Pattern at left from Huber. 
the other two styles from 
Swan Shoe Co., Inc. 





Supper selling probably has received its greatest 
stimulus from the use of added color. The darker 
shades of brown. wine and cordovan which were basic 
colors for years. have been supplanted with light. 
lively color which is plentiful even in so-called staple 
types. Rich Morocco Reds, Saddle Tan Cowhides. 
Natural Ostrich, Pinto Ponyskin, highly colored fab- 
rics and woven straws all play important parts in this 
pageant of slipper color. Natural Chamois, colored 
“deerskin” with Hudson Bay fleece linings are seen 
in moccasin types. Rich electrified shearlings com- 
bine with plump upper leathers and flexible soles to 
make sturdy and extremely warm cold weather 


slippers. 
[TURN TO PAGE 78, PLEASE | 





Above: Left, Gypsy 
vamp, Robinhood 
pattern from L. B 

Evans; right, chamois 
colored “deerskin”™ 
moccasin with bright 
red fleece lining “Pal- 
omino” from Shields 

Footwear Co. 


Right: Winters are 
colder the country 
over, making heavier 
cold weather types 
more important than 
ever. Three shearling 
and fleece-lined pat- 
terns, two at left from 
Mond Mfg. Co., right, 
Athletic Shoe Co. 
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When the Shoe Store 


RY 





by IRVING SETTEL 


@LAnk snoe. Lakes to the Air--Il 


GIVE Away” 





One of a series of articles offering shoe 
retailers the means of producing sales- 
compelling advertisements. 


Radio and How to Use It Profitably is Becoming of Great Interest 
to Shoe Retailers—Here’s How to Plan a Program 


“How can I make my radio advertising stand out and 
do a bigger selling job?” That basic question is in the 
minds of all shoe merchants who use radio as a medium. 
The answer, of course, is not a simple one. For example, 
a retailer could saturate the air with short commercials. 
This method is effective, but it has its limitations. It is 
expensive and sometimes loses more good will than it can 
build up. Another possibility lies in the buying of an 
established, high rated show. This, however, is some- 
times too costly for the average small town advertiser. 
Besides, after buying the show, he often discovers that 
he is bucking some stiff competition—the network shows. 

When the other ways are ruled out, there is one recipe 
which almost invariably pays off. A retailer can build 
his own local show with local talent. This not only pos- 
sesses home town flavor, but becomes associated with 
the “personality” of the advertiser. If the program is a 
good one, it can continue for years, always bringing 
customers into the store. The next question which arises 
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is, “What sort of program is a sure fire hit?” Here, too, 
there is no single answer. Hundreds of different shows 
have been tremendously successful. Others have been 
complete duds. A successful radio show for retailers is 
cne built upon a foundation of inspiration and perspira- 
tion. Research and investigation are often necessary. 
One important rule is to know your listeners; what are 
they thinking about; what do they like to hear on the 
radio; what can be offered to which people will listen 
with interest? 

Behind all our efforts is the desire to bring customers 
into the store. We must never lose sight of that. If 
we can attract a substantial audience, a good commer- 
cial will sell shoes. Interest in radio shows can be stimu- 
lated with newspaper ads or direct mail, but nothing 
can substitute for word-of-mouth praise for a popular 
program. 

Something original, entertaining and with a refresh- 

[TURN TO PAGE 85, PLEASE] 
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UEDES... 
For Daytime Elegance 


Late September and October Days Mean the Begin- 
ning of the Season for More Dressy Clothes, as Well 
as Tailored Tweeds. For More Formal Daytime 


Costumes, Nothing Takes the Place of a Suede Shoe 


by ELEANOR M. RUTTY 





Graceful asymmetric vamp equally adaptable to open 
shank pump or ankle strap. DeLiso Debs by Samuels. 








SKIRTS are slim and a little shorter for Fall. On many 
high style dresses, however, there will be panels, tunics and 
various draped effects over the slim skirts. That means there 
will be plenty of style interest in that part of the costume. 
That means, too, that, more than ever, dressy shoes should 
not be fussy. The well-styled ones are not. but they are dis- 
tinguished by some very fine detailing which gives them a 
fresh and charming look. Patent leather the finely detailed 


Typical of these new shoes is the use of a contrasting sur- vamp trimming on this high 
heel d Orsay pump. M. Wolf. 





face in very small areas as a trimming detail. This idea is 
not new; for several seasons another leather or a fabric. 
satin or faille chiefly, has been used in trimming shoes. In 
the more tailored types the area of contrasting surface has 

been leather and often larger than on dressy suede shoes. 
This coming Fall season high style dress, coat and suit 
manufacturers have made the combination of materials a 
leading trend. Velvet with wool, including tweed coats and 
suits; satin and taffeta with sheer wool dresses, so popular 
this year, are the most frequent combinations. Skillfully 
designed clothes have gained a great deal by the use of a 
shiny fabric with a dull. The same thing can be said of 
[TURN TO PAGE 69, PLEASE] 


High wedge heel ankle 
| strap in brown suede with 
rust cobra, delicately de- 
tailed. Ted Saval. 





Green suede double ankle strap 
on platform sole with green calj 
trimming cleverly repeating the 
double strap theme. I. Miller. A 






Black suede d’Orsay pump 
with graceful satin vamp 
trimming. Thomas Cort. 


Sheer wool and taffeta are the 
combination in this Fall dress, 
opposite, by Joseph Halper. 
The taffeta front piece leads 
from a plunging neckline to at- 
tached tubular skirt panel. 
Photograp, courtesy of the New 
York Dress Institute. 
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CITY SHOE MAN Builds 





NINE years ago Howard |. Payne decided to desert 
the big city to prove that he could make a success of 
the shoe business in a country town. He chose Bush- 
nell, Ill., population 3500, and with what he knows 
about big city merchandising methods, he has built an 
active and thriving family shoe business. His shoe- 
string start was where a strong local Illinois chain had 
left off by closing its local store, and with a minimum 
of capital and outlay he has become one of the town’s 


Left: Howard I. Payne, assistant Trella 

Brewer, Ball Band sales representative B. N. 

Johnson snapped in the Payne store. All 

shelving, fixtures and backgrounds were 
made by Mr. Payne himself. 


Bottom of page: Mr. Payne built this win- 
dow himself from scrap lumber. He keeps 
it fresh-looking with frequent paintings. 


leading merchants. Although there are a few other 
shoe stocks, his, known as Payne Shoe Store, is the 
town’s only shoe store. 

Bushnell is a typical small town, but not particularly 
isolated, so that Mr. Payne has plenty of nearby com- 
petition. It is located 15 miles from McComb, 30 from 
Galesburg, and 60 from Peoria. The first is sizable, 
the latter two are definitely big towns with extensive 
shoe stocks. 
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Successiul 
Small Town 
Business 


Opening on Borrowed Capital with a 
Small Stock and Fixtures of His Own Con- 
struction, ee Payne Has Expanded ibid diate: tensile: Waimasik nite ies ob 
His Operations Steadily through Hard dealer helps in trimming his own effective home 
Work. Sound Merchandising and Friendly made display fixtures. 
Participation in Community Activities. 





Mr. Payne opened the store in 1940 

on borrowed capital of $1,000, a fig- 

Close-up of another simply installed display which catches cus- ure which also represented the total 

tomer attention and results in many impulse sales. : gt 

amount of his original stock. Today 

he carries a stock running between 

$12,000 and $15,000. When he moved 

into the building he now occupies, he 

had nothing but a small store area 

previously used as an insurance office. 

The building had never been used as 

a store before, so there were no fix- 
tures of any kind. 


Starting from scratch, Mr. Payne 
says, “meant that I had to put a lot 
of myself into it, both in thought and 
in labor. I soon learned that to be a 
success 1 had to be willing to accept 
new ideas and use them, to put money 
back into the business, and to be will- 
ing to take just a reasonable profit.” 


With the help of an assistant, he 
built his own shelves from used gro- 
cery store shelving, painting them 
cream. He built his own window 
with second-hand lumber and made 
his own display counter, trimming it 
himself with chromium strips. Last 
Summer he painted the ceiling and 
sanded and refinished the floor. To 
date he has spent less than $1,500 on 

[TURN TO PAGE 92, PLEASE] 





August 15, 1949 61 











Hl ditorial wad 


No Time for Defeatism 







































THE increase in May shoe production over that of 
May, 1948, announced last month by the Census Bureau 
and followed by indication in the Tanners Council pre- 
liminary report of another increase in June. has aroused 
considerable interest, not only in the shoe trade but also 
among observers of general business trends. These an- 
nouncements preceded by a few days the publication 
of New York Times index figures reflecting a substan- 
tial rise in general business activity. 

Is this pickup in shoe production likely to be sus- 
tained and is the shoe trade, which was one of the first 
to show signs of recession, destined to lead the way out? 

Will other consumer goods industries follow along 
later this year, with the possibility of improvement in 
the heavy goods trades in the first half of 1950, as some 
economists have predicted ? 

These are interesting questions, to which it is clearly 
too early to formulate an answer. But at least the facts 
suggest that developments may be under way concern- 
ing which all shoe people should be alert in order that 
they may shape their plans and policies accordingly. 
With a new season just ahead of us, it is extremely im- 
portant to be prepared to make a true appraisal of con- 
ditions, to take advantage of every favorable factor and 
to make the most of every opportunity. 

In this connection we cannot refrain from raising a 
question as to whether the shoe industry’s clear vision of 
the future is not in danger of being obscured by a 
viewpoint that has been given repeated expression this 
year, namely the view that production and sales of shoes 
are so affected by certain restraining influences that 
ours is virtually a static industry. On the basis of this 
reasoning it has been concluded that there is little or no 
opportunity for shoe men, through their individual and 
collective efforts, to increase the sum total of shoe sales 
or the share of the nation’s business which the shoe in- 
dustry can expect to enjoy. 

Having observed for many years the problems and 
difficulties that confront the shoe trade in good times 
and bad, Boot anp SHOE RECORDER would be the last 
to argue that this industry, or any industry for that mat- 
ter, can, by taking thought, lift itself by its bootstraps 
to some desirable and predetermined level. We doubt if 
there is any formula or program by which we can as- 
suredly sell four pairs of shoes a year to every customer, 
or even three. We are fully prepared to concede that 
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consumer expenditures for shoes have tended to follow 
a definite ratio to national income, namely 1 per cent, 


_and that this ratio has been maintained over the years 


with a surprising degree of consistency. 

But if shoe manufacturers can produce footwear that 
the public will wish to buy and if manufacturers and 
merchants cooperate intelligently in promoting such foot- 
wear to the public, there is no fixed or binding per 
capita sales limitation that should discourage their 
efforts. Price will always be a factor, and an important 
iactor, affecting shoe sales, but even at today’s prices an 
additional pair of shoes is a relatively inconsequential 
item in almost anybody’s budget. The problem is to 
provide shoes that customers will want to buy and then, 
through persistent, well-planned and properly-integrated 
promotion, create the interest and desire that leads to 
sales. 


No industry with a vision of the future can afford to 
admit that there are any arbitrary limitations on the 
consumer market for its products. In a nation pos- 
sessed of a purchasing power as great as that of the 
United States there is always an opportunity to expand 
the market for any worthy, useful and desirable product. 

It has been said that the fact that practically every- 
body in America now owns one or more pairs of shoes, 
plus the fact that nobody can wear more than one pair 
ai a time, limits the annual market to approximately 
three pairs per capita, and that this has constituted for 
fifty years or more the consumption pattern of the 
American shoe market. It is equally impossible for a 
male of the species to wear more than one necktie at 
the same time. Does that fact limit in any degree the 
number of neckties an enterprising haberdashery sales- 
man can sell a customer? 

So far as per capita sales are concerned, we also take 
issue with the statement that shoe consumption has re- 
mained static around three pairs a year for fifty years 
or even twenty years. Figures compiled by the Tanners 
Council show that consumption rose from as low as 2.53 
pairs in 1931 to as high as 3.62, excluding military 
shoes, in 1946. Percentagewise. or in total pairage that 
represents quite a range in shoe sales and consumption. 
It shows that the American people have a natural desire 
to increase the number of pairs of shoes they own and 

[TURN TO PAGE 100, PLEASE] 
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TYPICAL HEALTH SPOT SHOE STORE 





OF OUR CUSTOMERS HAVE PURCHASED THEIR 


FOURTH PAIRS OF 
‘FOOT INSURANCE’ 





says J.L. PHILLIPS 


owner of Health Spot Shoe 
Shop, 201 Stanwix Street, 
Pittsburgh 22, Pennsylvania 















There are a timited number of dealerships open in towns of 
15,090 or over to men with experience in the shoe business. 
A Health Spot franchise is a way of earning a substantial living 
selling a staple line of quality footwear backed by support 
from the home office by way of inventory and cost controls, 
merchandising advice and sales assistance. Write giving per- 
sonal details and your business experience. If you can qualify 
we'll train you with our methods and help you start a business 
that will be profitable now and for years to come. 


HEALTH SPOT SHOE COMPANY oconomowoc, WISCONSIN 
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by EDWARD SPASEK 


THE FIVE PERCENTERS . . . The 
newspapers have been filled recently 
with the “expose” of the “Five Per- 
centers,” those so-called management 
consultants who assure small business- 
men that they can get government 
contracts through their influence in 
high places—all for a substantial re- 
tainer fee, monthly payments, out-of- 
pocket expenses, and 5 per cent of the 
gross amount of the contract secured. 
But many businessmen feel that the 
Five Percenters serve a necessary and 
useful purpose, because they know 
how to pick their way through the 
tremendous complexity of government 
routine and the immense amount of 
red tape. However, other businessmen 
claim that they can get contracts with- 
out their influence. 

In a letter to the New York Herald- 
Tribune, where the exposé was first 
made, one man stated that he obtained 
government contracts by subscribing 
to one or two publications which 
listed the inquiries filed by various 
government agencies, and _ wrote, 
phoned or wired the agency request- 
ing the bid by number and the open- 
ing date—no personal appearance 
was necessary. By using such initia- 
tive and keeping on his toes, this man 
was able to get contracts. Another 


suggestion for those small business- © 


men who want to get government ad- 
vice and information is to write Sena- 
tor Edward Martin (R., Pa.), chair- 
man of the Senate Small Business 
Committee, Washington. D. C. 

* = * 


1949: PART TWO... “Unless there 
is some unexpected and significant 
change in the second half of 1949, 
business will continue to be char- 
acterized by: caution, short-term com- 
mitments, and by buying for actual 
needs,” in the opinion of the Tanners 
Council. Caution, of course, is a sen- 
sible action in the face of business un- 
certainties, but like excess caution on 
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Step Step tat 


Pertinent Paragraphs on Business Progress, 


Shoewise and Otherwise 


the highway, serious hazards can re- 
sult from a car which goes too slow. 
Traffic piles up, and the progress of 
everyone is slowed down to a snail’s 
pace. It is this snails pace which 
businessmen must avoid. because ex- 
treme caution can be just as danger- 
ous as extreme recklessness. Exces- 
sive business caution is definitely not 
healthy for business progress. An 
alert and active business operation 
means: production—jobs—money— 
sales. A hesitant, over-cautious busi- 
ness operation means just the nega- 
tive. Solon, that wise old Greek, had 
the answer, he said, “Do nothing in 
excess.” That's pretty good advice for 


anyone. 
* * * 


LeT’s GO FORWARD .. . “If we 
(retailers) feel fear and uncertainty, 
we shall communicate it to the public, 
and out of what need be only a re- 
adjustment—we could breed a para- 
lyzing depression,” says Lew Hahn, 
president of the National Retail Dry 
Goods Association. “It is true the 
national income has dropped. It is 
only 227 billions, and it will drop 
some more—but contrast that with the 
puny 40 or 45 billions we had before 
the war. There is scarcely a house- 
hold that doesn’t need something. 
Consider this in the light of the un- 
deniable fact that our people are the 
freest spenders in the world! These 
people will be ready to buy again 
from any retail store which offers 
them good quality and reasonable 
prices and goes about the job of pro- 
moting and servicing with confidence 
in the soundness of its own operation. 
Let’s go forward with confidence . . . 


and create the conditions we want.” 
* * * 


SHOE BUSINESS: Fair relative out- 
look sales prospects for the third quar- 
ter and for the next twelve months, 
according to Sales Management's 
Sales Rating Board of Editors. This 



























board of over 100 editors includes 
well-informed men and women in 
trade associations. leading business 
magazines and papers, statistical ser- 
vices, investment advisory services, 
government agencies, leading corpora- 
tions, and men’s and women’s col- 
leges, all under the supervision of 
Peter B. B. Andrews, former indus- 
trial economic adviser, U. S. Govern- 
ment. The shoe industry sales volume 
is rated by the board to be between 
one billion and two billion dollars. 
The board has a remarkable record for 


accuracy: 84.1 per cent for 1948. 
* & # 


“FIND OUT what people want. Have 
it. Find out what people don’t want. 
Don’t have it.” These are the four 
principles of selling advocated by 
Louis J. Melicek, general merchandise 
manager. Crowley, Milner & Co., De- 
troit, as reported in the Retail Memo. 
“There are three types of items,” he 
goes on to say, “and if you do a good 
job with them, you can almost guar- 
antee a good profit. These are: (1) a 
regular item, (2) a feature item, (3) 
a volume item. A regular item is 
staple standard merchandise that the 
customer always expects to find in 
stock. A feature item is an item or 
idea that you can go to town on. Pick 
the right one and feature it with every- 
thing you've got. A volume item is a 
repeat item that keeps making and 
breaking records for endurance sell- 
ing—an item you keep selling year 
after year with only seasonal 


changes.” 
8 # 


Bic CUTS IN PRICES have been 
made in Montgomery Ward & Co.'s 
latest edition of its mail order grab- 
bag of bargains. Just released, the 
catalog contains the biggest reduc- 
tions since 1938, according to com- 
pany officials. Among the cuts: Men’s 
and women’s dress shoes, on which re- 
ductions go as high as 32 per cent. 
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Soft, supple, sturdy ... 
in a gorgeous selection of new, fashionable colors. 


In-Stock Service—Nationally Advertised 


THE H. C. GODMAN COMPANY, COLUMBUS 16, OHIO 


Natural Elk—sueded 
Hazel Glove Pigskin 
Black Calf Suede 

Turf Green Kid Suede 
Ruby Red Kid Suede 
Sun Copper Kid Suede 














TOPIC OF MORE AND MORE 
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TO RETAIL 


TP 0§: GO 


A FEW STYLES SUGHTLY HIGHER 


NATURAL BRIDGE 
CASUALS 


695 


Natural Bridge Shoemakers 
Division of Craddock-Terry Shoe Corporation, Lynchburg, Va. 
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CLEARANCES, FALL PROMO- 
TIONS FEATURED ON COAST 


SHOE merchandising had a dual em- 
phasis in San Francisco during the 
month of July. 

First, there was the month-long 
series of clearance sales participated 
in by most of the leading independent 
and department stores throughout 
Northern California. Most of the re- 
duced priced shoes were slings, single 
strap, and novelty numbers. on either 
high or very low heels. Merchants 
found that they were overstocked on 
some of these numbers due to the slow 
start of Summer business. 

It was noticeable by customers that 
the conservative casuals and _ street 
shoes were not included in the clear- 
ance sales. Many merchants told in- 
quiring customers that there would be 
no reductions on these standard, year- 
round models. 

Along with the clearance sale mer- 
chandise, shoe merchants were also 
using part of their window space to 
give advance showings to Fall styles. 
Sommer & Kaufmann featured corde 
sandals, with matching handbags, in 
Autumn shades of black. blue, green, 
town brown, silver with gold inserts 
and Mexican multicolors, with half- 
inch platforms. 

In spite of the July sales, business 
still ran slightly behind last year. Mer- 
chants are fairly optimistic over the 
outlook for Fall business, however. 
Two local factors are expected to have 
a stabilizing effect on business. First, 
the CIO warehousemen’s strike which 
has closed almost all local warehouses 
for some time, is expected to be set- 
tled in September. Second, the AFL 
Central Labor Council refused to sanc- 
tion a strike proposed by the retail 
clerks’ union. Labor leaders are be- 
coming aware of the fact that busi- 
ness is falling off and are gauging 
their activities accordingly. The pres- 
ent business trend here is still down- 
ward, but it is not radically off. 


a oe 


ST. LOUIS SALES RECORDS 
BELOW ‘48 


THE tempo of the retail shoe busi- 
ness in St. Louis has not changed ma- 
terially in the past two weeks. Buyers 
still are confronted with the high 
peaks of last Summer’s sales records. 
Clearance sales this Summer were 
just “fair.” Volume has been good in 
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the light of the 1935-39 average, but 
merchandise managers base their 
quotas on last Summer's volume. 
Thus, conferences between merchan- 
dise managers and shoe buyers are 
not always too jovial. About all buy- 
ers can do is to continue plugging— 
and that they are. 

The tempo of business that exists 
downtown seems to prevail pretty 
much throughout St. Louis County 
and in the neighboring towns and 
suburbs. 

Some reports coming out of county 
stores, however, are at variance with 
that given above. According to some 
informants, the traffic that hasn’t been 
ceming downtown has been going into 
suburban shoe departments. Bearing 
this out are reports of successful 
clearances during July. The fact is 
that those outlets who apparently did 
accomplish a respectable business dur- 
ing July, however, obtained it from 
forced selling, and that may explain 
their success. 

One such instance was a men’s shoe 
store which claimed it cleaned its 
stock on some advertised items. 
The reductions, however, were large. 
$16.95 and $13.95 shoes were moved 
at $7.95. Despite the failure of Sum- 
mer business to come up to expecta- 
tions here. most retailers look at Fall 
prospects fairly optimistically. The 
basis for this outlook is that consumer 
shoe wardrobes must be getting 
thinned out through so many months 
of cautious buying. 
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FLY-AWAY $ BOWS 


by Newton Elkin 


a Pee Pe CTE EeT om Tee Paks RAO STORY oT OWS j 


Fly-away bows were offered on new 
Fall shoes in this interesting ad fea- 
tured by Rich's in Atlanta, Ga. 








BUSINESS OFF IN 
NEW YORK STORES 


BusINEss in the New York area has 
been very slow. During the last weeks 
of July extremely hot weather, added 
tc the traditional slowdown expected 
during the Summer vacation months, 
caused most stores to report little 
action. The effect of the sales, started, 
in most stores, right after July 4th, 
had worn off and customers were not 
ready to buy Fall shoes. In the sales, 
whites and other Summer types 
figured prominently. While generally 
agreeing that all-whites had not had 
a good season, a number of merchants 
reported that spectators brought in 
business, especially early in the sea- 
son. It was recognized that white 
casual shoes also sold. 

Best selling Summer shoes have 
been linens; casuals, very often multi- 
colors; straws. Merchants who had a 
size range in casual shoes reported 
continuing business even in the Sum- 
mer doldrums. One merchandise man- 
ager of several successful departments 
for women’s shoes expressed his 
strong opinion that merchandise 
should be seasonable and cited, as an 
example, the good business that he 
had enjoyed in casual shoes where 
other merchants had been depending 
on sales to carry them through July 
and early August. Another seasonal 
type of footwear that has been bring- 
ing in steady business in some depart- 
ments is the scuff for vacation travel. 

Retailers reporting first calls for 
Fall shoes gave black suede number 
one position, with the demand for 
opened-up pump and strap patterns. 
Looking ahead, several merchants ex- 
pressed their confidence in reptiles, 
alligator, cobra and lizards. One man 
considered that alligator would sell 
best in opera pumps and sandals with 
platforms for under $15. Another 
looks to a revived interest in lizard. 


e. @.® 


LOS ANGELES STORES 
SHOW SUEDES, COLORS 


TwWEEDs, cardigans and camel’s hair 
—these set the fashion pace as Los 
Angeles department stores headed 
into the first stages of their Fall 
fashion promotions. Suedes, open and 
platform styles in both black and the 
newer blue, were being promoted for 
wear “now into Fall,” but department 
managers were eyeing smooth leathers 
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to pair with the tweeds and textured 
mood of this Autumn’s town and coun- 
try fashions. 

Meanwhile, department store shoe 
sales were spotty. For the most part, 
sales of higher priced shoes were 
down as much as five to ten per cent, 
but this was counterbalanced in some 
departments by increased sales of 
medium priced lines. 

Seasonal variations were more pro- 
nounced, with customers choosing 
fewer pairs and those closer to their 
immediate needs, but one Los An- 
geles department store expressed its 
optimism by adding two new lines for 
August, while another store reported 
substantial increase in sales of higher 





priced men’s shoes. Suppliers reveal 
that department store purchases are 
somewhat off, and somewhat closer to 
actual needs than in past seasons. 

Milliron’s, who have had good re- 
sponse to several advertising promo- 
tions, expect their figures to equal 
last year’s. Calfskins, to which they 
devoted window displays and a large 
newspaper advertisement, are selling 
exceptionally well, and suede shoes are 
beginning to move. Reporting their 
outlook for Fall as “optimistic,” they 
are preparing to present two new 
lines. 

May Company is preparing for a 
seasonal business fairly close to last 
year’s, probably within five per cent. 
Although figures for July were some- 
what under last year, black suedes 
are beginning to sell and good re- 
sponse is being shown for red, blue 
and green in smooth leathers. 

White linen, doeskin, and specta- 
tors, the latter in blue as well as 
brown with white, are best sellers at 
another Los Angeles department store. 
With sales of $12 and $14 shoes going 
ahead of last year, to balance slightly 
shorter sales in top grades, the pres- 
ent figures justify hope for seasonal 
sales equaling last year’s. 

At least one store was marking up 
better sales in men’s higher priced 
shoes. 

“In pushing price promotions, re- 
tailers have been overlooking quality 
promotions,” expressed the men’s shoe 
buyer of Bullock’s, Los Angeles, in an 
analysis of that store’s sales figures 
for shoes costing fifteen dollars and 
over. 
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A garden atmosphere was used as 
background for the “trellis pump", 
shown in Dallas by Neiman-Marcus. 





“If the salesman knows. and can 
impart to the customer, the special 
value features of better grade shoes, 
there should be no reason for selling 
only on a ‘bargain’ basis.” 

* * * 


TWIN CITY STORES 
ACTIVE IN FALL PROMOTION 


Saint Paul. 


SAINT PAUL stores are showing 
early Fall styles in good numbers, 
featuring them for present wear 
through Fall. Sandals and _ sling 
pumps are prevailing styles offered. 
Slender lines are featured, with much 
detail on vamps. Black is the strong- 
est color, with browns a close second. 
Suede is a popular material. 

Among the new Fall styles pre- 
sented were a group of casuals shown 
at Field-Schlick in buckskins with 
leather-soled wedges. New angled- 
off vamps, arrow-shaped backs and 
tongues individualized the shoes. 
Colors were ginger or black, with 
some styles in teal blue, moss green 
and tan. 

Schuneman’s, Inc. promoted the 
color Terra Taupe in garments, and 
tied in shoes of this color with sling 
pumps with lattice detail on the 
vamps. 

A new casual shoe with low wedge 
for round-the-clock wear was offered 
by Maurice L. Rothschild. These were 
high in cut, with straps over the in- 
step. They were offered in green. 
brown, or black suede and in black 
elk. 

It is evident that handbags are to 
be tied in with shoes in greater num- 
bers than ever. Practically all new 
Fall styles are promoted with match- 
ing bags, which have come to be im- 
portant in building volume. 

Clearance sales have been strongly 
featured. Business has been active 


in these sales. There is more looking 
than buying in Fall offerings, but 
stores remark good interest in these 
shoes. 

Merchants plan intensive promo- 
tions for Fall and Winter. Good sales- 
manship is felt to be necessary now, 
backed by ample stocks and much 
variety. 

* * * 


Minneapolis. 


PRACT ICALLY all shoe stores have 
been making room for Fall showings 
by clearance sales which include not 
only Summer stocks of light footwear, 
but good selections of dark shoes. 

White shoes continue to be favorites 
with unusually hot weather prevalent. 
With stores stressing new dark sheers 
for dresses for late Summer, shoe 
stores have fallen into line by pre- 
senting accompanying shoe styles. 
Jchn W. Thomas and Co. brought out 
a sandal for new dark styles in black 
suede with platform sole. Maurice L. 
Rothschild (Young-Quinlan) featured 
a new Fall d’Orsay with high French 
cuff in black suede. 

Stores reported good sales with 
large Aquatennial week crowds in 
the city, taking advantage of the spe- 
cial prices offered. Casuals are still 
high in sales. 

* * * 
SUMMER SALES OFF 
IN BINGHAMTON 


JULY shoe business in Binghamton. 





N. Y., stores can be recorded as one 
of the casualties of the hottest Sum- 
mer in years, according to reports 
from representative buyers and man- 
agers. Coupled with the economic 
slump of recent months, the heat wave 
reduced shoe buying to a trickle. 
“We are living in the past when we 
expect to equal sales figures of the 
past two years,” said the buyer of one 
of the largest stores. “Times have 
changed, and the sooner we recognize 
it, the better,” he added. Amplifying 
this. he expressed the belief that most 
customers can get along without new 
shoes for a few months. Torrid weath- 
er and reduced budgets worked 
against normal spending habits. 
On the bright side of the market 
picture was an amazing demand for 
[TURN TO PAGE 70, PLEASE] 
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Suedes for 
Daytime Elegance 
[CONTINUED FROM PAGE 59] 


shoes. A satin inlay, a binding in 
patent leather or satin or faille, a touch 
of contrasting snakeskin, a collar or 
strap of calfskin, all have been used 
to give more flattering lines to the shoes 
and to highlight certain outstanding 
features. Such shoes, with their touch 
of contrast, can be promoted to co- 
ordinate with similar contrasts in dress 
materials. A sheer wool dress trimmed 
with satin and a satin-trimmed suede 
shoe offer one coordination promotion; 
a wool dress with taffeta and a suede 
shoe trimmed with patent leather is 
another close tie-up. 

With black considered more as 2 
style color than as a basic universal 
shade for dressy daytime costumes, 
there will be plenty of opportunity to 
sell black shoes. And, of course, black 
will be a smart shoe color for many 
other dress colors, the blues, including 
Winter navy, the beige-to-rust family, 
the wines and reds, the greens. With 
some of these, brown and sometimes 
navy, will be even more effective and 
manufacturers and retailers are looking 
to an increase in the brown and navy 
shoe business this Fall. If your kind of 
customer is interested in matching 
shoes to costume, you can offer her a 
choice of grey, dark green, navy, taupe 
and wine. It will be wise, however, to 
put only a small percentage of your in- 
ventory in these colors. It may be 
smart to do what some very successful 
merchants have been doing, take one 
or two sure-fire patterns and play them 
across the board in colors, leathers and 
hee] heights, with plenty of sizes. This 
policy, by the way, is a pretty sane one 
to follow in all types of shoes, not just 
dressy daytime ones. 

As to patterns, the pump seems as 
good as ever. Newest looking is the 
silhouette with shank cut right down 
to the sole. The gracefully curved 
d’Orsay continues to be very popular. 
Ankle straps, getting into their stride 
this Spring, promise to be the choice 
for dressy daytime wear of many smart 
and even conservative women. Asym- 
metric treatments, cutouts, and other 
opened-up effects are very important. 
Platform soles are by no means “dead” 
in high style lines, and are very popu- 
lar in combination with an open toe. 
The high wedge heel is definitely for a 
certain kind of customer; it does not, 
as yet, appear to have a universal ap- 
peal. It can be, and often is, very 
smart on the right woman. 





Washington Newsreel 


[CONTINUED FROM PAGE 46] 
On the other items of interest to the 
shoe trade the box score is as follows: 
Belts, $2; ladies’ handbags, $10; toilet 
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American “Felt makes 
a good slipper better! 


This Daniel Green 
‘“‘Wahoo”’ Slipper 
features our Velvafelt, 
a special quality 100% 
wool felt, velvety-soft, 
flexible, always kind to 
active feet. Soles are Ameri- 

can piano felt for resilience, 
with a special treatment to 
provide a slip-proof, long-wear- 
ing surface in contact with the 


floor . .. American Felts for slippers 
> include the new Chinchilla Finish, 
and the famous Imperial line. Colors 







A new addition to the Daniel Green 
line of all-felt slippers, so appropri- 
ately trade-marked ‘‘Comfy’’—the 
Wahoo, made entirely of American 
Felt by the Daniel Green Company, 
Dolgeville, N. Y 


American Felt 


are always clear, fast, in fashion. We can 
help you make your good slippers better. 








kits, $5; and luggage, $25. However, 
on two items, rubber footwear and 
wallets, the military dropped its earlier 
limitations of $5 and left these com- 
modities wide open as to price. 


Chicago Travelers Ready 
For September Show 


Cuicaco—The Shoe Travelers’ As- 
sociation of Chicago will hold its next 
show September 13, 14, and 15 at the 
Hotel Morrison, Grayce Mattes, secre- 
tary, announces. There will be more 


than 70 exhibitors at the Hotel Morri- 
son. 

There will be one more show this year 
after the one in September, to be held 
November 27 through the 30th. The 
schedule of 1950 shows is now being 
made up. 


Stores Merged 


ALBANY, N. Y.—Crosby Men’s Shoes, 
formerly located at 117 North Pearl 
Street, Albany, N. Y., has been merged 
with Stewart’s Shoes, at 32 South Pearl 
Street. Stewart’s is discontinuing its 
women’s and children’s lines. 
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Review of 4 Ra Le 


piay shoes and casuals of all types. 
Hot weather spurred the long-recog- 
nized trend toward informal dress, 
shoe men stated in explanation of the 
sale of play shoes which exceeded 
all expectations. Demand for white 
shoes was about normal, but most 
whites sold were casual rather than 
dressier styles. 

Sales of linen shoes were very good 
at most stores. Hills, McLean & Has 
kins, especially, noted an excellent 
response to promotions featuring linen 
footwear with coordinated accessories. 











During July. shoe clearances be- 
came more frequent but were, on the 
whole, unsuccessful. Deep-cut prices. 
in many cases less than half of 
original values, moved comparatively 
few shoes. This lack of response to 
acknowledged values made shoe re- 
tailers pessimistic about business dur- 
ing the remainder of the Summer. But 
Autumn is another story. Almost 
without exception, shoe men predict 
that Fall will bring a pronounced 
upturn in sales. 

= * * 


CHICAGO STORES OFFER 
FALL STYLES 


CHICAGO retail shoe business took 
its first promotional plunge into dark 
and Fall promotions in mid-July. Al- 
though there was some consumer buy- 
ing along this line, continued hot and 
humid weather helped move whites, 
casuals and other shoes offered in 
clearance sales, as well as some from 
regular stock. As retailers approached 
the wind-up of clearance sales, they 
expected pairage to equal that of a 
year ago, even though dollar volume 
is down. Most of them sold more 
whites than they did a year ago, and 
as many or more casuals, but the 
price bracket continues to go down on 
the average purchase. 

Marshall Field & Company devoted 
its main State Street fashion windows 
to a showing of black velvet. A varied 
selection of black velvet pumps and 
sandals was shown. Charles A. Stevens 
& Co. devoted an entire window to 
brown shoes in smooth leathers and 
reptiles. Carson, Pirie, Scott & 
Company was the first to break with 
a Back-to-College promotion with 
pumps. novelty ties, and a wide range 
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of loafer styles shown in the fashion 
windows and in a special college fash- 
ion show. Carson’s also devoted sev- 
eral shoe advertisements to “ink-black 
suede” and featured platform soles 
and lattice straps. Rhinestones, nail- 
head, beaded and other decoration on 
dress shoes are among the early pro- 
motions, with shoes of this type shown 
both by Joseph Salon Shoes and 
O'Connor & Goldberg. One of the first 
in the lower price range to step int» 
the Fall picture was Maling Shoes, 
announcing. “It’s time to switch to 
Summer-into-Fall flats.” 

* * * 


LINCOLN BUYERS SEE 
STABLE FALL BUSINESS 


SHOE buyers and merchandisers in 
Lincoln, Neb., look for business dur- 
ing the remainder of the year to fol- 
low fairly closely the pattern set for 
the first half of 1949, which would 
mean dollar volume ranging from 6 
per cent below the preceding year’s 
figures to 13 per cent above. However, 
the trend in June and July was down. 
with one large department, which 
had a 13 per cent increase for the 
first six months. reporting June vol- 
ume only 6 per cent over last year 
and July running about even with 
1948. while a large family shoe store 
noted a decline of 54% per cent for 
the first six months, while June and 
July sales were about 7 per cent off. 

Significant in July was the com- 
parative apathy with which customers 
received clearance sales. Stores which 
had promoted heavily through special 
sales earlier in the year admitted that 
July clearances were considerably 
slower than a year ago. Several buy- 
ers stated that they would have to cut 








oseph 


new fall footlights 





S44 Nort Michigan Avenue - Ovcage 


Bower Ont Pot Snore Beverly Hie Coliome 


Two views of the same shoe were 
used by Joseph, Chicago, to heighten 
interest in new Fall styles. 


deep enough to “hurt” to get stocks 
cleared, even though the original 
clearance prices represented real bar- 
gains. Only one buyer reported a 
good clearance and he was with a 
firm which traditionally stages only 
two sales a year—the January and 
July clearances. 

Buyers have ordered for early Fall 
selling in quantities ranging from 
even with a year ago to 40 per cent 
lighter. Buyers were unanimous in 
insisting on early deliveries; after the 
initial Fall promotion, considerably 
more emphasis will be placed upon 
reorders than last year. Stocks will 
represent good selection in styles and 
sizes, but less depth than a year ago. 

Buyers of women’s shoes predicted 
that the demand for open styles would 
continue heavy, with Fall stocks com- 
prising approximately 70 per cent in 
open models. The platform sling 
pump is still the number one seller 
and should continue so. Fall outlook 
was termed “good,” and one buyer re- 
ported satisfactory results from July 





promotion of Fall merchandise in 
biack suede slings with platform 
soles. along with lizard and brown 
and green suede. Black suede pumps 
also have registered well, he added. 

Fall promotion will be heavy at the 
departments featuring fashion foot- 
wear, starting in August. Price re- 
ductions are too small to make much 
difference in Fall selling, buyers 
thought, but consumer resistance to 
price is not expected to be much more 
pronounced than a year ago. 

Lincoln buyers pointed out that 
casuals have been the “life saver” in 
maintaining volume this year. Good 
interest in casuals is expected for the 
remainder of the year, also. One buyer 
cbserved that while lizard will be 
much in demand this Fall, snakeskin 
kas shown a marked decline in popu- 
larity. 

A large family shoe store reported 
that inventories are about 10 per cent 
lower than a year ago, in keeping 
with store policy. Sales have run 
scmewhat below a year ago, with 
children’s lines making the best show- 
ing, men’s second and women’s down 
most from 1948 figures. Men’s shoes 
have been buoyed by work shoe sales, 
while dress shoe sales are off. 
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a four star 
attraction 
for your store! 


Sell the romance of the 
West with a 


KI-Y! YIPPEE YIPPEE-YAY! 


There’s a merry money jingle jangle jingle 
to the western theme. String along with 
us and you'll be singing the right tune. 
The Ki-yi, Yippee and Yippee-yay are made 
of tooled saddle tan calf in combination 
with colorful suedes... retail about 9.95. 


hotter than a pistol! 


This is o sure fire promotion. Go western, 
you can’t go wrong. Write, right now for 


a line that's loaded! | 


Tt, 
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VOGUE SHOE, Inc. 


3616 South San Pedro 
Los Angeles 11, California 
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Facts Ihe Gro-Cord 


mA yy 


When you handle shoes having any of the brand name soles produced 
by the Gro-Cord Rubber Co., you open your doors to a tremendous 
market. All the growing youngsters, industrial workers, men who work 
out-of-doors, sportsmen, and sportswomen, in fact the whole world of 
hard-on-shoes kids and grown-ups are your customers. 


This mass market will buy and re-buy from you because of the satisfac- 
tion these brand name soles will afford. If you aren’t already reaping 
the profits that are yours, when you sell shoes with soles by Gro-Cord, 
start now by sending an order to your favorite manufacturer. He will 
probably be able to stock you immediately. 


USE THESE SALES HELPS 


Smart looking, sales producing fold- 
ers which can be used as envelope 
stuffers with invoices or hand-out 
pieces. Display shoes to an advantage 
with attractive attention getting easels. 
Occupies a small space; made for GRO- 
CORD, NEO-CORD or GRO-CORK. 
GRO-CORD easels are available in 
sizes for men’s or boys’ shoes. Send 
for your supply of folders and dis- 
play boards today. THEY’RE FREE. 








amily of BRAND NAME SOLES 
Droadent your markel and twereates your sala 













Gconbo Sac iiy see se eal fr chris, boys, and men's 

original, uine cord-on-end con- CORK — This —— ble, shock absorbing 
rent ey hy Ay Be Ig SOLES Sreqnated with, genuine. cont” Ligh 
waterproo! own non-' n weight; weather-proof; slip "resistant; ong wearing; won't 
aaa ait ut Cee in style 1542, brewn (nen- pick up metal chips; nen anerkion 





The finest industrial sole made 4Bpi Ss n of all neato really for 
NEO- CORD today. Stout ee DuPont Neo- KING B compan 9 these so! Canter coctlen 
Prene are combined to produce a sole that resists oil, of sole and heel wae pmo pore fe gps construction, 
grease, gasoline, caustics, acids, heat and is slip resistant. is non-marking, won’t slip, and really wears. The sole 


edge is smooth. 


TWO TIMES BEST 
BY ACTUAL TEST 


(Outweers ot least 2 leather soles) 


Exclusive Manufacturers of Official 
Boy Scout Soles in the United States 
and Canada 





RAW - COR The best known name, and the 
finest competitively priced cord 
construction sole. Shown in style . . . 3002, brown (non- 
smarking), 3001, black. Also available in style 3052, brown 
(non-marking), and 3051, black. Real profit makers! 







GRO-CORD RUBBER CO. 


LIMA, OHIO 








Canadian Piont: 
GRO-CORD RUBBER CO. of CANADA, LTD. 


Tillsonburg, Ontario 












RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maz LEE EW M arkets 


St. Louis 


Aucust promises to be a significant month for St. Louis 
shoe manufacturers. And September too, although the 
tempo of orders during the latter 30-day period probably 
is not as important to the industry here as the preceding 
30 days. September is more a month of reorders and fill- 
ins. The reason that so much hinges on retailer buying 
this month is that about half, maybe more, of the Fall com- 
mitments were still to come as late as late July. Producers 
complain of tardiness on the part of retailers to place their 
orders for Fall as making for a possible deadlock in filling 
them at the last minute. 

In-stock departments, as reported elsewhere in this issue, 
have been built up, but they cannot obviate the necessity 
for normal buying. “Some merchants are going to be left 
out in the cold,” said one manufacturer recently, “when the 
Fall selling season breaks. They are going to have calls for 
shoes and they won’t have them.” Shoe houses here obvi- 
ously are going to give a priority in filling orders to those 
merchants who went along with them by building up their 
Fall stocks with periodic portional commitments during the 
Summer. “The fellow who has waited,” said the sales man- 
ager of a large shoe company, “and asks for half of his 
stock just a few weeks before his selling season begins is 
likely to find he won’t get deliveries when he needs them.” 

For the most part the market does not believe that re- 
tailer pessimism is the cause of the order placement road- 
block. Instead, a number of shoe executives have pointed 
out, it stems from an apparent belief on the part of dealers 
that the manufacturer is going to shoulder the risk alone. 
But such is not the case. Even were this possible from a 
production standpoint, that is, assuming that manufacturers 
already had Fall stocks completely made up, they still 
could not make deliveries on time, if a large portion of 
them came in at the last minute, because packing and ship- 
ping facilities could not take the load. 


New York 


LikE a wheel at rest, gradually picking up speed as it gets 
power, so the shoe industry was picking up speed with the 
receipt of a moderate amount of reorders and orders, with 
the end of vacations and the approach of the Fall season. 
Reports of production ranged from better than normal to a 
bit below normal. August, September and some October 
orders were in the process of production. 

Manufacturers were optimistic about the prospects for 
the rest of the year, despite continued caution and hand- 
to-mouth buying on the part of retailers and buyers. Low 
inventories of retailers gave them encouragement along this 
line. This condition, one manufacturer pointed out, has re- 
sulted in losses of sales for retailers through walk-outs, 
because they lacked sizes in stock. Retailers will have to 
order or lose more business, they believe. 
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Manufacturers also objected to the delaying tactics of 
retailers in placing orders. It was claimed that retailers 
were ordering as close to delivery time as possible. But 
one manufacturer said that manufacturers would have to 
adjust themselves to this situation, because those factories 
giving late delivery would lose business. It was emphasized 
that timing of delivery was of paramount importance to the 
retailer, and that he would not take late delivery. Thus, 
this man added, “The manufacturer is now forced to find 
ways and means to get merchandise to the retailer in time 
for him to give reorders.” 

Price as a cause for resistance to buying was played 
down by manufacturers. “There’s no question of price 
now,” said one manufacturer. Another pointed out, how- 
ever, that there were too many shoes over $24. “But,” he 
said, “the woman who spends $20 for a pair of shoes will 
not worry much over paying $2 more if the shoe has quality 
and fashion.” 

Manufacturers were becoming more and more aware of 
the fact that shoes would have to be vigorously promoted 
as competition grows. Each shoe, they say, must have a 
story. About this, one manufacturer was quite expressive: 
“The manufacturer must have something of a promotional 
nature. He has to stimulate and excite the interest of wo- 
men in his shoes. He can do this by promoting his shoes 
by price line, or by a story of the style and fashion, de- 
scribing the color, material and pattern in his shoes. I 
believe also that the fellow on the bench must be informed 
that when a woman comes in to buy shoes today, she’s 
a customer, not a shopper. She needs shoes, and it is up 
to this fellow to expend every effort in selling her. Courtesy 
and attention to the customer from the time she comes in 
until she goes out is of utmost importance in selling shoes, 
as it has been in the past, excluding, of course, the war 
period when selling was hardly a problem.” 


Chicago 


THE shoe business, viewed from Chicago and Midwest 
manufacturing and wholesale quarters, remained spotty 
throughout July. Orders being sent in to headquarters 
by salesmen on the road and reorders by mail followed 
no consistent pattern or trend. From all parts of the 
country, the report was the same. Orders from one town 
would be heavy and from the next very small. Business 
also varied within sections of a single city. Manufacturers 
attribute most of the inconsistencies in ordering to a vari- 
ance in the state of retailers’ inventories. Some were high 
and some were low as they neared the end of clearance 
sale periods. For the most part, retailers who had shoes 
priced right for the sale period did a good business, and 
their stocks were in good order. It is generally estimated 
that orders at manufacturing sources ran from 5 to 10 per 
cent behind a year ago. 

[TURN TO PAGE 90, PLEASE] 
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—avanastee NOW 
FOR EXTRA BACK-T0-SCHOOL 
BUSINESS 














" 0. 
widths. sizes aye 


retail $7.95 


Here are the top numbers of the Golo “back-to- 
school” line of casuals . . . they'll ring up extra 
profits for you with their famous Goodyear welt 
fir and wear . . . sturdy yet lightweight and com- 
fortable for young feet on the “go!” 


ALL FOUR of these Golo favorites have proved 
to be sensational sellers the couatry over . . . all 
FOUR offer finest quality and value at prices that 
fit right into a schoolgirl’s budget! Right now our 
stocks are complete . . . ready to make IMMEDI- 
ATE delivery to you! Order today . . . let Golo’s ‘49 
casual shoe fashions strike gold for you this Fall! 
Famous built-in quality featured in 20 fast-selling 


styles, all superb Goodyear welts with channelled 
flexible leather insoles. 


ao OF DUNMORE - Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pc. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 
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In-Stock Service Improved to Meet Retail Requirements 


established with this service in their 
men’s shoes at this time. The fact is 
emphasized however, that this will not 
mean carrying just a few styles, but 
keeping the selection fresh and new 
at all times. The brisk demand for men’s 
novelty boots and brushed leathers has 
made frequent changes in men’s in- 
stock selections essential. Women’s 
casuals also will account for a good per- 
centage of Fall in-stock supplies. This 
is a departure for many factories, indi- 
cating that casuals are now considered 
staple enough for an immediate delivery 
service. 

Catalogues are becoming more elab- 
orate and show not only a well diversi- 
fied selection of styles, but also a range 
of sizes. The departments were origin- 
ally returned rather quietly te the line 
and used merely as a service feature 
when needed. Now however, practically 
all trade advertising features in-stock 
service, and a number of firms are 
planning to expand their direct mail 
operations in this regard. 

Direct mail operations are also being 
stepped up by wholesalers who see 
themselves as of growing importance to 
the retailer. With fill-ins becoming an 
accepted part of retail merchandising, 
wholesalers are called upon for faster 
delivery service than ever. These houses 
are finding it necessary, however, to 
broaden their lines extensively, particu- 
larly in selections of styles. Represen- 
tatives of these houses point out that 
whereas during the war and immediate 
postwar season, they could give satis- 
factory service with just a few basic 
styles, now they have to carry as great 
or greater selection than most manu- 
facturers. Wholesalers who could fill 
in on blues last Spring and whites this 
Summer did an excellent business. 

Prices on in-stock shoes throughout 
the entire range from lewer to higher 
priced shoes, are listed at only slightly 
under these of a year ago. Some casuals 
have shown a slight drop and a few 
basic women’s styles, but otherwise, 
there is no appreciable reduction and 
none is expected. 


New England Firms Enlarge 
Stock Departments 


While New England companies mak- 
ing established lines of branded shoes, 
almost without exception have enlarged 
their in-stock departments and are 
planning to carry heavier inventories, 
it is in the field of volume manufactur- 
ing that the most significant changes 
have taken place. 

Even in this field, it is reported, while 
it is not necessary to carry shoes in 
stock, it is recognized that deliveries 
closer to the needs of the distributor are 
advisable. This has been accomplished 
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by speeding up the manufacturing proc- 
ess so that, in at least some cases, or- 
ders can be completed and shipped 
within two or three weeks of the date 
of their receipt. 

Factories have been rearranged, espe- 
cially those making women’s play shoes 
and casuals, and some factories have 
installed conveyor systems, thus reduc- 
ing the manufacturing time to the 
shortest in the history of the New En- 
gland volume shoe industry. Other fac- 
tories have succeeded in reducing the 
making time from 10 to 12 weeks to 6 
or 8. 

Discussing conditions in the shoe in- 
dustry, Maxwell Field, executive vice- 
president of the New England Shoe and 
Leather Association, said recently that 
his association members are well aware 
of the fact that merchants are buying 
as much as possible for immediate 
needs. In order to keep inventories 
down, he said, merchants buy in advance 
only those types of shoes which they 
know in advance will be necessary. They 
then expect to buy their novelties later 
and to fill in from week to week as sales 
make it advisable. 

This results, he said, in a slightly 
higher cost per pair which is offset by 
fewer markdowns at the end of the sea- 
son, a smaller inventory carry-over and 
a higher rate of turnover of the “shoe 
dollar.” 

This type of operation, he remarked, 
necessarily interferes with long-estab- 
lished practice in that segment of the 
industry since volume factories cannot 
plan their production far in advance. 
Despite which, he concluded, some of 
the larger factories are booked up to 
after Labor Day. 

Among the Boston wholesalers there 
is a tendency to lower prices in men’s 
shoes and to step up inventories, wher- 
ever possible, in women’s lines. One 
general line wholesaler said frankly 
that he was decreasing the number of 
men’s styles carried, since these have 
been the poorest sellers; and has largely 
increased his inventory of children’s 
shoes, slippers and women’s casuals, 
bringing his inventory, during the first 
half of this year, to the largest he has 
carried since before the war. 


Philadelphia Manufacturers 
Have More Stock Shoes 


All of the shoe manufacturers in the 
Philadelphia area who operate stock 
departments are in a better position to 
supply in-stock shoes this Fall. With 
hardly an exception they find more ten- 
dency on the part of retailers to use this 
service for fill-ins and size-ups and they 
have adjusted their operations accord- 
ingly. Juvenile factories are well pre- 
pared to take care of the back-to-school 


business which is sure to involve heavy 
demands over a short period. 

On the diversification of in-stock lines 
and the providing of more styles and 
patterns there appear to be two schools 
of thought, some feeling that it is un- 
wise to attempt to carry too long a line 
in stock while others believe that under 
present conditions it is desirable to ex- 
tend their stock lines somewhat. These 
latter are offering a greater style as- 
sortment. This policy can likewise be 
attributed in a large measure to the in- 
creasing tendency found in all retail 
units to proceed with caution, place 
smaller orders, buy more frequently. 
Admittedly it places a burden of risk on 
the manufacturers but the latter are in- 
clined to look at the situation realisti- 
cally, recognizing that a trend exists 
and adjusting their operations ac- 
cordingly. 

Indications are that prices on in-stock 
shoes for Fall will hold steady at or 
near their present levels although this 
will depend in some measure on the 
leather used. Prices will be somewhat 
lower on the larger spread leathers. 

Retailers are buying close to the belt 
for Fall—as one manufacturer put it, 
“what they buy today, they needed 
yesterday” — and manufacturers and 
wholesalers alike are laying more and 
more stress on stock shoes. 





Los Angeles Increases 
Styles in Stock 


Because of its large representation 
of fashion and casual houses, which re- 
gard as “dynamite” the stocking of 
their highly seasonal output, California 
will probably trail behind the rest of the 
country in this regard. 

However, to fill an expected gap of 
day-to-day needs, wholesalers in Los 
Angeles reveal a sizable increase in both 
stocks and styles available. 

Prices have suffered a slight slump 
from last Fall, but now seem stabilized. 
Where reductions are apparent, they 
mainly take the form of better dealer 
mark-ups and of alternatives, such as 
the popular imitation suede, for more 
expensive shoes. 

Wholesalers feel confident of in- 
creased business this Fall. As the buyer 
for Solnit Shoe Company expressed it: 

“With the retailer keeping close check 
on his inventory in Fall merchandising, 
the service house can expect better busi- 
ness. We are providing overnight ser- 
vice and have complete inventory on 
hand for any needs whatever.” 

Casual and fashion houses, however, 
are wary about in-stock shoes for Fall. 
Both Vogue and Kimel reveal that busi- 
ness “has not reached the point where 
we have to gamble with shoes cut from 

[TURN TO PAGE 78, PLEASE] 
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Sport Shoes? Casuals? 

Dress Shoes? Correctives? America’s 
“hottest” line is here . . . ready 

to give your customers more 
quality, more style and more value 
than ever before. With Flite-Step 
you sell EVERY customer that 
comes into your store .. . and 
you'll appreciate our convenient 
“in stock” service. Illustrated: 





















your DOLORES 
fall 


(ANITA) In black or brown Kid Suede 
with one-inch platform. 24/8 heel. 


with N 514 to 9, M 4 to 9........3.75 
; (BLANCHE) In brown Kid Suede with brown 


Alligator trim and heel; or in black Kid 
Suede with black Calf trim and heel. 
N 5% to 9, M 4 to 9........ 4.25 


t (CECILE) Genuine hand sewn Moccasin, in 
antiqued brown, red or black Elk. 

Also with single buckled or 2-buckled vamp. 

Tr +> N 5% to 9, M 4 to 9........ 3.60 


(DOLORES) Stout wedgie Walking Shoe in black 
Suede, black or brown Elk. Also with 
open back. EEE widths—5 to 11........ 3.10 





Write today for our “Back-to-School” Catalog of styles and prices. 
IDEAL SHOE COMPANY « Cor. 4th & ARCH STS. « PHILADELPHIA 6, PA. 


August 15, 1949 






































































stock,” and both of these houses are 
working only against orders. 

Some houses have compromised by 
maintaining a few staple styles in a few 
staple colors as stock shoes, and cutting 
the more seasonal lines only to order. 

Bert Eastman of Joyce, Inc., reveals 
that this firm will follow its policy of 
past seasons by stocking the Alert, a 
uniformly popular style, in white only 
and filling other orders as they come in. 

Cobblers, Inc., have selected two per- 
ennial best sellers, the Moccaround and 
the oxford-type Snooper, which can be 
ordered from open stocks this Fall. Col- 
ors will be limited. Otherwise, orders 
will be filled as they come in, usually 
within four to six weeks. 

Guild Shoe Manufacturers, manufac- 
turers of men’s shoes, indicate that they 
are working on about a 50 per cent basis 
on order and stock shoes, in response to 
shorter, more frequent orders expected 
this Fall. Basic shoes about 80 per cent 
of Guild styles, are being cut to stock, 
in the firm’s basic colors: Indian tan, 
natural and ox blood. 





International Production 
Geared to In-Stock Demand 


St. Lours—In an exclusive interview 
with Boot AND SHOE RECORDER on the 
subject of shoes in stock, Byron A. 
Gray, president of International Shoe 
Co., made the following statement: 

“Fill-in service from stock will play a 
very important part in the retailers’ 
and manufacturers’ plans for Fall. 
Prospects for Fall business are good 
and retailers have been cautious in plac- 
ing their orders for anticipated Fail 
requirements. 

“International Shoe Company has 
planned its production so as to be in a 
position to render a fill-in service on all 
of its nationally advertised lines of 
men’s, women’s and children’s shoes. 
This will apply to a representative part 
of each line and will include the large 
selling style shoes and materials in de- 
mand as well as staple shoes. 

“The retailer must have a well-bai- 
anced stock if he is to avoid missin 
sales. It is apparent that beginning 
about the end of August, the demands 
on thé in-stock departments of all of 
our branches will be heavier than at 
any time in the past ten years. From 
the beginning of the Fall season, Inter- 
national’s production has been planned 
in anticipation of this demand.” 





Brockton Planning Heavier 
Stock Shoe Inventories 


BrocKTON, Mass.—Most manufactur- 
ers of established lines of men’s sho23 
in this district have had in-stock de- 
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partments for years. Recently, however, 
there has been a strong tendency to 
manufacture for stock in larger quanti- 
ties since it is realized that many retail- 
ers, with in-stock facilities to fall back 
on, will be able to do a more satisfactory 
business with less working capital. 

Probably the largest of these depart- 
ments in the South Shore area is that 
of the George E. Keith Company, here. 
Commenting on conditions in the indus- 
try and his company’s plans to meet 
these conditions, H. W. Copeland, sales 
manager, said recently: 

“Manufacturer and retailer alike, we 
are all returned to the prewar pattern. 
Among other things, this means in the 
men’s shoe business a renewed empha- 
sis upon in-stock departments. We have 
always considered such to be a most im- 
portant integral feature in the mer- 
chandising of an advertised line and 
for many decades have had a complete 
line of stock shoes. 

“The war threw this service out of 
gear, but our in-stock department is 
now re-established on an extensive basis 
and is steadily being enlarged.” 





Shows Steps To Be Taken 
In Achieving Turnover 


NASHVILLE, TENN. — “Achievement 
of reasonable profit on capital invested, 
taken for granted during the war years, 
has again become the distinguishing 
characteristic of the successful opera- 
tor,” said M. §S. Wigginton, vice- 
president of the General Shoe Corpora- 
tion recently, in discussing conditions 
in the shoe industry, with particular 
reference to retail operations. “Turn- 
over,” he continued, “is of course 
the greatest tool to this end. Our ob- 
servation is that many progressive mer- 
chants are getting desirable turnover 
through the following steps: 

“Determining the price grades by 
types of shoes best suited to their par- 
ticular operations and concentrating 
on the best line for the purpose in 
each grade. 

“Buying basic stocks of such lines, 
cetermining which numbers shall be 
carried in depth and which light. 

“Getting in those basic stocks early. 
This sounds like a plug for the manu- 
facturer but it actually isn’t because 
early buying insures the dealer’s having 
the right shoes at the right time, 
than which there is nothing more im- 
portant, enabling him to plan his pro- 
motions, giving him an opportunity to 
check his judgment on those numbers 
he is carrying in depth. 

“Using in-stock service when avail- 
able to fill in those basic stocks weekly. 









Many successful departments are 
assigning one individual to take fill- 
ins on a particular line each week, 
sizing up that stock either Saturday or 
Monday or any appointed day in the 
week. The effect of this on turnover is 
magic as is the effect of turnover on 
profit. 


Styling, Construction 
Boost Slipper Sales 
[CONTINUED FROM PAGE 56] 


Versatile is the word that best de- 
scribes ’49 slipper styling. Conventional 
opera patterns have been brightened 
up and given a new freshness by the use 
of multi-colored strippings on vamps. 
The moccasin loafer front is strong in 
slippers, appearing in scuffs and operas. 
Sandalized effects are numerous in 
scuffs with top grain cowhide used 
alone and in combination with reversed 
calf, and woven straws in textures and 
colors to accessories with dressing 
gowns and smoking jackets are noted 
especially in high style lines. 

Interesting new treatments are bold 
saddle details on cowhide scuffs and a 
smooth fitting interpretation of the 
Robinhood pattern ingeniously con- 
trived of four pieces of leather and held 
together at the sides with elastic strips. 
It’s gypsy seamed fore and aft to make 
a high-riding tongue and back part. 
The whole effect is one of trimness and 
ease of fitting and with its flexible sole 
should make a very comfortable slipper. 
Another innovation is a leather lined 
slipper in a heavier weight which com- 
bines all the features and flexibility of 
the house slipper, yet has the general 
appearance of a shoe. It is lasted with 
a sewn in welt which makes it com- 
parable to a hand turn in construction 
because of its flexibility and extreme 
lightness of weight of the soles are 
Goodyear stitched, the slipper being 
made on a very ingenious pattern which 
assures ample room for fit and comfort. 





Adds Men’s Department; 
Changes Store Name 


WIcHITA, KANS.—A men’s shoe de- 
partment was opened August 1 in the 
Guild Room, Inc., 211 East William, by 
Eddie Zongker, owner, who has been in 
the shoe business in dewntown Wichita 
for the last 15 years. In the future 
the store will be known as Eddie Zong- 
ker Shoes for Men and Women. 

In order that both men and women 
can get maximum service, the store 
will be partitioned to divide the shop. 
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in Soles by Rajah. 
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3 HEEL HEIGHTS 


& 
COLORS Right 


NEUTRAL FLESH 
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... VOLUME DOUBLED IN 6 MONTHS 


Universal Forms are the talk of the trade. Everyone in shoes is marvel- 
ing at the sensational sales record that Universal has built in three 
years. The reason is simple, Universal is the right form for displaying 
shoes; right Heel Heights, right Colors and it's yours at $1.25, a price Packed 24 pairs othe case. 
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so low that now you can afford to form every pair of shoes you display Sor ue ike os 
with Universal Forms, emphasizing their true quality, beauty and fit. When orderiap._ specify 


-- AND THIS FORM FOR MISSES SHOES 


00 


Same features that have made Universal , 

America's number one Shoe Form, make cuautaicans 
new Universal Children's Form your first 

choice for displaying juvenile shoes. FLESH ONLY. when order- 


So ee 


Despite Their Tremendous Popularity, IMMEDIATE 
DELIVERY Is Guaranteed 
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PLAN WISELY FOR SPRING .. . 


ATTEND THE ALLIED PRODUCTS SHOW 


% Alert Manufacturers and Retailers know that a “one-stop” 
visit to the Allied Products Show saves both time and effort in 
their advance Spring planning. 


% You will see the exhibits of all products and processes 
(except upper leathers) used in the Manufacture of footwear—all 
grouped under one roof on three special exhibit floors in the hotel. 


% Wise Planning for Spring starts with a “must” visit to this 
important event—September 6-8;— one day in advance of the 
“Tanner’s Council” Spring Leather Opening. 


ALLIED PRODUCTS SHOW 


HOTEL BELMONT PLAZA, NEW YORK 
TUESDAY © WEDNESDAY ¢ THURSDAY 


SEPTEMBER 6-7-8, 1949 
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Greater flexibility—and the “come-back-again” comfort it brings to the wearer— 
combined with proper transverse rigidity, is one good reason for specifying Onco. 

At the same time, you're sure of stronger internal ply strength . . . an insole always 
uniform in shoe-making characteristics, thickness and texture . . . built for longer wear. 
Economy—another important factor—also puts Onco well up front with today's progressive 
manufacturers. Your shoe business is better with this better insole—insist on Onco. 


ONCO BASE 
for sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 
products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK CITY, N. Y. 








*® 
ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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Magazines! 


Farm papers! 
Newspapers! on 
Radio! Street- “ 
cars! Buses! 
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@:\ 1 > Gi 
advertising 
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Not Rubber! Not Leather! Not Plastic! 


The name and fame of CAT-TEX soles is 
nation-wide! Powerful ads in top magazines con- 
stantly keep CAT-TEX before millions. As a re- 
sult, the country-wide call today is unquestionably 
for CAT-TEX! 

Remember, CAT-TEX wears 
longer, is lightweight, water- - 
proof and non-slip! CAT.TEX AjbbAiiediiad 
soles will get an open-arm samples 
reception fro retailers! : 

oo PAW art nena ong & details 
Warner & Ostend Sts; Baltimore; Md. now! 


Made by the makers of famous Cat's Paw products 
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Shoes in the News 


ONE of the significant developments in shoes for the 
younger customer is the use of grown-up materials in youth- 
ful patterns, to give the young girl the feeling that her foot- 
wear is “just like Mom’s.” Most popular of these materials 





Suede moccasin oxford, piped 
with smooth leather, for in- 
fants, children, misses and 
growing girls. One of a num. 
ber of styles in the Betzy 
Cross line. W earwell Shoe Co 














has been suede whtich often converts an everyday style into 
a dressy shoe. 

* * * 
ON pages 54, 55 and 56 of this issue, John Reilly speaks of 
the impetus which has been given to sales of men’s slippers 
through improved styling, new constructions and proper 
promotion. Now is the time when alert retailers are plan- 


P | 





Leather lined slipper in a 

heavier weight, with the com- 

fort of a slipper and the ap- 

pearance of a shoe. Lasted 

with a sewn-in welt, with 

Goodyear stitched soles. Ath- 
letic Shoe Co. 











ning their stocks of these items for Christmas selling. A 
study of that article and the types of slippers illustrated in 
it would be worth while reading for any shoe man. 


i 


|NTEREST in matching accessories—particularly hand- 
bags to match shoe styles—has been one of the increasingly 


Soft toe closed wedge in bur- 

lap, tied with a wide calfskin 

bow, from Ted Saval. Match- 

ing sling bag by Ben Brody 
of California. 





popular trends from the customer’s. point of view. Along 
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this line, development of accessories to match the much in 
demand casual shoe is a trend which premises substantial 
extra sales for the enterprising shoe retailer. These matched 
items are particularly important in the merchandise which 
is offered for back-to-campus wear, for the college girl is 
one who looks for novel ideas in her accessories. 


When the Shoe Store 
Takes to the Air 


[CONTINUED FROM PAGE 57] 


ing twist is not easy to find. The Ad-Viser has made a 
survey of various programs throughout the country in an 
effort to determine the different formulas for success. The 
result—the following radio shows which can easily be 
adapted for your own use: 

1. One store in California is using a show called “Request 
Performance.” Listeners are invited to submit requests for 
songs which are aired in the form of recordings. In addi- 
tion, between numbers, fashion news or sport news (de- 
pending upon the audience) is offered. Guest appearances 
add to the interest of the program. 

2. One shoe merchant is using a very successful pro- 
gram which gives away shoes. In between recorded music, 
questions are asked over the telephone. Names are chosen 
at random from the telephone book. The jackpot begins 
with one pair of shoes. The number of pairs is increased 
with each telephone call until the correct answer is given. 
An average of five calls builds up the value to $50. The 
winner must come into the store to get the prize. 

3. A “Man on the Street” show is being offered to lis- 
teners by a shoe merchant in Texas. The show takes place 
in front of the store. Passers-by give interesting bits of 
personal history, ideas, etc. Shoe prizes are awarded for 


correct answers to simple questions asked by the an- 


nouncer. This show has increased store traffic tremen- 
dously. 

4. Here’s an idea that is especially adaptable to the shoe 
trade. It’s called “Gifts for the Bride.” The announcer 
requests listeners to send in names of prospective brides. 
Selection of the chosen participants is made on the basis of 
the best letters. The winner is called before the micro- 
phone. She is interviewed about her wedding plans, her 
future, etc., and then is presented with gifts. 

5. An Amateur Radio Theatre is being successfully con- 
ducted by a retailer in the East. Contestants are chosen 
from letters written by listeners. The entire program is 
run by amateurs. Even the commercials are written and 
announced by winners. The new talent presents news 
reports, a short dramatic skit, songs, etc. Radio listeners 
vote for the best by mail, and the winner receives $100 
plus an audition in a New York radio studio. 

6. One store offers a variety program consisting of a 
combination of news, criticism of local motion pictures. 
music and whatever else seems important to the average 
listener. The store’s service or particular items of mer- 
chandise are featured on the shows as special news bul- 
letins. This type of show has been going very successfully 
for over two years. 

7. A Midwestern shoe merchant features a series of base- 
bali talks by the local softball league umpire. Interview: 
with local players are conducted. Questions from the 
listening audience are answered. Although this sounds lik= 
a strictly male program, the store manager insists that 
many women are listeners, and sales have been extremely 
good as a result. 

[TURN TO PAGE 90, PLEASE] 
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STYLE No. 8805 







If you can't check ALL FOUR factors 
on your present brand or brands, 
better check up on Pollyanna right 
away! Drop us a card. We'll send a 
salesman. 





S 
40g, 
A. S. KREIDER SHOE CO. ANNVILLE, PA. 


NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 W. 7 St., Los Angeles 


85 











“Ny, My, % 
My My My 
my, m, Mm, 


wa 


» tt 
Pn 





PRIMEX SHOE FITTERS 
are automatically adjusted to serve all custom- 
ers. Three separate buttons on the instrument 
panel provide light, medium and heavy pene- 
tration to accommodate the difference in thick- 
ness of men’s, women’s and children’s feet. 


PRIMEX is designed (1) to speed the buying 
decision (2) to get new, permanent customers 
(3) to modernize and beautify your store. 


For full details write PRIMEX EQUIPMENT 
CO., Dept. BS-8, 135 South La Salle Street, 
Chicago 3, Llinois. 


PRIMIEX «=o 


SHOE FITTERS 








A Trend to the Suburbs 


Wat does the trend to suburban shopping centers mean 
te the shoe business? Will it lead to different merchandis- 
ing problems? Will we have to change our selling tech- 
niques? A look at the recently opened Fresh Meadows 
shopping center in Queens, New York, gives an indication 
of certain characteristics important to retail shoe men 
throughout the country. 

The New York Life Insurance Company, in planning its 
stores on Horace Harding Boulevard and 188th Street for 
its 3000 families, hoped to attract shoppers from many 





Fresh Meadows Bootery in a new suburban New York 

development has turquoise walls, beige carpet on brown 

asphalt tile floor and a rose taupe ceiling. Grey striated 
plywoed is used in partitions and counter. 


miles. It was decided it could best meet the needs of its 
customers by opening a variety of shops around a branch 
of a large department store. Therefore, in addition to the 
women’s and children’s shoe departments in the local 
branch of Bloomingdale’s department store, there is a 
Miles Shoe Store, a Buster Brown shop for children, and a 
women’s and girls’ shoe shop called the Fresh Meadows 
Bootery. 

Although each tenant planned the interior design of his 
own shop, all are air-conditioned from a central air-condi- 
tioning unit, and all have access to adjacent parking lots. 
Each store has two entrances and two windows, permitting 
access both from the parking lots and the main street. 

The interiors are distinctive. For instance, the Buster 
Brown shop, selling to children only, has a gay appeal for 
the youngsters. Instead of rows of chairs; the shopper en- 
counters a spacious shop with circular arrangement of 
chairs. This leaves a large open area in the center of the 
shop. Gray wallpaper with a circus mural runs the entire 
length of the wall. A fitting settee on a platform makes for 
ease in fitting infants and small children, and some little 
customers have been fitted on wooden rocking horses in the 
center of the floor. 

The Bootery has a wide angle front, providing unob- 
structed selling space between both entrances. The stock 
space is camouflaged to harmonize with the general design, 
and zig-zags in order to keep the view unobstructed be- 
tween windows. The chairs were especially designed to 
contrast with the custom made fitting stools and ash trays. 

[TURN TO PAGE 114, PLEASE] 
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IMMEDIATE DELIVERY 


America’s Finest Shoe Forms! Sensational Values! 


We've made tremendous efforts to build up preduc- 
tion, so that we can make delivery in time fer your 
fall displays. AND NOW WE'RE READY! You can 


count on immediate shipment! 


Frankel Shoe Display Forms REALLY FIT! They hug the 
heel seat, mould the shoe to its correct last, hold ankle 
straps in position. They'll put extra "sell" into all your 
display shoes. 


Painted toes and closed tops, at 25 


no extra cost. To fit high, low 


and medium heels ........... p Al k 


NO, CHILDREN’S Plastic 
Shoe Display Forms 





Infants’ Children's Miss’ 
Size 7 Size 10 Size 13 


— tf 





FOR RE-SALE 


Get extra sales, from Frankel’s 
Fit-easi* Plastic Shoe Trees 


Store tests have proven that you can sell Frankel plas- 
tic shoe trees to most women . . . many are 3-pair sales. 
Spring-tension holds straps in position, keeps shoes in 
perfect shape. Scientifically-designed for use with all 
styles of women's shoes. Simple screw adjustment and 





size rule mcke it easy to adjust to all sizes. ‘ j oA — opat 
- ae i. Sia PENDING 
Six lovely colors: blue, red, pink, yellow, green, wine. a 1 Se 


reanee rec 95 


World’s Largest Makers of Plastic Shoe Display forms int gross lots 
~ 493 Seventh Ave., New York 18, N.Y. A PERFECT 4% ITEM 
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FORMS CLOSE 
OCTOBER Ist 


T.. ghoe year starts October 15th with the National Shoe Fair 
Issue of Boot and Shoe Recorder, dedicated to the great annual market week of the 
industry to be held in Chicago October 30th—November 3rd. The shoe industry 
has already set its sights on the production and profitable distribution of 500 
million pairs in ’50. A gigantic undertaking, yes, but one which is not impossible 
of accomplishment in this already better than $2 billion at retail industry. 


Everyone in shoes reads Boot and Shoe Recorder and this Shoe Fair Issue remains 
desk-top companion for months after its October 15th dating. Top-flight editorially 
with features on every phase of the industry, its advertising pages are a veritable 
“Who’s Who in Shoes”. Shoe manufacturers, tanners, manufacturers of materials and 
suppliers of every service used in shoe making and selling of shoes, make it the high 
point of their annual advertising program. In addition to its ABC audited circulation 
of over 20,250 copies, this Shoe Fair Issue will have an on-the-spot “delivered 
by boy” distribution to key executives and all exhibitors attending the Shoe Fair. 
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100 East 42nd Street 


&f 


A Chilton @ Publication New York 17, N. Y. 
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ibbonease... the slipper sensation of the year@ 


Most exciting slipper in many seasons... born to be a best seller! 
Kleinert’s got the idea from expensive hand-knit 

ribbon dresses . .. copied the effect on a clever machine. 

The ribbon is backed by a soft, shape-holding cotton roving. 
Ribbonease slippers are perfect with 

everything from tailored slacks to ruffled housecoats. 

See how fast your customers agree! 

There are plain and fur-trimmed scuff styles 

for women ... sling backed for children 

with elastic ankle straps to keep “em on firmly. 

A big choice of beautiful colors! 

To make big slipper sales this year, you need something extra. 
This is it! Kleinert’s Ribbonease are new, exciting, practical! - 
And priced right! If you don’t have them, 


your customers will get them someplace else. 


leanne. 
0 see your & salesman... soon® 


1. B. Kleinert Rubber Co., Inc., 485 Fifth Avenue, New York 17, New York 
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Shoes Featured in Golf Tog Window 


THE Emporium department store, Saint Paul, Minn., gave 
emphasis to sport shoes in a window display which was set 
up to represent a golf course. 

A series of circular bases, grass-covered, held mannekins, 
with golf sticks and bags, wearing sports garments, ar- 
ranged in action poses. 

A large variety of sport shoes was shown, both in wo- 
men’s and men’s styles. 





When the Shoe Store 
Takes to the Air 


[CONTINUED FROM PAGE 85] 


8. One shoe merchant runs a show called “Blessed 
Event.” Listeners are invited to send in the names of newly 
born children. Inexpensive gold rings with congratulatory 
cards are sent free to each baby. Each week one proud 
father is chosen to appear on the program. He is inter- 
viewed and sent home with many gifts and good wishes 
and a pair of shoes. 

9. A club entitled “Come And Get It” is sponsored by a 
retailer in the East. Members request tunes to be played 
on the air. In addition, the program has club news, an- 
ncunces special buys for club members at the store. One 
interesting feature is that the dues are applied toward a 
future purchase which is sold to members at a 10 per cent 
reduction. The club has over 4500 members and has in- 
creased store traffic and sales tremendously. 

Of course, good programs alone will not do a complete 
selling job. Commercials or direct sales messages are neces- 
sary to urge the listener to “join the crowds” at Blank’s 
store. While the average retailer may never be called upon 
to write his own commercials, the following rules will assist 
in intelligent criticism and improvement. Carefully check 
your commercials for the following: 

1. Words used should be selected with a view to their 
sound. 

2. Statements should be as simple as _ possible. 
tences should be short. 

3. Sincerity is of utmost importance to do a good selling 
job over the radio. 

4. Copy should be fast moving and friendly, enthusias- 
tic and convincing. 

5. Repetition is good, but don’t overdo it. 

6. Don’t say too much. Just say enough to put your 
message across effectively. 


Sen- 





Manufacturing and Markets 


[CONTINUED FROM PAGE 74] 


This spotty situation in advance orders may result in a 
serious problem in deliveries, in the opinion of some manu- 
facturers. Orders this year have been placed later than for 
some years. Vacation schedules, added to the delayed or- 
ders, may delay production frequently, despite the fact 
that most factories are not producing up to their capacity. 
There is expected to be a rush of orders and a scramble for 
shoes from mid-August on, a fact which may tax some pro- 
duction facilities severely. 

Style trends also are about as spotty as business, to add 
to the difficulties. However, advance sales and reorders on 
Fall shoes do indicate this one development in this area— 
there is a definite swing back to open toes, with a greater 
percentage of open shoes being ordered than at this same 
time a year ago. 


Boot and Shoe Recorder 








Weld -bewsso 


store is wearing 





@ Merchants from coast to coast 
hav € prov ed that the store that is 
“tailored” with Pittsburgh Prod- 
ucts is the store that is always 
well-dressed. And where a thor- 
ough remodeling job has been 
done (not a half-way measure! )— 
both inside and out—they have 
been rewarded with the immedi- 
ate attraction of more customers, and their sales and 
profits have increased. Equally important, they have 
found that this has been a sound investment in the future 
of their businesses—not an expense. 


These same rewards can come to you. And now is the 
time for you to give serious thought to the remodeling 
of your shoe store with Pittsburgh Glass and Pittco 
Store Front Metal. 


Ask your architect for his ideas on the best possible 
application of Pittsburgh Products to your particular 
needs. He knows all about these materials and will see to 
it that you get a design that is well-planned and economi- 
cal. Both of you can count on our fullest cooperation. And 
should you prefer it, the Pittsburgh Time Payment Plan 
is available to you for arranging payments to suit your 
convenience. 


Right now, though, why not send for a free copy of our 
store modernization book, “Modern Ways for Modern 
Days”? It contains a wealth of material, including illus- 
trations and descriptions of remodeled stores, projected 
designs by some of the world’s foremost architects . . . 
with many other valuable features of interest to retailers. 
Simply fill in and return the coupon below and your copy 
will be sent immediately. 


Pittsburgh Plate Glass Company 
2220-9 Grant Building, Pittsburgh 19, Pa. 


6 
| | 

| | 

| Without obligation on my part, please send me a FREE copy of | ‘ . . 

| your book on store modernization, “Modern Ways for Modern | A REAL INVESTMENT in the future of your business—that is what 
l | 

I 

| 

| 

| 








Days.” remodeling your store with Pittsburgh Products will mean to you. Here 

5 is an excellent example of the modernization of a store in San 

Name--_---~-------------------------------------------------- I Francisco, Calif., with Pittsburgh Products. An open-vision design has 

EEE EI SS EE | been utilized which makes the entire store interior an eye-catching, 

| sales-producing display. Plan now to do an adequate modernization 

Ca Ss ek cc SS | job on your store. It's the proven way to greater success. Designers: 
era ee ee ee ee eae ee SON eT ek ope an ae yo Gruen & Kr ck A iates, Hollywood, Calif. 


“PITTSBURGH” ( Liic front and Matrios- 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 








PITTSBURGH PLATE GLAS‘ COMPAWN Y 
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Soft, All-Leather 
Ballet. Advance 
Pleated Toe. Lea- 
ther Stock Lining. 
Faille Lined. 
Non-Skid Sueded 


Sole. 


82-12 *5100 Black 
* 5200 White 
124-3 ©5101 Black 
©5201 White 
32-9 ©5102 Black 
¢ 5202 White 


Mediums and Slims. 
Also Available in 


White Satin—Dyeable $1.90 







Genuine Patent 





Tops included with order 
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158 DUANE STREET 




































AT ONCE DELIVERY 





Misses’ & Growing Girls’ 
Soft, All-Leather Bal- 
lerinas for Street or In- 
door Wear. Faille Lined. 
Non-Skid Sueded Sole. 
Cushion Heel Seat. Lea- 
ther Sock Lining. 
32-9 ©5302 White Colt 
, ©5402 Black Colt 
12!/>-3 ©5401 Black Colt 
M Widths 
$1.90 


There's a WHIRLER for every dancing shoe need! Hand made and hand lasted. 


Genuine Patent 
Leather or 


Leather. White Elk. 
Lip Taps, Lip Taps, 
Cleated Heel. Cleated Heel. 
5603 Packed in our 5203 Child's 8!/>-12 
' 00 attractive N and M Widths $2.55 
11-3 Youths $3. WHIRLER heres 5204 Misses’ 12N/p-3 
5604 Boys’ 3//2-6 $3.75 N and M Widths $2.65 
° 5205 Growing Girls’ 4-9 
M Widths N ond M Widths $3.00 


Taps included with order 
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grounds which have the professional 
look we couldn’t achieve.” 

Mr. Payne uses basic branded lines 
from which to build his stock. Since 
| opening the store, he has also taken on 
| several style lines to fill in. He points 
| out that the farm trade which makes up 

a good portion of his customers is very 
| particular, and that the women know 

about styles and want the latest. 

He keeps up a consistent advertising 
program with weekly display space in 

the local papers. He participates in a 


| cooperative mailing piece with other re- 
| tailers. He instituted a premium plan 
| with stamps issued with purchases and 


| Saturday nights. 


found that it has paid extensive divi- 
dends. “It’s amazing how much a skillet, 
coffee pot, or serving tray does to re- 
mind folks of our store,” he says. 


Bushnell is a prosperous town and 
trade is brisk enough to keep Mr. Payne 
and one assistant busy on weekdays 
with two more added for Saturdays and 
As in all country 
towns, Saturday night means big busi- 


ness. 


To continue to progress in a small 
town store, Mr. Payne points out that 


| one has to become a part of the tempo 


| 
| 
| 


| ness as in a larger store. 


of small town living, but must never 
forget the fundamental merchandising 
principles no matter what the size of the 
store. “It’s important to put just as 
much proportionately back into the busi- 
The store 


' must be kept up physically with deco- 


rating or other improvements and shoe 
stocks must be kept in good order, never 
allowed to dwindle too much. 

“Also to get along in a small town, 
we have to be ready to sing in the choir, 
take part in Rotary club activities and 
support any and every community event 
that comes along. In a big town or city 
a man can often get away with a cash 
donation. Here, all eyes are on him; he 
has to work, too.” 

Mr. Payne had plenty of opportunity 


| to learn all about the big city before he 


| 








City Shoe Man Builds 
Small Town Business 


[CONTINUED FROM PAGE 61] 


remodeling, furnishing and fixtures, yet 
the store looks crisp and clean and 
modern. This also includes display ma- 
terials. Window backgrounds are kept 
fresh with frequent paintings. Flow- 
ers in Spring and Summer, and leaves 
in Winter and Fall are used to provide 
color. A few metal display stands are 
used for shoes; the rest are made from 
scrap lumber. 
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Mr. Payne has endeavored through- 
out to give his store the trim modern 
appearance of a store in a big city or 
small town, without overdoing it. As 
he points out, volume and turnover in a 
smaller town does not merit the same 
overhead and outlay as in a city store, 
but keeping the store looking fresh and 
clean means a lot. “Displays have to be 
changed frequently and shouldn’t be al- 
lowed to gather dust or the shoes to look 
shopworn or outmoded. We change our 
windows and interior displays every two 
weeks and sometimes oftener. We also 
make extensive use of dealer helps, in- 
cluding counter cards, posters and back- 


finally settled down in Bushnell. He 
opened several of the Nisely stores in 
California as well as in Peoria, Ill. He 
*also worked for several local chains and 
independent stores in larger cities in 
the Midwest. 


' Store Changes Ownership 


Axron, 0.—Ownership of the Health 
Spot Shoe Store, 42 E. Market Street, 
Akron, was recently acquired by 
Maurice S. Gardner and Russell Mostel- 
ler, who were formerly associated in 
the Gardner Shoe Store, Cuyahoga 
Falls, O. The two have severed all 
congection with the Cuyahoga Falls 
store, which was sold. 





Store Celebrates Anniversary 

LAFAYETTE, La.—In connection with 
their thirty-third anniversary, Hey- 
mann’s, held an anniversary shoe sale 
recently. 
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An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER 


August 15, 1949 











The importance of Lastex yarn as an essen- 
tial part of the new shoes grows greater 
every day. More and more manufacturers 
are using Lastex to impart stretch to leather 
...are showing a greater variety of styles 
made with Lastex. Make sure your store, 
your shoe fitters, your customers cash in on 


all the benefits of Lastex in shoes this Fall. 


Any shoe is 
a better shoe 


elasticized with 





... the miracle yarn that makes things fit 


COMPANY 1230 Avenue of the Americas, New York 20, N.Y. 
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Showing “‘pumps” and a complete line 
WEEK OF AUGUST 15, HOTEL McALPIN 


SLING 


with platform 


$5.75 


less $% 


BABY DOLL 
$5.25 


less 5% 


ALL IN HIGH OR MEDIUM HEELS 
BLACK SUEDE for all shoes 


one pair or a hundred 






DORSAY 
$5.25 


less 5% 


Callie” 


never an extra charge... 







BROWN SUEDE for Sling, Baby Doll and high heel Opera 
BROWN CALF for D'Orsay and medium hee! Opera 


(also other colors — write for our illustrated folder) 


~ JAY SHOE MFG. CO., 120 Petter St., Cambridge, Mass. 








New Juvenile Store Opened 
In Atlanta Suburb 


ATLANTA, GA.—Leo F. LeRoy and Ed 
Johnson recently opened a new, juvenile 
shoe store featuring Poll Parrot shoes. 
Located in a suburban shopping area 
north of Atlanta, the newly-acquired 
store has been completely redecorated 
and remodeled. It has a full glass 
front from ceiling to within four inches 
of the sidewalk. The interior color 
scheme is a combination of gray, green 
and yellow. 


One of the big attractions for the 
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children is a live parrot. Mr. LeRoy 
states that the parrot was played up in 
newspaper ads and attracted wide at- 
tention. 

Manager of the store is Mrs. Lucille 


.M. Nicholls who has been in the chil- 


dren’s and orthopedic shoe business in 
Atlanta for 30 years. 

Ample parking space in the vicinity 
of the store has made it a popular place 
for shopping. Mr. LeRoy says, “The 
parking problem in downtown Atlanta, 
and the fact that the brand we sell has 
been well advertised in this locality 
have made this store a natural from 
the start.” 


Shows New Men’s 
Shoes for Summer 


Boston—A presentation of men’s 
new Summer weight shoes for wear in 
town with Summer weight clothes was 
made recently by Ruth H. Kerr, style 
director for the Calf Leather Division 
of the Tanners’ Council, at a luncheon 
given at the Parker House before a 
group of 32 representatives from lead- 
ing men’s shoe factories. They included 
style men, leather buyers and execu- 
tives. One of a series of such presen- 
tations in the leading manufacturing 
centers of men’s shoes, this was the 
first luncheon meeting and was ar- 
ranged to make it possible for the 
large number of men’s shoe manufac- 
turers in this district to see the presen- 
tation simultaneously. 

Included in the showing were some 
of the new fabrics for Summer clothes 
and new lasts designed especially for 
Summer type shoes. The object of the 
presentation was to dramatize new 
Summer weight shoes for town wear 
with Summer weight clothes and to 
give to the old Summer sport shoe its 
proper place as a shoe for country wear 
with country sports clothes. The new 
shoes, Miss Kerr pointed out, go along 
with new developments in the weaves 
and blends in men’s Summer apparel, 
including tropical worsteds, blends of 
wool and rayon, of rayon and cotton, 
and the combining of light cotton or 
rayon jackets with tropical worsted 
or Palm Beach trousers. 

These new Summer weight shoes in 
calfskin, she explained to the meeting, 
are not feather weight. They have 
fairly rugged looking 10%-iron soles 
but they have extremely light effects 
in the upper leather and the two and 
three-eyelet and stepin patterns. The 
shoes are largely in one color family, 
cool looking browns and tans, but often 
combine brown suede with a slightly 
lighter tone of smooth calfskin. 

Two-tone calfskins are in the tone- 
on-tone combination instead of the for- 
mer sharp contrast of tan with brown. 
Perforations, when used, are extremely 
conservative. New sandalized openings 
in some of the patterns and a revolu- 
tionary open back in a laced blucher 
are among the novelties. A closed front 
sandal for town wear and a red alli- 
gator calf tassel shoe for resort wear 
are other extreme novelties. 





Made Buyer-Manager 


MINNEAPOLIS, MINN.—Warren Eng- 
berg, until recently assistant shoe buyer 
for the Emporium, St. Paul department 
store, is now shoe buyer and department 
manager for the specialty store oper- 
ated at Edina, a Minneapolis suburb, 
by Marvin Oreck and Associates. 
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SELL 700 PAIRS 
WWSTEAD OF OE! 

























ROMEOS BY 
WELL-BUILT SHOE CO. 


MILFORD, MASS. 











You can sell two pairs of shoes instead of one, when you show both 
father and son this popular Romeo, with its built-in SHUGOR fit and 
comfort. It is trim. It is neat. It is the ultimate in foot comfort. It is 
ideal for outdoor-indoor wear. 


This type of shoe is going BIG. THOMAS TAYLOR & SONS, inc. 


e 
Are you getting your share? HUDSON, MASSACHUSETTS 





— SHUCOR | 


eiectotced Ed ® 
sce #2 nee 
Siete 4} Ss 


TAYLORED -TO-FIT 
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IN STOCK! roe smmepiate pEtivery! 


NATIONALLY ADVERTISED IN Vogue, Ladies’ Home Journal, 
Good Housekeeping, and Cosmopolitan. 







688—Black kid. 
Sharon last, 
14/8 heel, AAA 
toD to 10. 1590. 








Barrie 


123—Black kid, 
patent trim. 

Co-ed last, 14/8 heel, 
AAAA to EE toll. 1590. 










Britton 


1013 —Black calf. 
Campus last, 14/8 
leather heel, AAAA 
to C to 11. 1590. 


1014—Same in brown. 1590. 










1040—Black calf. 
Trotter last, 16/8 heel. 
AAAA toC to 10. 1590. 


1041—Same in brown calf. 1590. 


Foot Health Council Plans 
To Classify Stores 


BANGor, Me.—Every child in school 
in the United States will annually re- 
ceive instructions in the care of their 
feet and the selection of their footwear. 
This is the objective of the National 
Foot Health Council, according to Dr. 
Joseph Lelyveld, its founder and chair- 
man, who spoke recently before a meet- 
ing of the State of Maine Shoe Retail- 
ers Association. 

“During the years when the mind is 
receptive to education,” he said, “it is 
the time to tell children how to take 
care of their feet and what to wear for 
shoes. Eighty-five per cent of all adult 
foot troubles can be prevented in early 
Kife, before the feet have completed 
their growth and development at the 
age of 20. 

“The correct type of school shoe is 
the lace oxford with a flexible leather 
inner and outer sole, with cloth linings 
over the toes, and either a plain toe or 
tip. 

“Children’s feet should be re-checked 
in the schools every month for a veri- 
fication of shoe and hosiery size, 
through a simple chart which has been 
prepared for Child Foot Health Month, 
observed annually in September.” 

The National Foot Health Council, 
Dr. Lelyveld told the meeting, will soon 
put into effect a plan for the classifica- 
tion of shoe stores, to be used in the 
issuance of a directory as a guide to 
parents who want their children’s feet 
fitted correctly in the most approved 
types of footwear. Through the same 
plan, the Foot Health Council, he said, 
will extend invitations to shoe stores to 
cooperate in a nationwide program for 
better foot care in childhood to improve 
the physical fitness of future genera- 








—} tions. 
"Makers of oA K 


Women's Fine Footwear eee, 
Ai ippe yilerfh 


exclusively F O O T R c S T 


since 1872” 
SHOES 


All shoes shown are 
available for imme- 
diate delivery. 
Write for complete 


Health Program Enlarged 
By Edison Bros. 





New York Showroom: 
MARBRIDGE BUILDING 


THE KRIPPENDORF-DITTMANN CO. 














om CINCINNATI 2, OHIO 





Bramson to Open Fourth 
Unit in Youngstown 


YOUNGSTOWN, O.—Arnold Bramson, 
president of Bramson Shoe Company, 
Detroit, will soon open his fourth shoe 
department in Livingston’s, 225 W. Fed- 
eral Street, Youngstown. Scheduled 
for formal opening September 1, the de- 
partment will be completed and ready 
for operation August 20. 

It is located in the newly enlarged 
addition to Livingston’s, Youngstown’s 
largest ready-to-wear specialty store. 
Interiors are handled in varying pastel 
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tones, with neutral carpet and chairs 
upholstered in jade green and heather. 

Jules Mosow, general manager of 
Bramson Shoe Company, will transfer 
from his Columbus office to make his 
headquarters in the new department. 
Other Bramson units are located at 
Walter’s, Inc., Detroit; Maxine’s, Pitts- 
burgh; Madison’s, Columbus. 





Opens Cancellation Store 


NIAGARA FALis, N. Y.— Arnold’s 
Shoes has been opened at 812 Cleveland 
Avenue, featuring factory cancellations. 


in-stock folder. | 


St. Lours—Edison Bros. Stores, Inc., 
has announced a revised health and 
medical program to include, for the 
first time in the company’s history, de- 
pendents of the firm’s 5000 employees. 

The plan became effective August 1 
and provides surgical, medical and hos- 
pital costs for all employees and their 
dependents. Special maternity benefits 
also are included and life insurance 
policies ranging from $1,000 to $7,500 
for employees only. 





E-J to Make Women’s Shoes 
For U. S. Army 


NEw YorK—The New York Quarter- 
master Purchasing Office here has 
awarded to the Endicott-Johnson Cor- 
poration a contract to make 9996 pairs 
of women’s low quarter shoes at $3.905 
per pair. 
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OF BOSTON 


from the top: ANKLE-MOC- $8.95, LITTLE DIPPERt, on the half shell- $8.95, 
TIPPECANOEt- $8.95, CLASSIC- $7.95, PARALLEL BARS— $8.95 
prices slightly higher Denver West 
*Genuine moccasins with handsewn vamps and backs 
t Original Design, U. S. Pat. Off. 





AS ADVERTISED IN NATIONAL MAGAZINES 





GRINNELL SADDLES 
ARE POPULAR 


SELLERS FOR 
CAMPUS WEAR 


Black and Red saddles. 
5 widths— 


Leather quorter lining 


Brown, 
White napped soles. 
sizes to 10. 
le. 8 heel. 


and inso 8/ 





to retail 


at $5.95 


ee * 
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Goodyear 
Welt Process 


STILL TIME TO ORDER FOR FALL SALES 


@ Dealers who feature the popular priced Grinnell Sport Welts are 
doing a profitable business with the “back to school” customers. These 
classic styles are again a basic part of each girl’s shoe wardrobe. There 
is still time to stock these fast selling styles, or size your present line, 


if you order promptly. 


Grinnell’s fast, stock-order service lets you operate with a small, hard- 
working inventory that may be sized at frequent intervals. This minimum 
stock, plus the year ’round market for Grinnell’s line, is welcome protec- 
tion against profit wasting clearance sales. 


Write today for catalogue and samples 


(Srtnnel SHOE COMPANY 


GRINNELL, 


IOWA 


MANUFACTURERS OF WOMEN'S AND GIRLS’ SPORT WELTS 











““Two-for-One”’ Clearance 
Sale Revived 


CHEYENNE, Wyo.—The Bootery, 1609 
Capitol Avenue, reported good traffic at 
its revived annual Summer “two-for- 
one” sale which, the management said, 
was originated by the store before 
World War II. A customer buying one 
pair of the firm’s nationally advertised 
lines at regular price was given a sec- 
ond pair for $1. 

An effective selling angle of the sale 
was the suggestion that if the customer 
didn’t need two pair of shoes, she could 
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bring a friend or member of her family, 
and each could get a pair of shoes and 
divide the cost. All sales were cash and 
final, with no exchanges or refunds. 





Penney to Add New Store 


SCOTTSBLUFF, NEB.—Modern shoe de- 
partments for men, women and children 
will be included in a $170,000 depart- 
ment store building to be erected at 
1616 Broadway, here, replacing one 
destroyed by fire late last year. W. E. 
and Owen Frank, local business men, 
will build the new structure which is 
to be occupied by the J. C. Penney Co. 


Shoeless Friends Attend 


Shoe Store Opening 


La Junta, CoLo.—As a mark of re- 
spect to a long-time merchant and busi- 
ness associate, Reuben Inge, twenty La 
Junta businessmen, shoeless and even 
sockless, attended the recent reopening 
of the Inge shoe store at 122-124 Santa 
Fe Avenue. The opening marked the 
restoration of the store after a fire de- 
stroyed its location on Palm Sunday in 
1948. 

Inge’s is probably the oldest business 
name in La Junta, and according to 
records, it is the oldest business name 
on the books of the Brown Shoe Com- 
pany. R. C. Inge, father of Reuben, 
arrived in La Junta on March 1, 1895, 
after a long ride on the Santa Fe train 
from Syracuse, Kansas. He had come 
to be on hand to watch the erection of 
a store that was being built for him. 

Reminiscing about that first day, Mr. 
Inge said that he had hardly the pro- 
verbial shoestring with which to open 
his proposed new dry goods store, just 
the desire and a good town. Some years 
later, the elder Mr. Inge bought the La 
Junta Dry Goods Company.. In 1917, 
his son Reuben began to work for him 
and continued until 1937 when the store 
was closed. Two years later, Reuben 
Inge opened his own shoe store. 





Retail Volume in Casuals 
Unusually Large 


CHEYENNE, Wyo. — An_ unusually 
large volume in women’s casuals has 
been experienced this Summer at the 
Cheyenne Shoe Store, according to the 
management. Recent best sellers have 
included a “shoe boot” in authentic 
Western style to wear with Western 
togs, and a flattie with moc toe. The 
popular Western style was in tan elk 


‘and featured cowboy boot toe and sole, 


with intricately stitched design and in- 
lays. 

The best selling flattie was purchased 
in large volume for wear with slacks, 
shorts and pedal pushers, the manage- 
ment noted. The most wanted style 
was deeply cut out around the shank 
and had a buckle trim over a moccasin 
front. Best colors were green and 
desert tan. 





Opens Own Store 


IrHAcA, N. Y.—Lou Cogan, who for 
the past eight years has operated a 
leased shoe department at Holley’s, a 
women’s apparel shop here, has an- 
nounced the opening of a new men’s and 
women’s sample shoe store. The busi- 
ness will be known as Lou Cogan 
Sample Shoes. 

At Holley’s, Cogan was manager and 
buyer of the shoe, millinery and corset 
departments. Prior to his association 
there, he was shoe buyer and merchan- 
dise manager of several departments at 
Rothschild Bros. department store. 
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Miller Trees mean business — 
extra business! When you’ve made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He’ll appreciate your pointing 
out the way to extend the life and 
looks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 
grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 


August 15, 1949 








TRADE BUILDERS 


Getting deliveries of TRADE 
BUILDER fill-in orders is only a 
matter of a few hours. . . one of 
the forty TRADE BUILDER dis- 
tributor stocks is right at your 
own back door. Use this service 
every day ... it will be a profitable 
habit! 


i 





Style TOM 

For the man who wants 
the most in foot com- 
fort. A shoe with won- 
derful fitting qualities. 
Black Kid upper leather, 
Cap Toe Blucher Shoe. 
Combination Leather 
Counter pocket and 
Back Stay, Oak Bend 
Outsole. STEEL ARCH 
SUPPORT. 

Widths Sizes Widths Sizes 
ee | a 
C....._5-12 EEE_..5-12 


YOUR COST $6.50; Denver West slightly higher. 
Sizes 13, 14 and 15 available at small extra charge. 


More than 40 TRADE BUILDER wholesale 
distributors are giving SAME DAY and OVER- 
NIGHT delivery to TRADE BUILDER retailers 
in every nook and corner of the country. 


This TRADE BUILDER service keeps store stocks 
at highest selling efficiency without the 
burden of a big inventory. It means LOWEST 
INVENTORY INVESTMENT, FASTEST 
SIZING-UP SERVICE, INCREASED TURN- 
OVER, LOWER FREIGHT COSTS. 


You never need to miss a sale with this 
efficient Trade Builder Service. 


FOR BIGGER PROFITS TIE 
UP WITH TRADE BUILDERS! 











Foot Note on Charity 


JUNIOR'S outgrown shoes usually collect dust in some 
back closet. For one public. and business, spirited mer- 
chant, however. they collected good will and profits 
instead. 

F. Warschauer, owner and manager of Kay’s Juvenile 
Eootery in Los Angeles, brooded over the waste of 
children’s footwear in this country, while so many of 
Europe’s youngsters went unshod. Not content merely 
to brood on the subject. he launched a promotion that 
proved unequaled in his store’s history for public 
response. 

Readers of local newspapers and the store’s own mail- 
ing list learned of his unusual offer thus: 


“Wanted! 

“Children’s Worn Shoes 

1000 Pairs 

“For Charity 

“We will allow you,” the advertisement went on to 
say, “during the week of May 19 to May 26, 1949, 50¢ 
tor sizes 1-12, 75¢ for sizes 1214-3, $1 for sizes 314-8, 
on a new pair of shoes from our complete stock of fine 
children’s shoes.” 


The shoes, displayed during the week at the store, 
were later donated to the American Red Cross and local 
charities. 

No equivalent reduction in the price of merchandise, 
believes Mr. Warschauer, could have created such im- 
mediate response as this double appeal to the heart and 
the purse strings. 


Store Changes Name 


Ecmira, N. Y.—The Shoe Outlet, Main and Water 
Streets, has been renamed the Shoe Center. Owner is 


| Julius Epstein. 


Editorial Outlook 
[CONTINUED FROM PAGE 62] 


that this desire is translated into actual purchases when 


| the purchasing power is available. That being so, it 
| follows that shoe sales and consumption can, under 


favorable conditions, be even further increased by mak- 
ing shoes more desirable through more attractive styl- 


| ing, finer craftsmanship, more energetic promotion and 
| more effective presentation to the consumer at the 


point of sale. 

This is a year in which it is most important and essen- 
tial for shoe people to set a goal worth striving for and 
use every resource to attain it. It is no time to assume 
an attitude of defeatism or accept the discouraging 
philosophy that an individual shoe business can grow 
and expand only by “taking it away from the other 
fellow.” 
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MOST FOLKS WOULD 
RATHER WEAR- 
FOOTWEAR OF LEATHER 










We tan and recommend Rosebay Willow Calf... 
Black Princess Calf . . . Sport Willow Calf... 
Royal Black Calf . . . Royal Side Leather... 
Empire Kips and Sides . . . Outing Elk... 
Crushed Calf... Titan Kips ... Ooze 
Suede Calf... Amerigrain Elk Sides . . . 
Colored Willow Calf 








AMERICAN HIDE and LEATHER COMPANY, BOSTON 
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Wrinkle-Free Toe Linings 
AND NO QUESTION ABOUT IT! 











BUILD COMFORT AND SALES WITH *CELASTIC! 


For over twenty years Celastic box toes have brought positive 
toe comfort to men, women and children. The assurance that 
toe linings are permanently secure . . . in one style or one hun- 
dred ... in one shoe or one million, is the Celastic contribution 
to toe comfort. Good will and consumer satisfaction accumu- = yayigepD SHOE MACHINERY 
lated by year after year of Celastic performance prove that it’s CORPORATION 

good business to provide your customers with the best. BOSTON, MASSACHUSETTS 





*“CELASTIC” is a registered trade-mark of the Celastic Corporation 
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Letters 
to the 
Recorder 


Pat Morgan Story 
Recalls Memories 
Editor, BooT AND SHOE RECORDER: 


It was with a great deal of interest 
that I have read the articles “We Sold 
’Em by the Dozen,” by Patrick Morgan, 
in the July issue of the RECORDER. 

I personally hit the town of Fargo, 
North Dakota, for the first time in Jan- 
uary, 1918, and continued to travel that 
country up to 1937 when I came to Cal- 
ifornia, and then to Oregon in 1939. 

Am wondering if the big order that he 
sold to the Non Partisan League stores 
was to Max Wipperman who had a store 
at Hankinson, N. D., at about that time, 
and he told me that he had gone to 
Chicago to buy shoes? I also am wonder- 
ing if he stayed at Sarles, N. D., or at 
Hannah, N. D., for two nights and one 
day selling shoes. 

Would appreciate it if you would have 
Mr. Morgan write me. I may have run 
across him while I was in the state. I 
traveled for the old firm of Foot, 
Schulze and Co., of St. Paul, Minn., up 
to 1924, and then I took the Roberts, 
Johnson and Rand line of St. Louis. 

Just a word of comment about the 
articles and that is they actually de- 
scribe conditions as they were in those 
days. I presume if Mr. Morgan will 
continue he will tell about the cold Win- 
ters, the hot dry Summers, etc. Then 
when we started to use cars and got 
stuck in the mud in the Summer, and in 
the snow in the Winter. 

During the 30’s we had very cold 
Winters and hot Summers in the Da- 
kotas, and many people left there— 
including myself. 

During the 20’s the chains came along 
and many of the little general stores 
just dried up. Good roads made the 
key towns good and the small towns 
with general stores very poor. 

I will be looking forward to more 
articles by Mr. Morgan and I enjoyed 
reading this one very much. 

Yours truly, 
ARTHUR SCHOEWE 
Schoewe’s Shoes 
Portland, Ore. 


Made Shoe Buyer for Chain 


LOUISVILLE, Ky.—S. Charlie Gold, for 
the last year with the Brown Booterie, 
Inc., here, and prior to that with the 
Kaufman Straus store and with B. Low- 
enstein Co., has resigned to accept 
a position as shoe buyer for the 20 stores 
operated by the Lerman Company. 
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51 Different Styles — 
Many colors and 


materials in this 


top quality line. 


Smooth leather 
Hard leather Sole 


6/12 $2.30 


Upper — 





POPULAR 
DESIGNS 
ATTRACTIVELY 
PACKED FOR 
COUNTER 
DISPLAYS 


* 
ORDER NOW 
TERMS 2% Oct. 10th 


MAT SERVICE 


FOR CATALOG 


‘A a 


ARLINGTON, NEW JERSEY 























White one of these mosquitoes is just the 
ordinary summer nuisance, the other is the 
man-killing Anopheles . .. dreaded carrier of 
malaria. But only an expert would quickly know 
the difference! 


Matching leather soles also calls for expert 
ability to tell “which is which.” At England 
Walton, trained craftsmen instantly spot 
ever-so-slight differences in fibre structures 

. . and FIBRE-SORT soles accurately, for 
paired flexibility and longer, more even wear. 






/ Here’s extra value in shoes that means 
pleased purchasers, steady repeat sales, big- 
ger profits. Get this plus feature . . . for your 
customers and yourself . . . with England 
Walton FIBRE-SORTED SOLES. 








"74313 By? UO st O’Nbsoyy sajagdoup 241, 


LP 


ae “ Which 


is Which? 


If You Can Tell Jnstantly, 


You're an Expert! 








Three greatly magnified cross-sections of sole leather A and B 
ore similar in fibre structure; C is noticeably different. England 
Welton experts will pair A and B, and find a matching fibre- 
structure for C. 


England Watton 
FIBRE-SORTED SOLES 


Cut soles and sole leather - Pure oak bark tanned 
England Walton Division 


A. C. LAWRENCE LEATHER COMPANY 


Boston « Camden + Peabody + NewYork « St.lovis «+ Columb e=6Mil 
los Angeles ° Son Francisco ° Ashland, Ky. ° Newport, Tenn. ° Hazelwood, N. C. 


L 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Quick Delivery Buying at Baltimore Show 





Few Advance Orders Phaced—W omen’s Dress Shoes and Summer 
Casuals in Most Demand—Buyers Optimistic But Cautious 


BALTIMORE, MD.—The four-day show 
held by the Baltimore Shoe Club at the 
Lord Baltimore Hotel here from July 
24 to 27th inclusive, was participated 
in by 70 manufacturers, some showing 
from two to three lines, and about 
500 buyers. Had it not been for 
the intense heat, more buyers would 
have attended. One thing noted with 
interest was the turnout en masse, 
of Baltimore department store shoe 
buyers. 

However, in spite of the interest dis- 
played, “buyers all over the country 
are optimistic but cautious. Their buy- 
ing was done cautiously and they were 
not speculating,” according to P. Irvin 
Volk, chairman of the committee in 
charge of the show. 

Exhibitors came from Pennsylvania, 
New York. New Jersey, Ohio, Massa- 
chusetts, Maine, New Hampshire and 
Baltimore. Visiting buyers registered 
from Florida to Wisconsin. Many ex- 


hibitors were surprised with the re- 
sponse, saying that it was “better than 
anticipated.” 

Most of the buying was done for im- 
mediate delivery with a few exceptions, 
these for August 30 delivery. 

In women’s shoes, casuals and dress 
shoes went over big, ranging from strap 
sandals, hand-sewn moccasins, high 
and low-heel wedgies to fancy strap 
platforms and sling pumps in smooth 
leathers and suedes. Tricky ankle straps 
(wrap-arounds) and one-inch platforms 
were played up. Gold, silver and satin 
evening slippers were also in demand. 

In men’s shoes the demand was most- 
ly for the heavy type shoe, with the 
black and white saddle still good for 
young men and boys. No differences in 
price from a year ago were noted. 

The last evening ended with a show 
and an all-star cast with Ken Barry as 
master of ceremonies, continuous music 
by Lou Becker and a rhumba band. 





Back-to-College Promotion 
Includes Wide Style Variety 


CuHIcaco—A wide shoe wardrobe is 
included in suggestions for college wear 
in an outstanding new booklet just put 
out by Carson, Pirie, Scott & Co. for its 
annual back-to-college promotion. It 
tells the story of three girls, Cathy Gar- 
son, Pat Pirie and Sue Scott, who went 
to college and what they wore. 

For regular campus wear, the old 
familiar saddles are included along with 
hand-sewn elk loafers in red or brown, 
crepe sole loafers in red, brown and 
green, and casuals in Robin Hood style. 
Dress shoe suggestions offered include a 
pump with a cut-out pattern and low 
heel, referred to as the new “college” 
heel, black suede flats with diagonal 
perforated straps and a pair of opera 
pumps. 

Extra shoe items shown are mukluks, 
shearling-lined boudoir slippers and 
velveteen boots in black, brown or green. 

All of these shoe items are illustrated 
in the book and also were modeled in 2 
special style show in the store tea room. 
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Clinic to be Feature of 
WCSTA Show 


Los ANGELES—A change in plans for 
the coming West Coast Shoe Travelers 
shoe show to be held in Los Angeles, 
Nov. 13 to 16, has been announced by 
Chairman Gil Winneguth. Instead of 
a dinner dance, a shoe industry clinic 
will be held following the Wednesday 
luncheon on the last day of the show. 
Invited guests are W. W. Stephenson, 
executive vice-president, and Harold 
Quimby, secretary of the National Shoe 
Manufacturers Association; Harold 
Volk, president; L. E. Langston, execu- 
tive vice-president, and M. M. Murphy, 
director of the National Shoe Retailers 
Association; and James J. Lyons, pres- 
ident of the Borough of Bronx, New 
York City. 

In addition to the foregoing, a number 
of factory sales managers have been 
asked to sit on the clinic’s panel. 


New Shoe Store Opened 


CAMDEN, ARK.— Willard Pope and 
Odell Wagnon have opened-.a new shoe 
store in the building formerly occupied 
by the Style Shop. 





Stability Predicted in 
Hide and Skin Markets 


NEW YorK—Predicting a period of 
stability in the hide and leather markets 
during the last six months of this year, 
John H. Patterson, economist of the 
National Shoe Manufacturers Associa- 
tion, told the directors of that organi- 
zation at a meeting held here Aug. 2, 
that “decreases in hide and skin prices 
that have taken place this year have 
their origin in anxiety and concern over 
business in general rather than any 
development in the shoe industry 
itself.” 

“Barring unforeseen contingencies,” 
he said, “the next six months should 
parallel the corresponding period of last 
year. During that time we had the long- 
est period of relative stability that we 
have had in hide and skin markets since 
decontrol. 

“Basically, this stemmed from the 
close balance between supplies and re- 
quirements, and the same situation ap- 
pears to prevail today. Production (of 
shoes) last year was 462,000,000 pairs, 
and according to the census figures 
from January through May and the 
Tanners’ Council estimate for June, 
production during the first six months 
of this year totaled 231,000,000 pairs. 

“While this provides scant basis for 
optimism about any possible ‘improve- 
ment’ in the shoe business, it means we 
are just about where we should be. Con- 
sumption requirements based on the ex- 
perience of the five prewar years are 
463,000,000 pairs.” 

Discussing production trends, Mr. 
Patterson pointed out that women’s play 
shoe production was up 3 million pairs 
during the first six months compared 
with last year, while women’s dress shoe 
production was down an equivalent 
amount. Men’s shoe production was 
down 3 million pairs. In the case of 
men’s shoes, this shortage will probably 
have to be made up, and the men’s shoe 
business will be better during the last 
half than it otherwise would, by 3 mil- 
lion pairs. In the case of women’s shoes, 
however, the increase in play shoes and 
decrease in dress shoes are due to a 
shift in the type of shoes that women 
want. Manufacturers should be on the 
look-out for evidence of things of this 
sort at all times.” 

Mr. Patterson pointed out that calf 
may become somewhat scarcer during 
the remainder of the year, in the face 
of a smaller kill. This, he said, applies 
also to kip. 
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Big Attendance Expected at Style Meeting 





ALBERT WACHENHEIM, JR. 


NEw YorRK—L. E. Langston, execu- 
tive vice-president of the National Shoe 
Retailers Association, reports that a 
previous announcement, extending an 
invitation to all members of the shoe 
industry to attend the NSRA Style 
Conference on Sept. 8, has met with 
enthusiastic approval—and he expects 
a large attendance. 

The conference will be held at 
10 A.M., Sept. 8, in the ballroom of 
the Ritz-Carlton Hotel and will precede 
the meeting of the Women’s Shoe Style 
Committee. The women’s committee, 
with a membership drawn from the re- 
tail, manufacturing and tanning 
branches of the shoe industry, is rep- 
resentative of the best-informed minds 
in the world of fashion footwear. The 
findings of the committee will be dis- 
tributed soon after the meeting on 
Sept. 8 to all members of the National 
Shoe Retailers Association and the Na- 
tional Shoe Manufacturers Association 
in the form of a “‘Women’s Shoe Style 
Forecast.” This forecast is an au- 
thentic guide that will help in formu- 
lating production and buying plans for 
Spring and Summer 1950. 

Albert Wachenheim, Jr., of New Or- 
leans, vice-president of the association 
and chairman of the Women’s Shoe 
Style Committee, attaches special sig- 
nificance to the coming meeting. He 
feels that in the light of current busi- 
ness trends and consumer buying re- 
actions, “fashion and value” must team 
tp in 1950 to insure successful mer- 
chandising of fashion footwear. 

Since the styling and merchandising 
of shoes is so greatly influenced by car- 
rent trends in apparel, reports from 
acknowledged leaders in the field of 
fashion will be presented to the com- 
mittee and to those members of the in- 
dustry who wish to attend the confer- 
ence. 

Herbert Sondheim, well-known manu- 
facturer of women’s clothes, will again 
take part in the conference. Mr. Sond- 
heim has worked with the Women’s 
Shoe Style Committee for several sea- 
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SALLY VICTOR 


sons, giving them the benefit of his 
advanced thinking regarding the trend 
in silhouette. His views are especially 
valued by the committee, because he 
speaks in a frank, practical manner 
and as one business man to another. 

Sally Victor, internationally known 
designer and manufacturer of women’s 
millinery, will address the conference. 
Miss Victor is no stranger to the 
women’s committee. She has met with 
them several times. They like her, not 
only because they learn about hats, but 
because she heaps upon them a “gold 
mine” of practical merchandising sug- 
gestions. 

Ruth Rusling, NSRA coordinator and 
noted fashion authority, will make a 
presentation of the fabrics and colors 
that will predominate in the Spring of 
1950—and the leathers that will go with 
them. “On-screen” sketches will illus- 
trate the type of silhouette appropriate 
for the different fabrics. 

As previously announced, retailers, 
manufacturers and tanners are cordi- 
ally invited to attend the Style Con- 
ference which will be held in the ball- 
room of the Ritz-Carlton, 10 A.M., 
Sept. 8. 


Opens New Store 


Peoria, ItL.—The opening of the 
Hester Shoe Store at 318 South Adams 
Street, owned and operated by Ted Hes- 
ter, was held recently. A locally owned 
and operated enterprise, the store car- 
ries shoes at budget prices for women 
and children. 

Mr. Hester, who has been a Peoria 
resident for the last 12 years, was 
traveling supervisor of the John Irving 
Shoe Corporation of Boston for the last 
10 years. 

In addition to carrying a complete 
line of women’s and children’s foot- 
wear, the store also features an ex- 
clusive line of hosiery, handbags and 
accessories. 





Dates to Remember 


Spring Showing, Allied Shoe Products 
and Style Exhibit, Hotel Belmont 
Plaza, New York. Sept. 6. 7. 8. 

Opening of American Leathers for 
Spring, Tanners’ Council of America, 
Waldorf - Astoria Hotel, New York. 

Sept. 7, 8, 

Shoe Show, Michigan Shoe Travelers’ 

Club, Hotel Statler, Detroit, Mich. 
Sept. 11, 12, 13, 

Shoe Show, Shoe Travelers Association of 

Chicago, Hotel Morrison, Chicago. 
Sept. 13, 14, 15, 

Shoe Manufacturers’ Spring Opening, 
Management Eugene A. Richardson 
Associates, Hotel New Yorker, New 
York. Week of Oct. 16, 

39th Annual Convention, National Shoe 
Travelers Association, Morrison Hotel, 
Chicago. Oct. 27, 28, 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 2, 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

Nov. 5, 6, 7, 8, 9, 

Spring Shoe Show, Southeastern Shoe 
Travelers’ Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8,9, 

Shoe Show and Shoe Clinic, Northwest 
Shoe Travelers, Inc., St. Paul Hotel, 
St. Paul, Minn. Nov. 5, 6, 7, 8, 

Shoe Fashion Show of America, Manu- 
facturers Board of Trade of New York, 
Hotel McAlpin, New York. 

Week of Nov. 6, 

Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Mich- 
igan Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 

Spring Shoe Show, Central States Shoe 
Travelers, Hotels Muehlebach and 
Phillips, Kansas City, Mo. 


1949 


1949 
1949 


1949 


1949 


1949 
1949 


1949 


1949 
1949 
1949 


Nov. 6, 7, 8, 1949 
Spring Shoe Convention, Mid-Continent 
Shoe Travelers Association, Biltmore 
Hotel, Oklahoma City, Okla. 
Nov. 6, 7, 8, 
Spring Shoe Show, Middle Atlantic Shoe 
Travelers’ Association and Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadelphia. 
Nov. 12, 13, 14, 15, 16, 
Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 
Nov. 13, 14, 15, 16, 
Shoe Show, West Coast Shoe Travelers’ 
Associates, Haas Bldg., Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. Nov. 13, 14, 15, 16, 
Shoe Show, Tri-State Shoe Travelers’ 
Association, Hotel Statler, Buffalo, 
N. Y. Nov. 13, 14, 
Spring Shoe Show, Midwestern National 
Shoe Travelers Association, Hotel Pax- 
ton, Omaha, Neb. , 
Nov. 19, 20, 21, 22, 
Annual Columbus Shoe Show, Ohio Shoe 
Travelers Club, Deshler Wallick Hotel, 
Columbus, O. Nov. 20, 21, 22, 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. Nov. 27, 28, 29, 
Popular Price Shoe Show of America, 
Hotels New Yorker and McAlpin, New 
York. Nov. 27, 28, 29, 30, Dec. |, 
Shoe Show, Empire State Footwear Asso- 
ciation, Onondaga Hotel, Syracuse, 
N. Y. Nov. 27, 28, 29, 
Grand Rapids Shoe Show, Michigan 
Shoe Travelers’ Club. Pantlind and 
Morton Hotels, Grand Rapids, Mich. 
Nov. 30, Dec. 1, 2, 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 
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Bruskin Now Vice-President 


Of J. & J. Slater 


New YorK—Oscar Bruskin, manager 
of the East Orange shop of J. & J. 
Slater, has been named vice-president, 





OSCAR BRUSKIN 


according to Larry Horan, president oz 
the shoe concern. Mr. Bruskin will con- 
tinue in his present post, assuming the 
additional duties of his new position. 


Shoe Fashion Show of America 
To Be Held in November 


NEw YorRK—The Shoe Manufacturers 
Board of Trade of New York announces 
a show to be held here from November 
6 to November 10 by women’s fashion 
shoe manufacturers, to be called the 
“Shoe Fashion Show of America.” All 
exhibitors will display their lines at the 
Hotel McAlpin and already many ap- 
plications for space have been received, 
according to Charles Fox, chairman of 
the show committee. 


Forms will be sent upon request to 
him at the Shoe Manufacturers Board 
of Trade offices, 11 West 42 Street, New 
York, and rooms will be assigned in the 
order that these requests are received. 
It is expected that over 200 fashion 
manufacturers will be represented at 
the show. 

No other shoe manufacturers will be 
allowed space by the hotel during the 
week of November 6. 

Manufacturers of fashion handbags 
will also be invited to exhibit their lines 
at the McAlpin at this time. 





Michigan Annual Shoe Fair 
Plans Completed 


Detroit—Plans for the Michigan An- 
nual Shoe Fair, Nov. 6-8, have been 
completed by the coordinating commit- 
tees, representing the two sponsoring 
associations, the Michigan Shoe Travel- 
ers Club and the Michigan Shoe Retail- 
ers. All events will be centered at the 
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department 


TAP-TIE 


All-over genuine black patent or smooth white 
leather. (Made on our own special theatrical 
lasts.) Plain or over-toe taps included, unat- 
tached. 

#2111 (bik.), — (wht.) 


4-1 Peer ee recesses eseseeee $2.30 

$2212 (blk.), ft (wht.) 
Oe SS ree $2.50 

#2313 (bik.), agus (wht.) 
%-9 M Sr rene. ee $2.70 

$2313 (bik.}, #2323 (wht.) 
Pe ak Sar Sr $2.95 
Add 15e per pair for plain or over-toe taps 

attached. 


For youths, boys and men. Over-all genuine 
black patent leather. Light weight construc- 
tion. Extremely flexible and durable. 


#4111 814-1314 D Width Only ..... $2.95 
$4211 1-6 D Width Only ..... $3.75 
#4311 614-11% D Width Only ..... $4.25 


Over-Toe Tape included unattached. 


BALLET SLIPPER 


Fully lined. Authentic model for professional 
and student dancers. Gore over instep. Half 
sizes from 8 Small thru 9 Large, B, C and 
D Widths. 

#301 (bik.), ge (wht.), 


Pleated toe, short sole ........ $1.90 
#401 (bik. ), $402 (wht.), full sole .... $1.90 
Pink satin with suede leather tip. Finest 


materials, genuine hand-turned construction. 


Half sizes: 9 Small thru 8'/, Large. B, C 
and D Widths. 
Style #500 $4.00 


All prices NET F.0.B. Boston 


America's Foremost Specialists 
in Dance Footwear 


BERNED 
207 Essex Street 





Hotel Statler, which has been the scene 
of the annual fair for several years. 
“Kickoff” event will be the annual 
business meeting and election of officers 
by the Michigan Shoe Travelers on Sat- 
urday night, Nov. 5. On Sunday morn- 
ing, all shoemen will again be guests of 
The Detroit News at a breakfast, at 
which there will be a guest speaker. On 
Sunday afternoon, the board of direc- 
tors of the retailers association will 
hold a formal] meeting to transact their 
annual business. On Tuesday, Nov. 8, 
an informal banquet will be held in the 
grand ballroom, with an outstanding 


by BERNED, 
VEXTRA SALES! NEW CUSTOMERS! 
@ Let Berned be your in-stock 
@ Complete footwear and acces- 
sories inventory at all times 
@ immediate deliveries 
TEACHER APPROVED 


SHOE 


Manufacturers — Distributors 


@ No service charge on small 
orders 

®@ Priced right for quick turnever 
and increased profits 





“sy 





TAP-TIE 





OXFORD 














A complete line of majorette boots, acro- 
batic sandals, leotards and accessories. 


COMPANY 


Boston, Massachusetts 
*T. M. Reg. 





program of variety entertainment and 
dancing. 

The committee for the retailers in- 
cludes Howard Preston, president; 
Clyde K. Taylor, chairman; C. Guy 
Dixon, M. F. Stonebreaker, Sam Plotler, 
Morton Hack, R. J. Schmidt, James 
Houk, Homer D. Shepard, E. T. Nun- 
neley and Ralph Terbile. 

Committee for the travelers includes 
E. W. Jensen, president; Frank J. Del- 
boy, chairman; George H. Lawson, 
S. S. Weiss, Curtis W. Johns, Carl E. 
Verberg, Sam Kane, Al Apple, I. C. 
Warshawsky and Dave Brown. 
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X-RAY SHOE FITTER! 


—has a record of nearly 30 years 
standing as a “good-will builder’’ for 
shoe merchants. As a Fitting Aid 
and Selling Tool it has helped thou- 
sands of merchants toward success 
by building customer-confidence 
and loyalty. Many people who first 
learned about X-Ray Fitting as 
youngsters, insist upon X-Ray Fit- 
ting for their own children today. 

A Simplex X-Ray Shoe Fitter in 
your shop tells your customers that 
you are interested in their foot 
health and comfort and that you 
spare no effort 
or expense to 
give them good 
fitting shoes. 
The familiar 
‘““Sim plex 
X-Ray,’’ which 
they have 
known foryears, 
can help you 
build increas- 
ing good will 
for many years 
to come. Write 
for literature. 

: X-RAY SHOE FITTER, INC. 
3533 N. Palmer St., Milwaukee 1, Wis. 

















Whenever You Use 
White Leathers 





COBBLERIGNT 
COBBLE -White 


-..if's Snow White 
in Smooth and Elk 
N. BREZNER & CO., INC. 
BOSTON 11, MASS. TANNERY: PENACOOK,N.H. 
Eik, Smooth, Alligator Grains ... Sides ; 





ond Kips ... in staple shades, and in 
hich colors. 
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| Million-Pair Market for 
Work Shoes in Nebraska 


LINCOLN, NEB. — Nebraska farm 
families purchased 1,284,901 pairs of 
work shoes during the past 12 months, 








not counting dress shoes and footwear | 
for children under six years of age, ac- | 


cording te a survey made by the re- 


search department of the Nebraska 


Farmer magazine. Total figure is de- 
rived by projecting the percentage fig- 
ure obtained from 500 questionnaires 
sent to 10 farm families in each of 50 
counties, on the total number of 111,756 
farm families in Nebraska as shown by 
the 1945 census. 

Average number of work shoes pur- 
chased for the husband of the family 
was 1.70, the survey showed. By pro- 
jecting the percentage figure of the 
proportionate sample upon the total 
number of farm families, this gives 
189,985 pairs for the year. 

Average farm wife bought 1.77 pairs, 
or a state total of 197,808 pairs; sons 
of the average farm family got 2.83 
pairs, or 319,269 pairs total; 3.17 pairs 
were bought for girls in the average 
farm family, or 354,267 pairs; and 
other members of the farm family, 
such as grandparents, uncles, aunts, 
etc., had an average of two pairs per 
family, or 223,512 pairs total. 


Sells Small Sizes Only 


CHIcaco — Steen R. Sundy has re- 
cently opened a shop selling sizes 4 B 
and 4% B shoes exclusively in suite 
1720 in the Stevens Building. Mr. 
Sundy previously worked in the Budget 
Shoe Department of Marshall Field & 
Co. for 33 years until his recent retire- 
ment. He had specialized in fitting of 
small sizes in that position. His new 
shop is known as Sundy Sample Shop. 








Mey CO WRN 


MEDICALLY CORRECT 
INFANTS’ and CHILDREN’S SHOES 


Write today for illustrated catalog and 


Prices on our complete line of Happy 
Go Lucky Infants’ and Children’s Shoes. 
A wide selection of medically correct, 
beautifully styled shoes to please 
your most particular 
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Retailers Offered Ads to Help 
Sell Economic System 
NEw YorRK—The Advertising Coun- 


cil, Inc., a public service, non-profit | 


organization responsible for much of 
the advertising of the American eco- 







a ee 
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Shoe advertisement offered by Adver- 
tising Council. Though full page in size 
it could be adapted, at least in part, to 
smaller size ads or could be used coop- 
eratively by groups of stores in the same 
town or city. 


nomic system currently appearing in 
national publications, is now prepared 
to offer a similar service to retail 


stores throughout the country. Adver- | 


tisements offered were prepared “for 
retailers by retailers,” in this case by 
a task force working under the Coun- 
cil’s Retail Advertising Committee and 
consisting of Samuel J. Cohen, Lit 
Bros., Philadelphia; Lois Ingalls, Thal- 
himer Bros., Inc., Richmond, Va.; and 
E. G. Circuit, Zion’s Co-Operative Mer- 
cantile Institution, Salt Lake City. 


Retailers are urged to cooperate by 


selling their merchandise while they | 


sell “The American Way” by using the 
special, ready-made newspaper adver- 
tisements or by incorporating the Amer- 








ican economic system campaign theme | 


into their regular product copy. 

Merchants who are interested in join- 
ing this campaign are requested to ad- 
dress inquiries to The Advertising 
Ceuncil, Inc., 25 West 45th Street, New 
York 19, N. Y. 





Named Manager of New 
Volk Bros. Store 


DALLAS, TEx.— The Volk Brothers 
Company recently announced the ap- 
pointment of Basil D. Abney, 25-year 
veteran employe, as manager of the 
company’s new suburban branch store 
at the Live Oak-Skillman shopping 
village. 

Other key personnel for the new 
branch are Raymond Humphries, assist- 
ant manager; Raymond Garfield, ap- 
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HOFHEIMER’S 
PORTSMOUTH, VA. 











In the attractive new 
Hofheimer’s, 
mouth, Va., one of the 
most distinguished 
stores in America, an 
exclusive clientele is 
fitted with fine footwear. Chairmasters style +3206 in 
pastels of flamingo and gray was selected to harmonize 
with the rich, modern decor of this shop. Chairmasters 
features 30 styles all designed for beauty and constructed 
for durability. Each chair is available in 36 shades. 


Ports- 





#3206 


Have you seen the “Kiddy- 


Fitter”, Chairmasters’ innova- 
tion in children’s department 
furniture. 


Inf. 


4451 THIRD AVENUE +» NEW YORK 57 


WRITE OR WIRE FOR CATALOG AND PRICES OF OVER 30 STYLES OF CHAIRS 








parel manager; Fletcher L. Weaver, 
men’s furnishings buyer; and Mrs. 
Marguerite Lewis, children’s apparel 
manager. T. V. Guthrie was named 
women’s shoe buyer for all stores. 





Fall Style Opening Held 
At Delman Store 


New YorK—Fall shoes shown recent- 
ly at the Delman Shoe Salon here em- 
phasized the dressmaker look in the 
handling of leathers and fabrics and 
fine detailing. Special attention was 
given to suit shoes in the styling of 


the line. Saddle stitching, interlacings, 
pipings and inserts of contrasting leath- 
ers were characteristic of these shoes. 
Buttons and bows, large and small, 
were frequently used. Color was also 
important, blue ginger, cypress green, 
wine, Titian red, navy and a whole 
range of browns. Alligator and snake- 
skin were used in the same colors. 
Evening and dressy afternoon shoes 
included jewel-colored satin sandals and 
pumps, brocades, gold and silver kid, 
velvet, leather trimmed with faille or 
grosgrain. Many of the evening shoes 
were heavily jeweled. Slightly open 
toes and sling backs were featured. 
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FOR JOBS 


AND 


From coast to coast, 

Weil is known for an 
outstanding stock of na- 
tionally-known branded 
quality shoes. Over 1000 
styles to choose from at far 
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Dates of Next St. a Show Advanced 





Fourth Fall Shoe Showing to Open April 23; Two Hundred Additional 
Rooms to Be Provided for Exhibitors—Five Committees Appointed 


St. Lours—Arthur H. Gale, secre- 
tary-manager of the St. Louis Shoe 
Manufacturers Association, has an- 
nounced that the association’s Fourth 
Fall Showing next Spring has been 
advanced to April 23 through April 26 
to take advantage of a Sunday opening. 

The Jefferson Hotel, he said, has been 
added to the hotels serving the event. 
This will provide 200 additional exhibi- 
tion rooms. The Statler, Lennox and 
DeSoto hotels also will be used. 

The following comprise the commit- 
tees in charge of the showing: 


Convention Committee — Raymond 
Kohn, Wolff-Tober Shoe Mfg. Company, 
chairman; L. J. O’Neill, Sr., L. J. 


O’Neill Shoe Company; Ross S. Bachle, 
Endicott-Johnson Corporation; Frank 
Freund, Roberts, Johnson and Rand 
Shoe Company; Jack A. Jacobs, Sam- 
uels Shoe Company; J. W. Howe, John- 
son, Stephens and Shinkle Shoe Com- 
pany; Roy S. Harston, Life Stride Di- 
vision, Brown Shoe Company; James 
S. Legg, Moulton-Bartley, Inc. 
Publicity Committee — Paul Atkins, 
Winthrop Shoe Company, chairman; 
Harry Bennigson, Hamilton Shoe Com- 
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pany; Eugene R. Rison, Tober-Saifer 
Shoe Mfg. Company; J. G. Jones, Jr., 





RAYMOND KOHN 


Rice-O’Neill Shoe Company; Ray Hun- 
nius, Johnson, Stephens and Shinkle 
Shoe Company; Paul Johansen, Valley 
Shoe Corporation; Robert G. Stolz, 
Brown Shoe Company. 

Program Cemmittee—Ross S. Bachle, 
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Endicott-Johnson Corporation, chair- 
man; L. J. O’Neill, Jr., L. J. O’Neill 
Shoe Company; Elmer Cohen, Weber 
Shoe Company; Eugene R. Rison, 
Tober-Saifer Shoe Mfg. Company; 
Chester Williams, International Shoe 


Company; A. A. Frand, Friedman- 
Shelby Shoe Company. 

Housing Committee—J. \\ Howe, 
Johnson, Stephens and Shinkle hoe 


Company, chairman; J. W. Conne., 
Peters Shoe Company; T. F. Schroth, 
Westport Division, Brown Shoe Com- 
pany; Philip Miller, Town and Coun- 
try Shoes, Inc.; William Wolff, Wolff- 
Tober Shoe Mfg. Company; Paul Rob- 
erts, Rice-O’Neill Shoe Company. 
Entertainment Committee—J. G. 
Samuels, Jr., Samuels Shoe Company, 
chairman; A. V. Wheeler, Pennant 
Shoe Company; Mrs. Ruth Klump, Val- 
ley Shoe Corporation; Joseph Gold- 
stein, Monogram Footwear, Inc.; Mrs. 
Elizabeth States, Johnson, Stephens 
and Shinkle Shoe Company; L. J. 
Schaefer, Naturalizer Division, Brown 
Shoe Company; H. F. Oyaas, Fried- 
man-Shelby Shoe Company. 





Shoe Man Leases Department 


OMAHA, NEBR.—Don Backman, one of 
Omaha’s veteran shoe men, has leased 
the men’s shoe department in Harvey 
Brothers’ newly remodeled store. For- 
merly he was a Midland Shoe Company 
manager. 
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Hi, Gramp 


A GRAND PA 
SALE 


In recognition of Orin Kenneth Olds 
-- the second -- who arrived yesterday. 


Grand Pa is Giving 


$ 1 00 
OFF 
On any pair of Men’s, Women’s or 
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OLDS SHOE STORE 


105 Main St. Next to Mohican 











Cortiand, N. Y.—Elation does queer 
things to a man. When O. K. Olds, owner 
of Olds Shoe Store here, was notified 
that he had become a grandfather, he 
promptly celebrated by offering shoes at 
one dollar off to anyone who came into 
his store and congratulated him by say- 
pl “Hi, Gramp." Lots of people did just 





NESLA Urges New Method of 
Buying Military Shoes 
Boston—At a conference held here 
recently, Charles N. Sawyer, Secretary 
of Commerce, making a survey of the 


New England economic scene, heard 
from the shoe industry. 


In a statement prepared by the New 
England Shoe and Leather Association 
and presented to Mr. Sawyer by the 
association vice-president, J. Franklin 
McElwain, it was pointed out that New 
England now produces 32 per cent of 
the United States total, as against 35 
per cent in 1946; that “New England 
employment of shoe workers in Mav 
was estimated at 78,280, compared to a 
peak for 1949 of 86,960 in March”; that 
“higher average labor costs have proven 
a real competitive disadvantage to local 
shoe manufacturers in bidding for ci- 
vilian—and especially government — 
shoe business.” 

Three recommendations were made: 


“First, the administration should take 
only those steps which would increase 
shoe consumption on the part of con- 
sumers. Conversely, no action should be 
taken to further create uncertainties 
and hesitation on the part of business- 
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men, or to increase production and retail 
costs. 

“Second, our association favors a na- 
tional 65-cent minimum wage rate for 
all workers. Such action would bring 
depressed wage rates nearer to levels 
prevailing in New England. 

“Finally, a new government program 
should be devised in the award of mili- 
tary contracts. In the case of shoes, we 
recommended a plan which would limit 
any award to a shoe concern to not more 
than 50 per cent of the total contract, 
with special consideration given to the 
awarding of the balance of these con- 
tracts to shoe companies based on their 


size and location of plants, as an im- 
portant means of reducing unemploy- 
ment.” 





Will Move to Larger Store 


OAK PaRK, ILL.— The Walk-Over 
Shoe Salon in this Chicago suburb will 
move from its present location to a 
larger store in the newly completed 
building at 1028 Lake Street, September 
lst. There will be a men’s department 
located in the rear of the store and the 
women’s shoe department will consist of 
a series of separate sections down the 
center. 








| Fall Shoe Buying Good 
At Buffalo Show 


BuFFALo, N. Y.—The Tri-State Shoe 
Travelers held another well attended 
show at the Hotel Statler recently. Deal- | 
ers purchased more freely than they 
have in some time and expressed them- | 
selves as quite optimistic about the out- 
look for Fall business. 

As usual, there were definite styles | 
and trends to be noted in the merchan- | 
dise shown, especially among items of | 
women’s footwear. Casuals led all 
types in demand, with black and brown | 
suedes the favorites, followed closely by 
green and wine shades. Instep straps 
and sling pumps with medium and high 
wedge were also in strong demand and 
it is predicted that these will be very | 
popular locally for early Fall wear. | 
Women’s novelty styles showed the same 
colors in suedes, with ankle straps and 
sling backs in both spike and cuban 
| heels. 

Men’s styles also showed many suedes. 
| These were in brown and blue, in all | 
suede and in calf trim, in both plain 
toe and wing tip styles. The latter 
seems to be a general favorite for in- 
formal wear. The heavy brogue types | 
are still popular among younger men. | 

The next show will be Nov. 13 and 14, 
with the organization’s annual dinner 
held on the evening of Nov. 12, at which 
time the election of officers also will take 
place. 
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This deal fell through because the cost 
of the necessary alterations would have 
been so great as to make rentals higher 
than the doctors felt they could afford. 
But this gave Mr. Glass an idea and he 
converted the entire first floor of his 
own residence into a shoe store which 
is, as it always had been, the Glass 
Bootery. 

The large porch, 9 feet wide and ex- 
tending around the house a distance of 
about 60 feet, was glassed in and be- 
came a display window which couldn’t 
be overlooked. Inside, using the entire 
first floor, he created a salesroom 28 
feet wide and 50 feet deep, leaving room 
for two large stockrooms, each 24 feet 
by 30. The color scheme of the store 
proper is grey and plum with chrome- 
finished chairs, plum-colored carpet and 
drapes to match. 

“Being so near town,” Mr. Glass re- 
ports, “my trade comes here just as 
they did when we were on the main 
street.” 


Loses Location; Remodels Home Into Store 





New Store Planned 
Rocky Mount, N. C.—G. C. Worsley 


In this residence, the Glass Bootery carries on successfully after remodeling. The 
former front porch now is a display window. 


MATTOON, ILL.—Henry Glass is not a another store offered double the rental 





man to be balked by trifles like being 
forced to vacate the location at 1624 
Broadway at which he had operated a 
shoe store here for 16 years. Refused a 
long-term lease by the estate which 
owns the building, he had carried on 
year after year, expanding his business 
and creating satisfied customers until 
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he had been paying. 

It was while on the horns of this 
dilemma that Mr. Glass was approached 
by several doctors who urged him to re- 
model the first floor of a residence he 
owns at 1517 Wabash Avenue, two 
short blocks from the business district. 
The doctors wanted suites of offices. 


Shoe Store, Inc., of Rocky Mount, has 
been granted a charter by the Secretary 
of State to operate a shoe store. Au- 
thorized capital stock is $100,000, with 
$2,000 stock subscribed by G. C. Wors- 
ley, A. F. Brake and Sarah Brake, all 
of Rocky Mount. 
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Theater Part of 
New Volk Store 


DALLAS, TEx.—A theater in which 
motion pictures selected for children 
will be shown every Saturday, and in 
the foyer of which soft drinks may be 





HAROLD F. VOLK 


had, is one of the many unusual fea- 
tures incorporated in the new suburban 
store of Volk Bros. Company, opened 
August 1 in the Live Oak district, at the 
intersection of the street of the same 
name with two other streets, Skillman 
and La Vista. 

The triangle thus created permits a 
many-entranced one-story building with 
parking space on all three sides and 
with such features as a fish pond which 
is partly inside and partly outside the 
store and a glassed-in bird cage air- 
conditioned for the special benefit of the 
parakeets and love birds installed there. 
Other interior features include a pro- 
fusion of growing plants and a fish 
pond. 

Reported to be the largest one-story 
specialty store in the country, the store 
exterior is of stone and has windows 
so placed at the apices of the triangle 
as to be readily seen by all who ap- 
proach the store, whether driving or 
walking. 

The women’s shoe department, sunk 
slightly below the general floor level, 
is finished in a combination of plaster 
and oak, the former in a rose tint. That 
portion of the department devoted to 
the sale of casuals is done in pecky 
cypress combined with recessed murals 
and plant boxes which are indirectly 
lighted. 

The foyer of the children’s motion 
picture theater, where soft drinks are 
dispensed, is decorated with humorous 
murals, and the children’s shoe depart- 
ment, which it adjoins, has wallpaper 
with juvenile designs and the seats are 
upholstered in alternate stripes of red 
and white. 

On the day of the opening, Harold 
F. Volk, president of the company, was 
host to prominent shoe men from many 
parts of the country who called to con- 
gratulate him on the combination of 
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beauty and functionalism which he has 
achieved. 

Architect Walter W. Ahlschlager de- 
signed the building and interior decora- 
tions were planned by Brochstein’s, Inc., 
of Houston, Texas. 





Chicago Store Plans 


Suburban Branch 


Cuicaco—Chas. A. Stevens & Co., 
women’s apparel specialists, will open 
its first branch store about September 1, 
it has been announced by Elmer T. 
Stevens, president. The branch will 


occupy the building heretofore cecupied 
by Hearthstone House Restaurant in 
the North Shore suburb of Hubbard 
Woods, and will be known as the 
Hearthstone Shop, Chas A. Stevens & 
Co. It will be completely air conditioned. 
Large customer parking lots have been 
leased nearby. 


New Store Opened 


LAKE WALES, FLA.—The Altnea 
Shop has been opened in the Gilman 
Building by J. Miller of Lakeland. 
Women’s and children’s shoes are car- 
ried. 
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A Trend to the Suburbs 


[CONTINUED FROM PAGE 86] 


The Miles shop is similar to many other stores. The stock 
is kept in neatly stacked shelves, with the bulk of the stock 
kept in the basement. Green and tan diagonal striped lino- 
leum harmonizes with gray and rose walls, rose carpeting, 
and rose and gray chairs. 

Bloomingdale’s women’s department is notable for its 
smoked mirror walls, and intimate appeal. The children’s 
department welcomes kiddies by spelling out children’s 
shoes with colored blocks. 

In interviews with the managers, these basic points were 
found to be common to all, in varying degrees: 

1. The suburban shopper requires more personalized at- 
tention and service than does the city shopper. 

Louis Hochman and Sol Schneider, partners operating 
under a Buster Brown franchise, have had, between them, 
45 years of experience in the shoe business. Each formerly 
managed chain shoe shops. Mr. Hochman declared, “People 
are shopping in their own neighborhoods. It presents the 
biggest opportunity for business today, but we must sell 
service more than ever.” 

This was confirmed by the other managers. They agree 
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that while the city shopper has grown accustomed to hur- 
ried purchasing, with one salesman generally selling several 
customers at one time, the suburban shopper is dissatisfied 
with such treatment, and enjoys more leisurely shopping. 

Murray King, manager of Bloomingdale’s women’s shoe 
department, also has found that suburban customers expect 
more service than in the city. Although department store 
shoe salesmen generally wait on more than one customer 
at a time, Mr. King has found it important to alter the 
general rule on occasion. 

David Rubin and Charles Teitelbaum, formerly with 
Saks Fifth Avenue, now partners in the Fresh Meadows 
Bootery, realize that their customers appreciate personal. 
ized attention. They have discovered that the suburban 
customer is anxious to be saved the trip to the city, but 
more than that she wants to avoid typical city sales in- 
difference. 

2. Stock needs vary in a suburban community, both in 
size and kind of merchandise carried. There is a continuing 
and increasing demand for sports and casual shoes. This is 
true even in children’s shoes. 

What are the individual managers doing to attract atten- 
tion to their stores and merchandise? All advertise in the 
local papers, with Miles and Bloomingdale’s also repre- 
sented in main store advertising in the city papers. 

Before generalizations can be made about suburban buy- 
ing, it would be necessary to survey many more such devel- 
opments, but it is important to remember: 

1. Study your community. If it is a high-rent area, it is 
possible that families will try to economize on lower-priced 
merchandise. 

2. People like service everywhere, but it is doubly impor- 
tant in the suburbs. 
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About Shoe People 





Chester Clark has been named mana- 
ger for the Hardy Shoe Store, 1034 S. 
Calhoun Street, Fort Wayne, Indiana, 
succeeding Malcolm Ownby, named 
manager of the company’s Louisville, 
Ky., store. Mr. Clark has been as- 
sistant manager at Fort Wayne for the 
last nine months. Robert W. Smith re- 
places him as assistant manager. 

* ad ~*~ 

W. W. Oldoerp has been appointed 
manager of the Nisley Shoe Store, 613 
Liberty Avenue, Pittsburgh, Pa. Mr. 
Oldoerp has served as manager of the 
East Liberty Nisley store for six years. 
He has been with the Nisley chain 20 
years in Texas and California and in 
Pittsburgh for 13 years. 


* * * 


Dick Michel, for 15 years a retail 
salesman and shoe repairman in Santa 
Monica, California, has just opened his 
own attractive Health Spot Shoe Store 
at 1533 Third Street in the same city. 


* * * 


The Family Shoe Store of Clarks- 
ville, Ark., formerly owned and oper- 
ated by D. L. McCutcheon of Russell- 
ville, Ark., has been purchased by Taft 
Mathis. 


* x * 


Jack Leonardo of the Delmar Boot- 
ery, Delmar, N. Y., has been appointed 
to the promotional committee of the 
newly formed Delmar Businessmen’s 


Association. 
* * * 


Fred N. Wells, president of Wells & 
Frost, Inc., Lincoln’s largest and oldest 
family shoe store in Lincoln, Neb., has 
completed a term as director of the 
Governmental Research Institute, Inc., 
of Lincoln. He has been succeeded by 
Woodrow Magee, who merchandises 
men’s and women’s shoes at Magee’s, 


Lincoln. 
= * * 


Ely Price has recently taken on the 
line of M. J. Saks Shoe Corporation in 
the Chicago territory. 


* * * 


Leonard Dudick, formerly manager 
of stores for the Wise Shoe Company 
in Trenton and Newark, N. J., is the 
new manager of the downtown Detroit 
store for the same company. He suc- 
ceeds Joseph Barnett, who has gone to 
California. 

= * * 

Paul Clawson, formerly associated 
with Steckler’s, of Kerrville, Texas, 
has been appointed shoe department 
manager for the Kerrville store of the 
J. C. Penney Company. 

* ~ cn 

Maurice Bernstein, buyer of women’s 
shoes at Hutzler Brothers, Baltimore, 
Md., was married recently to Miss 
Margaret Dugan. 
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Samuel W. Silvergold, buyer of 
women’s, children’s, main, second and 
third floor shoes at Sibley, Lindsay & 
Curr Co., Rochester, N. Y., has resigned 
to be buyer of better shoes at J. N. 
Adam & Co. in Buffalo. His post in 
Sibley’s has been taken over tempo- 
rarily by Lyle E. Weaver. 

x * ad 


Jack Olsten is now representing the 
Coronet Shoe Co. of Haverhill, Mass., 
with their line of high style shoes. Mr. 
Olsten covers the high spots from Chi- 
cago West. 


Emil Goldman is now representing 
the Star Shoe Co. of Boston with their 
line of high style women’s shoes in the 
popular price field. Mr. Goldman will 
cover California and Nevada and have 
his headquarters in the Haas Building, 
Los Angeles. 


* * * 


C. W. Moore has been elected to the 
board of directors of the Retail Division 
of the Elmira Association of Commerce, 
Elmira, N. Y. He will represent shoe 
stores in the group. 
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Where iheceil Friendliness Pays Off 











Effective window trimming, plus an adequate stock of quality shoes and friendly 
service, have kept the Quality Shoe Store, Augusta, Me., in business since 1923. 


AvuGusTa, Mre—The almost casual 
and unhurried friendliness with which 
customers are treated, plus a carefully 
selected stock of quality shoes, have 
contributed to the success of Arthur C. 
Labbe’s Quality Shoe Store, which has 
now been in business for 25 years un- 
der the same management at 234 Water 


Street, this city. 
Store personnel has been trained to 
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seem much more interested in helping 
the customer to select the proper shoe 
than in merely selling a pair and then 
passing hastily to the next. 

Operating a family shoe store in 
every sense of the word, Mr. Labbe has 
been in position during the last 25 years 
of his career to provide the same cus- 
tomer with baby shoes and then, as 
childhood, teen-age and adulthood were 


reached, to continue to sell the proper 
shoe to the same individual. 

Mr. Labbe started selling shoes in 
1908 in the Holmes Shoe Store, Water- 
ville, Me., where he was born in 1893. 
In 1914 he left to work in the Gaynor 





ARTHUR C. LABBE 


Shoe Store, Berlin, N. H., returning to 
another Waterville store, the Gallert 
Shoe Store, two years later. He and a 
partner, Mr. Hillson, opened the Quality 
Shoe Store in 1923. 








Buy Savings Bonds 








Boot and Shoe Recorder 








Trade Literature 


— 


Useful Booklet Published 
By Kid Tanners 


“Kid Stuff” is the title of an inter- 
esting booklet recently published by 
the Kidskin Tanners’ Guild of 419 
Fourth Avenue, New York City. 

Dedicated, of course, to the promo- 
tion of kid leather, nevertheless there is 
much general shoe and leather infor- 
mation to be found in its seventeen 
pages. 

Subjects treated include the history 
of kid leather tanning, the life of the 
goat, finishes used on kid leathers, 
definitions of various types of leathers, 
definitions of various types and parts 
of shoes and methods of manufacture, 
names applied to different types of 
shoes both old and new, phrases for use 
in advertising kid leather and shoes 
made of kid, and a diagrammatic 
sketch of a shoe identifying its various 
parts. 


NESLA Issues Report on 
Job Evaluation Plans 


A “Job Evaluation Report for Wo- 
men’s Cement Process Shoe Plants” has 
been prepared by the Research Bureau 
of the New England Shoe and Leather 
Association and released to its members. 


“This valuable report contains de- 
tailed information not available from 
any other source, and is another of the 
many valuable management services 
being provided members of our associa- 
tion,” according to Maxwell Field, ex- 
ecutive vice-president of the association. 

“Following an explanation of what 
job evaluation really is and how to in- 
stall such a plan, this report contains 
detailed descriptions and analyses of 
major jobs in each of the seven depart- 
ments in a cement process shoe plant. 
The method for determining the value 
factors, degrees and points on each job, 
as well as the method of rating jobs are 
all described in detail, with illustrations 
of actual jobs to simplify this explana- 
tion. A similar report was issued last 
year on job evaluation plans for men’s 
Goodyear welt shoe plants.” 





Foot Trouble and Its 
Relation to Absenteeism 


Foot trouble of female employees as 
a cause of absenteeism and reduced 
working capacity has long been a prob- 
lem of management. A booklet just 
published explains in terms so simple 
any one can understand the causes of 
foot trouble and what to do to regain 
“happy feet.” 


The booklet, entitled “How to Walk 
and Work on Happy Feet” is published 
by W. B. Coon Co., corrective shoe man- 
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inest for half a century, 
Mrs. Day’s never sacrifice quality 


and workmanship in their shoes. 


average foot. Also comes in the 


Style 541. Sizes 3-8. 


% 
# 


MRS. DAY'S 








No. 441—White Elk Moccasin Toe, “@ 
flexible hard sole Walking Shoe for the % 


narrow width, Style 741, and wide width, = 











J 





ufacturers, Rochester, New York. Em- 
ployers may obtain copies of the booklet 
gratis, for free distribution among 
their women employees. 





Everyone Invited to 
Father’s Day Meeting 


New York—The Father’s Day Coun- 
cil announced recently that a chairmen’s 
conclave luncheon will be held Septem- 
ber 14th at the Statler Hotel, New York, 
to open the 1950 campaign of the coun- 
cil. Alvin Austin, executive director, 


stated that in former years only the 
industry co-chairmen, about 50 in num- 
ber, attended these yearly conclaves. 
On this occasion, however, every firm 
interested in Father’s Day promotion is 
being asked to have members of their 
firm attend, also their associates and 
business friends, “to give impetus to 
the new Father’s Day year beginning 
on that date.” Father’s Day falls on 
June 18th in 1950. 





Buy Savings Bonds 
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Bring Dancing Dollars Into YOUR Shop With 


SELVA DANCE SHOES 














ACRO SANDALS 


HARD TOE 


STUDENT TAP 
SELVA DANCE FOOTWEAR IS THE CHOICE OF DANCE STUDIOS IN YOUR TOWN! 
Selva Dance Shoes Are Nationally Advertised. 


SOFT TOE BALLET 


“For a quarter-century we have dedicated our- 
selves exclusively to the development of finer 
dance footwear and accessories.” 


SELVA & SONS, INC. 


Pacry Pore 


Keep Your Sample Shoes 
Looking NEW 


Acclaimed by the World’s Most Foremost 
Dancers. Write For Price List. 


MANUFACTURERS 
1607 BROADWAY, N. Y. 19 























HANDY FORMS 


(Carried in Stock) 
For Efficient Store Operation 


Shoes and Carton Price Stickers—Postage stamp size: 1452 
to a book: $2.00; 2 bks $3.50; 4, $6.00. 











Custom-fitted Fairy Shoe Forms fit Buying Order Pads—Form #107, per pad............--.. $ 40 
your samples perfectly, keep them (100 sheets to pad—S0 orig.—50 dup.) 5 pads.........--- 1.7 
looking brand-new. _ Inventory Size Sheets—Form #106, per p:d......-----+--- -50 

Light weight —no excessive bulk (100 sheets to pad) 5 pads $2.00; 10 pads.............-- 3.50 
Fl se ol & eee i mae, Sales Record Slips Form “D” 100 to pad, per pad........ .25 

exible — easy to insert and remove. Refund Record Slips Form “E’’ 85 to pad, per pad........-. 25 
In every style, color and size for Customer File Cards Form “F’’ 3”x5”, 100 cards....------ = 





men’s, women’s and children’s shoes, 


IN CANADA: United Last Co. Ltd. 
P.O. Box 3000, Montreal, P.Q. 














SHOE FORM CO.INC., AUBURN, N. Y. 













| Profit Charts—accurate guide to selling prices........--.-- 


| MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET 


SAMPLES ON REQUEST 


CHICAGO 4, ILLINOIS 














Successful Outing Held by WCSTA 


Golf Tournament and Other Activities Attract 265 Members and 
Guests to Country Club—Dinner Held in Evening 


Los ANGELES— Another successful 
outing was held by the West Coast 
Shoe Travelers Associates at the Lake- 
wood Country Club, Long Beach, Calif., 
recently. Of the 265 who attended, 
about half played golf while the others 
played card games. After the dinner 
came the awarding of the prizes, fol- 
lowed by dancing. 

Considerable credit for the outing’s 
success goes to Porter T. Jones, chair- 
man of the committee, who was ably 
assisted by these retailers and WCSTA 
members: Roy York, Sam Fuqua, Hal 
Long, Joe Stetten, William Gude, R. E. 
McDonald, John Keithly, George 
Schwab, Jack Cooke, Milt Utzinger, and 
Barney Godshaw. 

Working with Mrs. Martha Weisler, 
chairman of the women’s division of the 
outing were: Ruth Hamilton, Mrs. J. R. 
Hamelin, Hortense Hockett, Mrs. Dean 
Phipps, Mrs. Harry J. Evans, Mrs. 
Harry Terhune, Mrs. Jos. Stetten, Mrs. 
Jack Newcomb, Mrs. Kay McDonald, 
Mrs. Walter Galvin, Mrs. Carl Winne- 
guth, Mrs. Jack Evans, Mrs. Jack May, 


Mrs. David Tolin, Mrs. Porter T. Jones, 
Mrs. George Schwab, Mrs. William 
Gude, Mrs. Milt Utzinger, Mrs. Max 





Phil Mashburn, vice-president Gude's. 
Inc., Los Angeles, (left) receives the 
Boot and Shoe Recorder permanent fro- 
phy from Porter T. Jones, chairman of 
WCSTA outing. 


Zuckerman, Mrs. Barney Godshaw, Mrs. 
Jack Cooke, Miss Betty Murdock, Mrs. 
Gil Winneguth, and Mrs. Roy York. 

Phil Mashburn, vice-president of 
Gude’s, won the Boot AND SHOE RE- 
CORDER permanent trophy; and Jack 
Copas, won the WCSTA permanent 
trophy. Others in the winners’ circle 
were Doug Chandler, Bob Ridenour, 
Lou Ziello, Lawrence Santos of Hono- 
lulu, George Schwab, Milt Wesson, and 
Frank Casper. These winners are all 
retailers. 

Shoe traveler winners were Lee John- 
son, who won the WCSTA permanent 
trophy for low gross; and Porter T. 
Jones, the WCSTA permanent trophy 
in the blind bogey contest. Following 
close behind the top scorers were Hal 
Long, C. R. Chittendon, Jack Olsten, 
Roy York, Jack Rogers, Al Bornstein, 
Tom Cummings, Elmer Sikorski, Ed 
Goodman, Abe Bender, Webb McCarty, 
and Gil Winneguth. 

Miss Billie Crites won the WCSTA 
permanent trophy for women golfers. 
Then came Mrs. Roy York, Mrs. Irwin 
Cheim, Mrs. Joe Stetten, Mrs. Phil 
Mashburn, Mrs. Barney Godshaw, Mrs. 
Dave Tolen, and Mrs. William Gude. 

Other contest winners were Bob 
Mac Donald, Fred Ullman, Mrs. Jack 
Newcomb, Mrs. Bud Shipman, Mrs. Bob 
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New Store Planned by 
San Francisco Company 


San Francisco—Negotiations for 
opening a $1,000,000 Frank Werner 
Company shoe store at Grant Avenue 
and Post Street in San Francisco were 
completed recently. Announcement that 
the Bay Area chain nad leased the 
first, second and basement floors of the 
former H. Liebes building from Corin- 
nes Koshland was made by Frank 
Werner, president of the shoe firm. He 
said the new store, which represents 
an investment of $1,140,000, is expected 
to open January 5, 1959. 

Remodeling and redecoration of the 
property has started under the direc- 
tion of Hertzka and Knowles, local 
store architects. The store will feature 
imported shoes for both men and 
women, as well as well-known Ameri- 
can makes, Mr. Werner said. 

The Grant-Post branch will operate 
in conjunction with present Frank 
Werner Company stores at 874 Market 
Street and 255 Geary Street. 





English Quality Manufacturers 
Plan Exhibition 


LONDON, ENGLAND—Britain’s qual- 
ity manufacturers are now planning 
their models for the next “Fashion in 
Footwear” exhibition to be held at 
Grosvenor House, Park Lane, London, 
from October 10 to 14 inclusive. 

Encouraged by previous’ success, 
manufacturers are concentrating all 
their design potentialities on creating 
new lines for the event. Already there 
are rumors that some of the exhibits 
to be shown will start new fashion 
trends in footwear. The best of the 
models will be reserved for the Foot- 
light Parades, a special high fashon 
feature of the exhibition. 

“Fashion in Footwear” will, of 
course, not only show the best in 
women’s footwear Latest styles in chil- 
dren’s and men’s footwear will also be 
exhibited. Men’s styling has seen many 
startling changes during the past year 
and Britain’s manufacturers have kept 
pace with these developments. 

The industry is now working under 
more normal conditions and models ex- 
hibited will be backed by adequate sup- 
plies. 


——_— 


1947 Footwear Shipments 
Showed Increase 


WASHINGTON, D. C.—Manufacturers 
in the footwear industry (except house 
slippers and rubber footwear) shipped 
products valued at $1,717 million dur- 
ing 1947, according to preliminary fig- 
ures released recently by the Bureau of 
the Census, Department of Commerce. 
This represents an increase of 146 per 
cent over the $699 million value of 
products reported by this industry in 
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Style 700 
$6.00 


@ Unique—Patented 

@ All Welt Construction 
@ No Innersole 

@ Amazingly Flexible 

@ Extra Fine Leather Sole 








TAKE [T... EASY 


with SEBAGO-MOCS 


Here are “Made-in-Maine” moccasins that will 
really play a tune on your cash register. They're 


Sebago-Mocs, the moccasins that every 
man will Ike for their comfort, style, 
and wear. 
And will they sell? Mar- 
oh-man, just buy ‘em 
and try ’em. We've 
heard from a lot of 
contented customers 
in the last few 
months and they a!! 
tell us “You can’t 
beat Sebago-Mocs for 
sales.” 


Remember, too, there’s no need to worry about 
supply because— 


They're Always in Stock 
at SEBAGO-MOC 





@ Hand Sewn Vamps 


. Style 902 $4.85 


@ Neolite Sole 


SIZES 
Style 700 Style 902 
A, 8-13 A, 8-13 B, 7-13 
B, C, and D, 6-13 C and D, 6-13 





@ Steel Shank 
@ Welt Construction 


| 
| 
Size 13—75 cents extra. Service charge on | 


orders for 3 pairs or less—25 cents 








SEBAGO-MOC 
COMPANY 
WESTBROOK, MAINE 





OFFICES 


NEW YORK, 534 MARBRIDGE BLDG. 
LOS ANGELES, 505 HAAS BLDG. 














1939, when the last census of manufac- 
tures was taken. 

Value added by manufacture in the 
industry during 1947 amounted to $746 
million, an increase of 126 per cent 
over the $330 million value added in 
1939. Value added by manufacture is 
calculated by subtracting cost of mate- 
rials, supplies, containers, fuel, pur- 
chased electric energy, and contract 
work from the value of products. For 
some purposes, particularly for com- 
paring one industry or group of indus- 
tries with another, it is the most satis- 
factory Census measure of the eco- 
nomic importance of an industry. 


New Shoe Salon Opened 


CASPER, Wyo.—A new shoe salon has 
recently been opened in Casper, at 137 
South Center Street. The shoe depart- 
ment is an addition to the Stuart Shop, 
an exclusive women’s store, which has 
never handled shoes before. 

Charles F. Grimm is manager of the 
new business. He came to Casper from 
Billings, Montana, where he was man- 
ager of the shoe department in Ber- 
nard’s department store. 

The new shoe salon features leading 
brands of women’s footwear. 
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and in our own integrity. 





After 23 years of such reputation, it's easy to see WHY! 


SANDALS FOR MEN, WOMEN AND CHILDREN 


onfidence is a plant of slow growth... 


We have built up unshakeable confidence in our product 


“price without quality is a fool's dream" 


707 BROADWAY e New York 3, N. Y. 














WORLD’S MOST COMPLETE 
LINES OF DISPLAY AIDS 


@ Shoe Stands, groups and ele- 
vations in metal and plastics. 


@ Displayers, Stools and Mirrors. 


@ Hosiery Forms in plastic. 10 
sizes from fuil length to kids. 


WRITE FOR CATALOGS 


L: A. DARLING CO. 


BRONSON, MICHIGAN 









JUVE 
$3 and 








| SMARTEST PATTERNS 
| anp BEST QUALITY IN 


GOODWEAR SHOE COMPANY, INC. 


| 144 Duane Street 
Where You Get “The Most for the Least!" 
| 


NILE SHOES 
‘4 RETAILERS 


FOR THE 


THIS GRADE 


© New York 13, N. Y. 














Seated (left to right]—Frederick Bloom, executive secretary of the 210 Asseciates, 
and’ Charlie Chambers, pro at the Kernwood Country Club, checking the scores 
of players at the 210 Golf Tournament. Standing (left to right)—BSernie Shapiro, 
American Girl Shoe Co.; Morton Weiss, Cooney-Weiss Fabrics Corporation; 
Charlie Gutman, Valman Shoe Co.; Mel Starensier, S. Starensier Co.; Irving Heller, 
and Meyer Shuman of the Samuel Heller Leather Co. 


BostoN—All attendance records were 
broken at the ninth annual golf tourna- 
ment of The 210 Associates, national 
philanthropic foundation of the shoe, 
leather and allied trades, when exactly 
210 golfers teed off at the Kernwood 
Country Club, Salem, Mass., on Wednes- 
day, July 27. 

More than 250 guests sat down for 
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dinner in the evening, at which time 
prizes were awarded to the winners of 
the three divisions. The gold cup, 
awarded to the low net winner, 15 han- 
dicap or under, was won by Abe Zim- 
merman of the Allied Shoe Company, 
Boston. This perpetual trophy was 
presented by Creative Footwear. 

The Abraham Shapiro Memorial 


Trophy, donated by BooT AND SHOE 
RECORDER, for the low net winner with 
handicap of 16 to 30, was awarded to 
William Freeman, O’Donnell Shoe Co., 
Lynn, Mass. 

Special awards were: Longest drive 
on first hole, Alden Aronson, Webster 
Shoe Company, Webster, Mass.; putting 
prizes, B. Berwick of Boston, and W. 
Crosby of Boston; best second shot 
nearest the pin on the 18th hole, John 
Flanagan, Pentucket Die Co., Haverhill, 
Mass. Regular prizes of leather luggage 
were awarded the following division 
winners: 

Class A: ist Gross, Mel Ornsteen, 
Ornsteen Shoe Co., Haverhill; 2nd 
Gross, E. Smith, Star Die Co., Lynn; 
3rd Gross, Ray Brady, Wise Shoe Co., 
Exeter, N. H.; 4th Gross, M. C. Simons, 
Premier Shoe Goods, Lynn; 1st Net, 
Robert Gorevitz, N. E. Wood Heel, 
Amesbury; 2nd Net, Clyde Rycroft, 
American Hide & Lea., Boston; 3rd Net, 
N. P. Lyons, Saco Moc Shoe Corpora- 
tion, Portland, Me.; 4th Net, William 
Rose, Crescent Chemical, Peabody, 
Mass. 

Class B: 1st Gross, Wm. Freeman, 
O’Donnell Shoe Co., Lynn; 2nd Gross, 
Abe Zimmerman, Allied Shoe Co., Bos- 
ton; 3rd Gross, O. Rock, Wood & Smith 
Shoe Co., Auburn, Me.; 4th Gross, L. 
Klamberg, A. Sandler Co., Boston; 1st 


[TURN TO PAGE 123, PLEASE] 


Boot and Shoe Recorder 








THE NEW 


AROMATIC CEDAR 
TRAVEL TREE 


Made of Beautiful 
AROMATIC RED CEDAR 


Suggested 


RETAIL PRICES 


Master const. as shown 


$2.95 


Regular const. 


$}.75 


able white, $3.00 


fabric, $3.60 


(Example 1220-Al). 


Style 1220—Dyeable white linen, 
$3.00 


Style 1224—Gold or silver metallic 


Also available in 6 /8 outside leather 
heel, add Al to wedgie style nos. 






Oak leather sole and heel lift. 

Style 20 —Dyeabie white linen, $2.85 

Style 21 —Satin in black or dyeable white, $2.85 
Style 22—Smooth Leather black or white, $3.00 
Style 24—Gold or silver metallic fabric, $3.00 
Style 25 —Genuine 24-karat gold kid or silver kid, 
$4.50 


Style 1221 —Satin in black or dye- 


Also with soft retan leather sole. 

Style 70 —Dyeable white linen, $1.85 

Style 71—Satin in black or dyeable white, $1.85 
Style 74—Gold or silver metallic fabric, $2.35 
Style 75 —Genuine 24-karat gold kid or silver kid, 
$3.45 


There is a service charge of 15c per pair on or- 
ders for less than 12 pairs of a style; 25¢ on 3 
pairs or less. Terms —Net 30 days. All styles Qayryrrs*rrap 
available in 5/10, N; 3/10 M. ORDER NOW! GRR 


PRIMA, Ine. 


705 Ann Street, Columbus 6, Ohio 

















One thousand shoe cartons were used in decorating eleven shoe windows in a 
recent promotion at Harzfeld's, Kansas City specialty shop. 


Kansas Crry, Mo.—Summer shoes 
furnished the theme for an outstand- 
ing and successful promotion recently 
staged by Harzfeld’s of Kansas City. 
All 11 windows in the main store were 
given over to the coordinated series of 
shoe displays planned by John R. Sims, 
Harzfeld’s display director. One thou- 
sand of the firm’s distinctively designed 
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green and white shoe boxes provided a 
unique background for the displays, 
which were scattered about on the un- 
evenly piled boxes. 

Bags and accessories appropriate to 
the shoes shown were a part of each 
window, and Summer styles in suits and 
dresses were presented on mannequins. 

According to J. J. Jaffee, shoe buyer, 


the promotion was highly successful 
both in the number of women attracted 
to the department and in the volume of 
sales resulting. Furthermore, because 
of the wide variety of styles shown in 
the windows, many customers had made 
their“ choice before they came to the 
department, and the work of the sales- 
people was thereby made easier. 





New Shoe Department Opened 


DetTroIT — Zolkower’s Department 
Store, a South End store on West 
Jefferson Avenue for many years, has 
just opened a new store of similar type 
in Allen Park West Side suburb, with 
a modern shoe department. David 
Penfield, formerly with Sam’s Cut 
Rate, downtown department store, has 
been named manager. 


Specializes in Casuals 


SyRAcUSE, N. Y.—Jesse J. Hafter 
Jr., owner of Hafter’s Sample Shoes, 
formerly at 489 S. Salina Street, has 
opened a new and modern high-grade 
ladies shoe store at 426 S. Salina Street. 
The store carries casual lines, retailing 
from $8.95 to $15.95 and $5.95 to $8.95. 
John P. Travis, formerly of Buffalo, 
N. Y., is the manager. 
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Here's your TWO MONTHS to TWO YEARS line! 





and wide, white, red, 
brown and smoked elk: BROCKTON 26, MASSACHUSETTS 


Potents pending 
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Jr., recently out of the Army, is asso- 
ciated, got the shoe fever when, as a 
boy of 18, he worked for the old Waldorf 
Shoe Store at 1006 Market Street, Phil- 
adelphia. He says he washed windows 
and polished doorknobs. 

It wasn’t long before he entered the 
chain store field and managed, among 
others, Hanover and A. S. Beck stores. 
This took up the first twenty years of 
his career as a shoe man. During the 
remaining twenty-five years, he has 
been in business for himself. The store 
peronnel, in addition to Mr. Beers and 
his son, who manages the business, are 
Mrs. G. Schadler, saleslady; not to men- 
tion his wife, Mrs. La Vern Beers, who, 
he says, “is always ready as an extra 
when anything goes wrong.” 





Correction 


Denver, Colo.—At a banquet held in connection with the recent, and first, shoe In the July 15th issue of Boot — 
show of the newly-organized Mountain States Shoe Travelers Association, the SHOE RECORDER appeared an item an- 
principal speaker was Governor Knous of Colorado, second from the left. Officers, "0uncing the opening of a second store, 
left to right, are Frank Phillips, vice-president; Walter Carty, secretary-treasurer; in White Center, Wash., by Atwood 
and Robert Schuster, president. The meeting was held at the Albany Hotel, here. Shoes of 4456 California Avenue, Seat- 
tle, Wash. This, Mr. Atwood says, is 
completely incorrect since he has never 
contemplated opening a second store; 








to operating his two shoe stores here 


le Anniversary “ ‘ a 
Celebrates ante at 565 and 567 Chestnut Street, and is and Bud Weeks, named in the original 

EMMAUS, PAa.—Having celebrated his hard at work despite the fact that he item as manager of the new store, is 
45th year in the retail shoe industry, is 63. not now associated in business with 


Walter M. Beers, Sr., has settled down Mr. Beers, with whom his son, Walter, Mr. Atwood. 
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You've known the MMaUata aa THEIRS for over 45 years... 


with many new improvements 





Whistles, Comics, Tops, Marbles 
. - everything you need for low- 
priced give-aways. 


HEADQUARTERS Since 


Novelties 





t 

| way here are the details: 

| No. 100 Actual size, 12'' long, contains 6" ruler, 
pen holder and pencil as illustrated. Assorted 
colors. Available with your advertisement imprinted. 
New low prices prevail. 

| Call or write for new 1949 catelogue. 








KIWI 


(KEE-WEE) 


RK 





It’s Going 
Like a House Afire! 


1, KIWI is by far the top-quality shoe 
polish in America! 

2. The favorite of millions of serv- 
icemen who tell their friends! 

3. Eye-catching, high-frequency 
KIWI advertising in leading | 
newspapers and magazines! 

| 

4, For your customers—8 rich colors 
—plus transparent dressing! 


THE KIWI POLISH CO.PTY.LTD. | 
836-844 South Swanson St., Philadelphia, Pa. 
 seeeeenineemeneniemimmamtl 





Store Gives Prizes in 
Coloring Contest 


INDIANAPOLIS, IND.—Marott’s tied in 
a coloring contest for the kiddies of 12 
or under with the recent premiere 
showing here of the movie “The Great 
Dan Patch.” An ad announcing the con- 
test included an outline picture of the 
horse in action on the track to be colored 
and mailed to the store. Cash prizes 
for the first three winning entries were 
$12.50, $7.50 and $5. The next 10 each 
received a Loew’s Theater guest ticket 
to the show. 
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210 Associates Hold 
Golf Tournament 


[CONTINUED FROM PAGE 120] 


Net, R. Topaz, A. Sandler Co., Boston; 
2nd Net, Merton Tarlow, Tarlow Cut 


Sole Co., Brockton; 3rd Net, H. C. 
Johansen, Eagle Shoe, Everett; 4th 


Net, Sam Goldman, Lubell Shoe Co., 
Boston. 





Gordon Scott, Jr., Boot and Shoe Re- 
corder sales representative, presents 
Abraham Shapiro Memorial Trophy to 
William Freeman, O'Donnell Shoe Co. 


Class C: 1st Gross, E. Burt, McNichol 
& Taylor, Lynn, Mass; 2nd Gross, Rich- 
ard Tarlow, Berco Shoe Co., Brockton, 
Mass.; 3rd Gross, L. R. Shindler, Rogers 
Brothers, Boston; 4th Gross, S. Shain, 
Unity Shoemakers, Haverhill, Mass.; 
lst Net, H. Copeland, A. Sandler Co., 
Boston; 2nd Net, Orrin Hall, B. E. Cole 
Co., Norway, Me.; 3rd Net, Charles 
Cutman, Valman Shoe Co., Haverhill, 
Mass.; 4th Net, David Shapiro, Stedfast 
Rubber Co., Boston. 





Shoe Store Adds Television 


DetrRoIT—The Mercury Boot Shop, 
Northwestern section store, has been 
taken over as a partnership by Harold 
T. and Rebecca G. Miskin. The Mercury 
store has a large size television set in- 
stalled for the entertainment of its 
customers. 


THE Lederer INDUSTRIES, Inc. 


39 West 19th St., N. Y. II 





ORDER NOW 
For BACK-TO-SCHOOL Promotion 


SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
ee to D 
width. Full and holf 
sizes, 8 small to 9% 
large. White or Black. 


$2.15 


PATENT LEATHER 
TAP SHOES 


Genuine black patent 
leather with wood heel. 
A and C. width. Sizes, 
12 to 9. Net, in case 
lots of 36 pairs. 


$2.15 
NATURE SANDALS 


Mellow chrome split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to 9 large. 


T5¢ 








{ 





Look to Leo for Nationally 
Advertised Dance Footwear 
ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago 1, Ill. 
L 











Successful Outing Held 
By WCSTA 


[CONTINUED FROM PAGE 118] 


Mac Donald, Mrs. Lee Arens, Mrs. 
Hugh M. Bowen of St. Louis and Mrs. 
Harry R. Terhune. A special prize of 
a television set was awarded to Paul 
Siegel, while M. Rachman and Renee 
Pritzler went home with radios. 





Buy Savings Bonds 
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Our 50th Year 





C450 82-12 A-EE Shark Tip 
M450 12-3 A-EE Shark Tip 
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C462 
M462 12'/2-3 A-EE Tan Elk Anatomic Heel 
L462 4-9 AAAA-E Tan Elik Anatomic Heel 











... ready for that school rush? 


These are but a few of over 40 different numbers at your dispusal 
from ALTSCHUL’S fine assortment of “IN-STOCK” shoes. We have them! 


You'll need them! Order now! . 


. . while our stock is complete. 


JULIUS ALTJCHUL IM. 





Write for your copy 
of our illustrated 
stock folder 


IN-STOCK 


L__JULIUS ALTSCHUL, ING., 117-125 crattan street 


C480 
M480 12 







SYo-12 B-EE Tan Elk 
Yo-3 B-EE Tan Elk 


12 B-EE Tank Elk 





e Brooklyn 6, N. Y. 








Increase in Earnings 
Reported by Compo 


Boston—Compo Shoe Machinery Cor- 
poration reports net income of $188,975 
for the six months ended June 30, 1949, 
after all charges including federal taxes 
on income, amounting to 61 cents per 
share on the 309,287 outstanding shares 
of common stock. This compares with 
net income of $161,366 for the first six 
months of 1948, equal to 54 cents per 
share on the 299,954 shares outstanding 
on June 30 of that year. 

Paul H. Mason, president of the com- 
pany, states that although shoe produc- 
tion generally throughout the country 
was lower in the first half of this year 
than for the corresponding six months 
of 1948, the number of shoes produced 
on Compo equipment showed a gain of 
8 per cent for the 1949 period. He at- 
tributed this to the addition of several 
substantial accounts and the addition of 
new types of machines. 





Capital Structure Changed 


ALBANY, N. Y.—Eagle Shoe & Slip- 
per Mfg. Corporation, of New York 
City, has filed a certificate in the office 
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of the Secretary of State changing its 
authorized capital from 200 shares no 
par value stock, to 700 shares, consist- 
ing of 500 shares preferred stock $100 
par value and 200 shares common stock 
no par value. Ivan Howard Cohen is 
attorney for the corporation. 





American Hide and Leather 
Declares Dividend 


Boston—At a meeting of the board 
of directors of American Hide and 
Leather Company on July 28, 1949, a 
quarterly dividend of 75 cents per share 
for the period ending September 30, 
1949, on the outstanding shares of 6 
per cent cumulative preferred stock of 
the company was declared, payable Sep- 
tember 12, 1949, to holders of record of 
said stock August 31, 1949.” 





Shoe Corporation Reports 
Six-Month Increase 


CoLumBus, O.— Shoe Corporation of 
America and wholly-owned subsidiaries 
report retail sales for the month of 
June of $2,972,868 compared with $2,- 
976,990 for the same month a year ago, 


a decrease of 0.14 per cent. Sales for 
the six months’ period ended June 25 
totaled $15,953,056 against $15,351,417, 
an increase of 3.92 per cent. 

Retail units in operation numbered 
329 versus 319 a year ago. 





To Increase Capital Stock 


ALBANY, N. Y.— Eastern Footwear 
Corporation, Dolgeville, N. Y., has filed 
a certificate in the office of the Secre- 
tary of State increasing the amount of 
its authorized capital stock from $500,- 
000 to $785,695. The papers were filed 
by Kaye, Scholer, Fierman & Hays, at- 
torneys, of New York. 





Penney Manager Retires 


MANHATTAN, Kan.—J. T. Hanly, 
manager of the J. C. Penney Company 
store here for 20 years, retired July 1 
under the company’s retirement plan. 

Mr. Hanly, who has been with Pen- 
ney’s since 1921, will be succeeded here 
by F. L. Gerlach, former district man- 
ager for the Kansas district. Mr. 
Gerlach has lived in Manhattan since 
1938. 
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General Shoe Celebrates 25th Anniversary 





MAXEY JARMAN 


NASHVILLE, TENN. — General Shoe 
Corporation, grown from obscurity to 
among the country’s four largest shoe 
manufacturers within 25 years, on Aug- 
ust 5 celebrated its “first quarter-cen- 
tury of progress” with a program which 
was climaxed with a management ban- 
quet at the Hermitage Hotel in Nash- 
ville, headquarters of the company. 

Maxey Jarman, chairman of the cor- 
poration, presided at the banquet. 
Speaking on Progress, he outlined 25 
points of accomplishment during the 
company’s 25 years; 25 guiding ideas 
that have ruled the company; 25 objec- 
tives for the second quarter-century of 
progress, and challenged each employe 
with 25 questions about his own per- 
sonal development for a fuller, happier 
life. 

Mr. Jarman started with the Jarman 
Shoe Company in 1924, the year in 
which his father, the late James Frank- 
lin Jarman, founded it in Nashville. In 
that year its 120 employees made 240 
pairs of shoes per day. The company 
incorporated for $130,000 in 1925; the 
next year sold a million doliars’ worth 
of its products; and in 1928, four years 
after its founding, erected a two-acre 
plant with a capacity of 5,000 pairs per 
day. The product was Jarman shoes for 
men, then branded as “Friendly Fives.” 

In 1933 the Jarman Shoe Company 
had grown to include other lines beside 
Jarman Friendly Fives, as well as a 
division of its own retail stores, and it 
incorporated as General Shoe Corpora- 
tion to prepare for the long string of 
developments that have occurred since. 

J. F. Jarman became chairman of the 
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HENRY W. BOYD, JR. 


board in 1938 and his son, Maxey Jar- 
man, succeeded him as president. The 
former died a few years later, with his 
company well on the way to national 
prominence. From 1924 to 1949 its net 
sales grew to nearly £0 million dollars; 
its production to a peak of 70,000 pairs 
per day; employes from 120 to 11,000; 
net working capital to nearly 23 million 
dollars, and net worth to nearly 20 mil- 
lion dollars. 

In 1947 Maxey Jarman became chair- 
man of the corporation, as well as chief 
executive, and Henry W. Boyd, Jr., who 
had been vice-president and treasurer, 
became president. 

Mr. Jarman in his anniversary ban- 
quet talk paid high tribute to two ex- 
ecutives who played major roles in the 
start of the company. He presented a 
handsome silver tray to Executive Vice- 
President William H. Wemyss, who was 
a co-founder of the business in 1924 
and who became one of the “master 
salesmen” of the shoe industry. A tray 
also was presented to J. H. Lawson, 
chief of the company’s manufacturing 
staff, who headed manufacturing opera- 
tions for the company when it was 
started and who has specialized in that 
field since then. 

Surprise of the banquet, however, was 
an oil portrait of the late J. F. Jarman 
which the board of directors presented 
to his son, Maxey Jarman, through 
President Boyd. The portrait was 
painted by the internationally-known 
artist, Charles Sneed Williams of Lon- 
don, Chicago and Louisville, who has 
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Exhibit Space Filled for 
Leather Opening 

New YorK—The Tanners’ Council of 
America has assigned three more booth 
spaces for the Leather Show to be held 
in New York on September 7 and 8. The 
ballroom floor of the Waldorf-Astoria 
is now completely filled. 

Reservations for sleeping rooms 
should be made direct to the cooperating 
hotels. The Waldorf-Astoria reports 
that it is already well booked on the 
allotment of rooms set aside for this 
affair, but the other hotels are still ac- 
cepting reservations. In this latter 
group are the Barclay, the Biltmore, the 
Belmont-Plaza and the Commodore. 
“Members of the shoe and leather trades 
who have not made hotel reservations 
should do so without delay,” the Council 
says. 


In-Stock Operations Expanded 
By Swan Shoe Co. 


BALTIMORE.—E. W. Weakley, presi- 
dent of the Swan Shoe Company, this 
city, announces that the plant is now in 
full production after major changes 
which have largely improved both man- 
ufacturing and in-stock departments. 

Changes cited by Mr. Weakley in- 
clude moving the in-stock and shipping 
departments; and consolidation of man- 
ufacturing operations in a much larger 
area which, in addition to the foregoing, 
have been modernized, thus enabling 
the company materially to increase its 
capacity. 


Feitler With Acrobat Shoe Co. 


Los ANGELES—Seymour Feitler, well- 
known salesman on the West Coast, is 
now handling the line of the Acrobat 
Shoe Company, division of General Shoe 
Corporation, Nashville, Tenn. Since 
July 1 he has been covering Southern 
California and Arizona. Previously he 
had been with the Foot Pleasure Shoe 
Company of St. Louis, and prior to that 
was with the Peters Division of the In- 
ternational Shoe Co. Recently it was 
announced that Mr. Feitler was selling 
the Foot Pleasure line, whereas he had 
by that time changed to the Acrobat 
line. His headquarters are at 10332 
Wilshire Boulevard, this city. 
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Salesmen Travel in Station Wagons 








Bronson, Mich.—The sales department of the L. A. Darling Company, manufac- 
turers of retail display equipment, recently announced the appointment of Allen 
Reynolds (right), and Robert Carey to its staff of outside sales personnel. Mr. 
Reynolds will cover the western half of the United States east of the Rocky 
Mountains. Mr. Carey will travel the eastern half of the country. Both men are 
well grounded in the retail display business having successfully served as execu- 
tive trainees, buyers and department heads of two of the largest retail chains. 
By traveling in station wagons, they are enabled to carry a large selection of 


samples. 





W. B. Coon to Open 
Factory in South 


ROCHESTER, N. Y.—Plans for expan- 
sion of the nearly 60-year-old W. B. 
Coon Shoe Company have been an- 
nounced by Stanford N. Phelps, presi- 
dent, with decision to establish a new 
plant at Ripley, Miss. 

The Coon company has agreed to 
take a long-term lease on a new build- 
ing there and expects to have it in 
operation next February or March with 
200 to 250 workers. Manager and 
foremen will be ,transferred from 
Rochester and the plant will make a 
somewhat different type of women’s 
shoes from those manufactured here. 
Ripley has a population of about 5000 
and is about 90 miles from Memphis, 
Tenn. 

Mr. Phelps said opening of the new 
plant will not affect operations of the 
company in Rochester which now em- 
ploys 225 making women’s shoes, or its 
children’s shoe factory in Cuylerville, 
which has 50 workers. Shoes made in 
Ripley, he added, will be shipped to 
this city for wholesaling. 





Shoe Factory to Reopen 


HERKIMER, N. Y.—The Herkimer 
Footwear Company will reopen its plant 
in Harter Street soon, with production 
plans calling for the employment of uv 
to 300 persons, according to Dominick 
Calderazzo, Dolgeville, president of the 
company. 

Mr. Calderazzo said part of the 
ground floor of the three-story factory 
would be revamped and machinery in- 
stalled for the manufacture of wooden 
heels for shoes, with the remaining 
space devoted to the manufacture of 
shoes. 
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Schwartz to Sell Air Steps 
In New England 


St. Louis.—Carl Fliezner, general 
manager of the Air Step Division of 
the Brown Shoe Company, announces 
that George Carruth, who has been 
selling the Air Step line in the entire 
New England territory, is retiring fol- 
lowing a long and successful career in 
the shoe business, and is to be suc- 
ceeded by Sam Schwartz. 

Mr. Schwartz was secretary and 
treasurer of Schwartz & Benjamin, Inc., 
of New York, for twenty-five years. He 
left to assist in forming the Frosh Shoe 
Company of Lynn, Mass. in 1945. Both 
of these organizations were devoted to 
the manufacture of women’s shoes. He 
has been associated with the shoe busi- 
ness most of his life. 

Mr. Carruth joined Brown Shoe Com- 
pany in 1928, after completing twenty- 
four years of sales work with the 
former Rice and Hutchins Company of 
New York. When that company went 
out of business, he became associated 
with the Brown organization, covering 
Massachusetts for Brown’s general line 
of men’s, women’s and children’s shoes. 
When the Air Step Division was formed 
in 1941, he took over the entire New 
England territory for this line of 
women’s shoes. Mr. Carruth has been 
associated with the shoe business since 
he was sixteen years old. 





Smith with Kleven 


SPENCER, Mass.—The Kleven Shoe 
Company, here, has appointed Albert 
J. Smith to cover New England, New 
York state and New Jersey. Until he 
joined the Kleven organization, he had 
covered the New England territory for 
another company. 


Mattice Joins Staff of 
E. E. Taylor 


Boston—LeVay C. Mattice has joined 
the sales staff of the E. E. Taylor Cor- 
poration and will cover upper New 
York State, carrying both the Taylor- 
Made line and the Taylored Moccasin 
line. This territory was formerly cov- 
ered by the late Fred S. Brill. 

Mr. Mattice, known to the shoe trade 
as “Luke,” was graduated from Syra- 
cuse University of the class of 1928, 
with the degree of B.S. in Business 
Administration. He majored in Adver- 
tising and Selling and immediately be- 
came associated with the A. E. Nettle- 
ton Co. developing the college market, 
and later became New York and New 
England representative. 





LeVAY C. MATTICE 


For the last 15 months he has been 
sales manager for Howard & Foster, 
Inc., well known shoe manufacturers in 
Brockton, Mass. 

Mr. Mattice resigned Aug. 1 to join 
the Taylor organization, and, being a - 
native of New York State, plans to 
make his home somewhere in his terri- 
tory. 





New Line of Children’s Shoes 


NEw YorK—A new line of Little 
Americans, children’s shoes in Gcodyear 
welt and compo construction, to retail 
at $4.95 is being shown for Fall by 
Wearwell Shoe Company, wholesalers, 
here. A laced vamp oxford in children’s 
and misses’ sizes in elk and suede; a 
swing strap for infants, children and 
misses in suede and patent leather; and 
a front piece two-buckle pattern in elk 
combined with suede are feature shoes 
in the line. 





Takes European Trip 


BROOKLYN, N. Y.—Ralph M. Freyd- 
berg, president of Acme Backing Cor- 
poration, Brooklyn, returned recently 
after an interesting six weeks’ Euro- 
pean vacation. Sailing in late June, Mr. 
and Mrs. Freydberg motored through 
the French Alps and along the Riviera. 
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Always complete stocks of famous name 
quality footwear at lowest prices. Known 
from coast-to-coast as headquarters for 


cancellations, close-outs, jobs from | 
America's leading factories. 
WRITE TODAY! WE 


CAN FILL YOUR NEEDS! 


MOSINGER-COHN 


1235 Washington Ave. St. Louis, Mo. 
“Over A Quarter Century” Fine Footweor | 
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RHINESTONE'S NEWEST LINE 
NOW READY for Immediate Delivery | | 
@ Samples on Request @ | 
LOWEST PRICES 

“The industry's fastest selling line of shee ornaments 
i i and genuine cut steel beads.” } 


Rhinestone Creations 7*',,¥.°"%%* 


Phila., Pa. 
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Exclusive distributor of the popular ART | | 
CHROME Stee! Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for iilustrated folder 


LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, WN. Y. 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
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General Shoe Celebrates 
Anniversary 
[CONTINUED FROM PAGE 125] 


painted some of the world’s best-known 
personalities. 

In presenting the portrait, Mr. Boyd 
said, “All of us who had the privilege 
of knowing J. F. Jarman were fasci- 
nated to discover the numerous qualities 
that made Mr. Jarman the man that he 
was. We came to understand the rare 








Portrait of the late James Franklin Jar- 

man, founder of General Shoe Corpora- 

tion, present to Chairman Maxey Jarman 
at anniversary banquet. 


combination of Christian idealism and 
sound ambition that caused him to risk 
his entire business life in the exciting 
adventure of founding the Jarman Shoe 
Company. We learned quickly that he 
knew shoes, but most of all we realized 
that Mr. Jarman knew most about hu- 
man beings, and that human beings 
meant most in his life. It was interest- 
ing for all of us to watch how he 
brought Christianity to work with him 
early in the morning, and walked out 
through the plant with it, scattering it 
unsparingly among every man and wo- 
man he met. In presenting this portrait 
tonight, it is with the grateful remem- 
brance of every man and woman who 
comprise the company and with the 
love and appreciation of all of us for 
your father as well as for yourself as 
our leader.” 

General Robert E. Wood, chairman 
of the board of Sears, Roebuck & Com- 
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STETSON, NETTLETON AND 
OTHER BRANDS. 






BOXES 
Custom knit 
Shoe Mittens 
ore back again 
with Brand Names 


knit in. Let us tell 
you how you can 
have your store 


name knit into each 
mitten AT NO EXTRA COST. R FREE 
SAMPLE AND INFORMATION WRITE: 
TREINIS BROTHERS, INC. 
120 PLYMOUTH ST., BROOKLYN I, N. Y. 











49 Se coer 


MEN'S SHOES 


EF, 6 6 EO OF 





~ 


Co 


WL. Douglas Shoe Co 


New York Offices 





127 








Woe LO 


Duy oy, 





— 


CHILDREN'S SLIPPERS 


+™ 





so 


$4.25 


NET 















OPERA 


Top Grade Leather Uppers, Flexible Ook 
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Write for samples and new Fall catalog 
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SHOE CO. 
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MEN'S BROWN KID ROMEOS 
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ALVIN T. BOMAN 


BRATTLEBORO, VT.—Alvin T. Boman, 
who has been with Dunham Brothers 
Company since 1912, with the exception 
of time spent in the service during the 
first World War, has been promoted to 
manager of sales; and Donald W. Stock- 
well has been made his assistant. An- 
other appointment announced by the 
company recently is that of Philip B. 
Chapman as assistant buyer. 

Mr. Boman, who began his mercan- 
tile career in the retail store operated 
by Dunham Brothers Company, suc- 
ceeds James P. Ferriter who retired 
recently after having been with the com- 
pany for 56 years. During the last 12 


| Sales Executives Promoted by Dunham Bros. 


--- a 





PHILIP B. CHAPMAN 


years, Mr. Boman has been his as- 
sistant. 

Mr. Stockwell previously traveled in 
an Eastern Massachusetts territory for 
Dunham Brothers Company and more 
recently has worked in the sales depart- 
ment. Mr. Chapman is an experienced 
shoe traveler having covered parts of 
New England for several well known 
shoe manufacturers. 

The retirement after years of faith- 
ful service of two other members of the 
organization is also announced. Daniel 
J. Stolte, traffic manager, has retired 
at the end of 48 years; and Mary E. 
Brown, retail store cashier, at the end 
of 60 years. 





Tanner’s Story Reported 
by Business Magazine 


FonpD pu Lac, Wis.—The erection of 
a new tannery, its equipment with 
modern machinery, the change-over to 
almost straight line production, and the 
methods used in arriving at a decision 
as to how to accomplish all this without 
interfering with production during the 
process were considered of such general 
interest that the national magazine 
Business Week recently devoted five 
pages and twelve half-tone illustrations 
to the subject. 

When Clayton F. Van Pelt, a former 
circuit-court judge, took over as presi- 
dent of the company, he began looking 
for a way to modernize his tannery 
business without losing production in 
the process. A little over a year ago, he 
called in a group of veteran employees 
and put them on a planning committee. 
This committee, working with Paul D. 
Kroes, production manager, asked the 
600 employees for suggestions on how 
work and equipment could be improved. 

Soon the committee had a file full of 
ideas on which they began fo work 
nights and on weekends—on their own 
time. Two production plans were scrap- 
ped before the committee recommended 
the one which is now being carried out. 

The Rueping plant was originally a 


five-story building in which machinery 
and other equipment was scattered all 
over, resulting in expensive production. 

Today, the five-story building has dis- 
appeared and in its place is a re- 
equipped two-story structure with in- 
line techniques combined with modern 
handling equipment. Space require- 
ments have been cut from 400,000 to 
300,000 square feet. Although labor 
requirements will eventually be cut 25 
per cent, labor doesn’t resent this, be- 
cause it has had a hand in planning, and 
understands why the changes have been 
made. But Mr. Van Pelt will accom- 
plish this labor reduction by retire- 
ments and normal voluntary severance. 

In the new set-up, raw. hides and ma- 
terials for tanning come in one end of 
the plant at an enclosed train shed 
that holds six freight cars. They pro- 
ceed gradually across the first floor; 
back across the second floor; and end 
up at the train shed again as finished 
leather. 

These are some of the improvements 
realized: 

Before—The handling of hides which 
had to be soaked in lime vats was dark, 
sloppy and tough. Now—The lime- 
soaking area is cleaner and brighter. 
Workers have more space to move 
around. Lift trucks replace muscles, 
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and leather is handled in batches on 
skids. 

Before—The de-hairing process was 
performed in crowded, dirty conditions. 
Hand barrows, poor light and unguard- 
ed machinery slowed down output. Now 
—New, safe machines are being used, 
and are set to provide wide aisles that 
can accommodate speedy, 
dling electric trucks. 


Before—In washing hides, loading of | 


big, rotating drums was done by hand. 
Heavy, wet hides were tough on workrs, 
and made work slow. Now—Drums are 
top-loaded from a platform. Heavy 
skins are loaded in batches, and a 
hoist hooked onto pallets tips them to 
unload skins. 

Before—When leathers 
colored, it was done with a spray-gun 
which was slow. This method made 
ventilation a problem. Now-—Coloring 
is done automatically. Hides pass under 
a series of spray nozzles, and are dried 
by infra-red lamps. 

Mr. Van Pelt and other Rueping ex- 
ecutives say the employee planning com- 
mittee will continue to meet, and will 
report regularly on what workers in the 
plant think about the new operation; 
and, just as important, what new, 
money-saving ideas they may have. 





Dimin Joins Ben Barnett 


New York—Philip Dimin, associated 
with Frank Bros. as buyer of women’s 
shoes and accessories for the last six 
years, joined the Ben Barnett Shoe 
Enterprises of this city on July 1. 

He will assist Mr. Barnett in promot- 
ing the sales of the British West Indies 
Corporation, which is prominent in the 
sisal and raffia straw field, and the sales 
of the Miami Footwear Corporation, 
makers of wedge heel types in Miami, 


Fla. 





Prior to his association with Frank 
Bros., Mr. Dimin was connected with 
I. Miller and Sons, Inc., and Oppenheim 
Collins & Co. 





Will Make Prewelts 


Boston, Mass.—Forsythe Shoe Com- 
pany, formerly known as MacNally, 
Forsythe Company, making a line of 
Goodyear welts for children, has merged 
with Leathercraft Manufacturing Com- 
pany, which has been doing contract 
stitching for six years, and will now 
make a quality line of children’s pre- 
welt shoes, supplemented by the pres- 
ent line of handsewn moccasins. 





Mirra With Wearwell 


New YorRK—Tony Mirra, well-known 
shoe traveler, has joined the sales staff 
of the Wearwell Shoe Company, Inc., 
wholesalers, of 138 Duane Street, this 
city. Mr. Mirra, who makes his head- 
quarters in Philadelphia, will cover that 
city and vicinity as well as the states 
of Delaware and Maryland. He is now 
in his territory. 
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folks want . 


- attract 
kind of customers whe will 
what they wast. 


pay to get 

Make mere saies with 

Justine, favorites since 1879. 
Write fer Cataleg of 
styles in stock. 


H. J. Justin & Sons, Inc. 
Box 548-K, Fort Worth 1, Texes : 


66 6 A 8 EE 


SHOWER SANDALS 


(ela 





Sower 8 “sandal alg 


Reece “Perfect — necaraarnn soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-S! Columbus, Nebraska 
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buy, 
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WORK SHOES 


6 ere ee ee 


Men's Goodyear Welt Work Shoes 
Men's Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 
HOLLISTON, MASSACHUSETTS 
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SHOE CLEANERS 


6 EP 6 6 ee 6 ee 


SPEED-AX 


SUEDE BRUSH 


Retail 25c¢ 









Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. 
Assorted Colors 
In Display Carton 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 
2611 Se. Indiane Ave., Chicago 16, lil. 














Ripon Knitting Announces 
Fall Advertising Schedule 


Rion, Wis.—Through a broadside 
mailing to its 8800 dealers, Ripon Knit- 
ting Works has recently unveiled its 
#all and early Winter national adver- 
tising program. According to Stanley 
M. Herlin, vice-president, this will cli- 
max the largest yearly campaign in 
Ripon history with 11 publications 
carrying half-page ads in color during 
the months of September, October No- 
vember and December. Mr. Herlin 
stated further that sales of Ripon Loaf- 
er Sox for the first six months of 1949 
were more than double those of 1948. 
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Scholl Executive Predicts 
Good European Business 


New YorK—E. J. Hartung, vice-pres- 
dent and general manager of The Scholl 
Mfg. Co., Inc., returned to New York 
recently after an eight-week trip con- 
ferring with the overseas executives of 





” * ee 


E. J. HARTUNG 


the company in the British Isles and 
Western Europe. 

The object of his visit was to plan 
with these executives for the expanded 
merchandising program already set in 
motion in the United States, Canada, 
Mexico and South America for Dr. 
Scholl’s foot comfort remedies, appli- 
ances, arch supports and shoes. 

Mr. Hartung was greatly heartened 
by the improved conditions he found in 
the 10 countries visited. Th2 readjust- 
ments which have taken pla-e in ~rcs* 
businesses, he said, are only natural 
consequences of a war-inflated economy, 
which he believes is now in process of 
stabilization that augurs well for a sus- 
tained period of prosperity in most of 
these countries. 





Stylist Stresses Importance 
Of Reptile Leathers 


St. [ours—Mrs. Irene Sharlin, fash- 
ion corrdinator and stylist of Fleming- 
Joffe, Ltd., New York reptile tanners, 
addressed groups of shoe manufacturers 
here recently at four advance showings, 
held in the morning and afternoon of 
two days in the Jefferson Hotel. 

In discussing next Spring’s styles, 
Mrs. Sharlin said, “textured fabrics, 
especially the all important tweeds, 
point up the importance of reptile 
leathers for shoes to coordinate closely 
with costumes. Alligator, lizard and 
snakeskin shoes will be worn both to 
accent the texture interest in fashion 
fabrics and to contrast with smooth 
textures.” 

She also said that the demand for 
reptile footwear by women has reached 
a point where coming lines of shoe 
manufacturer will feature reptile leath- 
ers as a basic item, instead of simply 
as special promotions. 


New Salesman Named by 


F. C. Donovan, Inc. 


Boston—F. C. Donovan, Inc., has ap- 
pointed Irving C. Wehmeyer as its sales 
representative in the Chicago-Milwau- 
kee area. 

Mr. Wehmeyer will sell the Donovan 
line of leathers as well as the Plastic 
division products and will make his 
headquarters at 744 N. Fourth Street. 





Laboratory to Test Materials 


New York—The Tanners’ Council 
of America announces that the direc- 
tors of the Foundation of the Tanners’ 
Council Research Laboratory have 
made possible the addition of another 
project to the work being done at the 
Cincinnati Laboratory. 

A grant of $7,500 has been authorized 
by the Foundation to establish and op- 
erate a program for the analysis and 
testing of various alternative mate- 
rials. It is hoped to inaugurate the 
program in September and to devote 
personne] exclusively to systematic ap- 
praisal of these materials in compari- 
son with leather. “The program,” the 
Council says, “is intended to provide 
more accurate and exact knowledge of 
other materials in order to help de- 
termine the merits of various claims.” 





New Carton Adopted by 
Shoe Manufacturer 


Pitot Grove, Mo.—The Wolf-Yaeger 
Shoe Company, manufacturers of in- 
fants’ shoes, has adopted a new shoe 
box which carries a chart on the box 
lid showing the average shoe size re- 
quired for babies’ feet, and indicates 
the average size shoe for babies up to 
the age of 12 months. 

The company believes this informa- 
tion will help speed sales when shoes 
are bought as gift items. Credit for 
this suggestion goes to Jack Brust, who 
represents the Wolf-Yaeger Shoe Com- 
pany in the Pacific Coast territory. 





Sales Booklet in Demand 


SANTA ANA, CALIF.—E. W. Elmore 
of Burns Cuboid Company announced 
recently that a third edition of his sales 
booklet, “Wake Up, Brother,” is on the 
press. A number of large companies 
have purchased copies for their sales- 
men and dealers, Mr. Elmore said. 





New Leather Firm Organized 


PHILADELPHIA — The corporation of 
Robt. D. Smith & Company has been 
dissolved and the business is being con- 
tinued by D. L. Daniels, ‘representing 
the same leather lines as those previ- 
ously represented: Bennett & Goding, 
Eagle-Ottawa Leather Co.; Elfskin 
Corporation, and Slattery Bros. The 
new address is 1068 Drexel Building, 
this city. 
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Obituaries 





Paul Kirsh 


Los ANGELES — Paul Kirsh of Los 
Angeles, well-known throughout the 
country in the shoe industry, died sud- 
denly on August 2nd in Pasadena. 

Mr. Kirsh was associated for many 
years as buyer for Gude’s and was with 
J. W. Robinson for more than 6 years. 
He then became shoe merchandise man- 
ager for The May Co., and was there 
until two years ago when he opened his 
own stores in Glendale and Westwood. 
He continued this operation until re- 
cently when he joined Bullock’s-Pasa- 
dena as buyer in the women’s shoe de- 
partment. 

He is survived by his widow, Mrs. 
Marie Kirsh, and three children. 

Services were held at the Church of 
the Good Shepherd in Beverly Hills. 
Pallbearers were: Harry R. Terhune, 
Joe Stetton, Lou Rose, Joe Ferguson, 
Jim Lynn and Harry Evans. 





Glenn C. Wharton 


OmaAHA, NEB.—Glenn Carlton Whar- 
ton, 67, president and secretary of the 
Kirkendall Boot Company of Omaha, 
died recently in his sleep, and death 
was attributed to a heart attack. 

Long prominent in Omaha business 
circles, he was a former president of 
the Chamber of Commerce and served 
as a member of the board of directors of 
Western Air Lines. He also owned 
much Iowa farm land. 

Mr. Wharton was the son of the late 
W. C. Wharton, Omaha attorney, and 
was a graduate of Princeton University. 
He was first married to the late Ada 
Kirkendall, Omaha social leader and 
Ak-Sar-Ben queen, who died in 1934. 
In 1946 he married Marjorie White and 
she is his only survivor. 

Burial was at Forest Lawn cemetery 
in Omaha. 


———. 


Axel Sjoberg 


WORCESTER, MASS.—Axel Sjoberg, 83, 
proprietor of the Sjoberg Shce Store in 
Worcester for 53 years, died recently 
at the home of a daughter in South 
Dennis, Mass. 

Born in Pornporp, Sweden, he lived 
in Worcester from 1888 until three 
years ago when he retired from busi- 
ness and moved to South Dennis. 

He leaves in addition to his daughter, 
his widow and a son. 





General Celebrates 
Anniversary 
[CONTINUED FROM PAGE 127] 


pany, Chicago, spoke to the audience, 
pointing out the outstanding growth of 
shoemaking in the South, and paying 
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tribute to the qualities which have 
brought General Shoe to its present 
position in the industry. Sears has been 
customer of General for years. 

On August 4, a General Shoe luncheon 
was given for the 30 men and women 
who started with the company in 1924 
and who are still actively employed 
there. Chairman Jarman presided, and 
presented special 25-year service pins 
and framed and signed “Awards of 
Honor” to each 25-year employe. As 
appropriate mementos of the occasion, 
1924 silver dollars were at each person’s 
plate, wrapped in silver and with a card 
from Mr. Jarman. 

One feature of the 25th anniversary 
was the sending of framed certificates 
of appreciation to nearly 100 dealers 
who started selling Jarman shoes in 
1924 and who are still dealers for Gen- 
eral Shoe lines. Hundreds of letters and 
telegrams were receive 1 trom customers, 
suppliers, industry members, publica- 
tion editors and other friends literally 
from all over the world, Mr. Jarman 
said. 











. * ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


Spc 


Wien the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball”’ — 
“Heel-to-Toe”—""Width-at-Ball” direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 


Fo pee oe at special cooperative — 


if ordered thr certain shoe ma 
facturers—for this list and full details 


| write to 





Whe Lo 


Duy a, 
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CHILDREN'S SLIPPERS 


6, 6 ee, 


NOW! A Special 
COORRSTES NUE 


Child's Everette 
‘1 20 








Besutifully styled 
fine genuine 
leather. Sturdy oak soles. Red, biue, brown. 
Sizes 5-3. Regular Half Sizes. 


FAST IN-STOCK SERVICE 


} 
| Write for FREE mats and New Catalog 


GLOBE SLIPPER CO. 


1140 Broadway, New York 1, N. Y. 



















6 OF er OP ee, Or 


BOOKS 


6 FE er er er 





The latest revised edition on ot 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 

This illustrated glossary of trade 
and technical terms serves a 
pax 4 useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 

The Shoe and Leather Lexicon 


75c per copy, prepaid 
BOOT and SHOE 


RECORDER 100 East 42nd Street 
New York 17, N. Y. 


















COMPAR 


oe we always $qay and a national shoe 
retailer did just that. At their buying head- 
quarters they engaged unbiased electrical 
and mechanical engineers to check all 
three, Adrian and the other two leading 
X-Ray shoe fitting machines, for design 
features and durability—they engaged 
physicists and roentgenologists to test all 
three for safety. All reported that the 
Adrian was far superior in every way 
and recommended the Adrian as the 
machine to buy. 
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As a result of this experi- 
ment this national 
retailer is placing all 
future orders for Adrian 
equipment exclusively. 





Send for New Catalog—No Obligation. \f | 


m. B. ADRIAN & SONS 
X-RAY COMPANY 


amr 
* ze 
od + 


2507 S. HOWELL AVE , M 


LWAUKEE 7. WIS 
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Two Strong Trends in French 
Evening Shoes 


[CONTINUED FROM PAGE 51] 


light-colored evening gowns. A new idea being launched 
by nearly all the shoemakers is the use of fabrics for 
evening shoes in the same material and the same color as 
the dress. This fashion, a great success between 1930 to 
1935, is being revived. Plain satins, textured satins and 
moirés are being used exactly like leather in narrow bands 


| and strippings. The most logical and practical use of satin, 


however, is in closed pumps with slender toes and heels 
slightly over three inches. These new style trends are seen 
at present only in fabric shoes. Leather shoes vary in style 


| . . 
| with different manufacturers. 


Gresy, for example, continues to make his platform sole, 
ranging from four-fifths of an inch to an inch and one- 
fifth. Strippings leave the foot entirely free. He uses 4 
great deal of gold and silver kidskin, as well as narrow 
bands of kidskin in gold, pink, blue and silver. The heels 
of these shoes are covered with the same bands of pastel 
colors. A single strap fastens with a knot over the instep. 


The Maniatis collection consists of many colors in kid- 
skin, especially gold and a reddish brown. Very light 
sandals with soles one-fifth of an inch thick and heels nearly 
three and a half inches high characterize this line, some of 
them hand-carved. Some black shoes have been appliquéd 
with gold and silver kid. 

Gregoire is one of the cleverest users of satin. He is 
making very open sandals consisting entirely of strippings 
in grey, purple, mauve and cerise. His heels are very 
slender, slightly over three inches in height. The shoes are 
trimmed with inlays of gold or colored kid on satin of a 
different color. 

Elias, on the other hand, likes black patent leather, 
suede and, above all, kidskin in a reddish brown shade. He 
has very little gold or silver kid, however, in his new col- 
lection, using it only for binding or appliqués. Bands and 
strippings are the principal basis of his shoes. Heels, about 
three and one-half inches high, are very slim. 

Bunting -has been one of the first to launch evening 
shoes in the new trend of closed backs and toes, thin soles 


| and slender Louis XV heels. Typical of the detailing of his 


shoes are embroidery and gold kid appliqués on fabric. 


| He often combines gold and silver kidskin. 


Capobianco is also making closed shoes again. His satin 


| models are characterized by very elaborate work like the 
| green satin shoe entirely covered with sequins. The instep 
| strap is fastened with a paste buckie. Another specialty of 
| his is white kidskin enameled in a variety of colors. The 


enameling is done on the finished shoe. 

Chez Drettas has some beautiful designs and is using 
suede in pale green and all the other pastel colors. Heels 
are trimmed with marcasite. Strippings and cutouts leave 
the foot free. He has a very new looking pump in black 
patent leather and gold kid forming lattice openings. 


New Store Opened 


Datias, TEx.—The Allen Frank Shoe Company opened 
recently at 1629 Pacific Street. The firm is owned and op- 
erated by J. Frank Zanes and Albert Butler, both with 


long experience in the shoe retailing field. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











in New York State . . 


graph. 


ing leader in the shoe industry . 


WOULD YOU LIKE TO SELL 
AMERICA’S TOP SHOE LINES ?? 


Here’s an opportunity to become associated with the nation’s outstand- 
traveling an established territory 
. selling these nationally advertised, nationally 
known brands — MARQUISE, JACQUELINE, CONNIE, CONNIE LO- 
HEELERS, NATURAL POISE, and PARIS FASHION women’s shoes. 
Names that are recognized by all progressive shoe dealers—Names that 
are featured in America’s leading stores. Write giving complete back- 
ground, qualifications, and experience. Please enclose a recent photo- 


Address: Sales Director, WOHL SHOE COMPANY 
1601 Washington, St. Louis 3, Missouri 














EXCELLENT OPPORTUNITY FOR 
ADDITIONAL INCOME 


TO BE CARRIED AS A NON-CONFLICTING SIDE LINE 


Old established Mid-Western manufacturer is adding a short 
line of staple Misses’ and Children’s Two-Sole Stitchdown Shoes 
and Oxfords, Sizes 5/8, 81/2/12, 121/2/3. In stock. Can be carried 
in one small grip. Straight 6% commission. Weekly settlement. 
All territories open. Give full details in your first letter. 


Address Box 438, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














his may hi an 
uitiiianul opportunity 


for you. 


Young men between the ages 
of 25 and 35, preferably with 
retail footwear experience, 
ambitious, of good character, 
in good health, are wanted as 
traveling representatives by 
one of the largest and best 
known manufacturers of Rub- 
ber, Canvas and Casual Foot- 
wear. 


Must have a car and be free 
to travel anywhere in U. S. 


Identify yourself with a trade 
marked line nationally known 
and continuously advertised 
since 1909 and backed by an 
unusual sales promotion pro- 
gram. 


Write giving particulars to 
Bex 403, care BOOT & SHOE RECORDER 
106 East 42nd St., New York 17, N. Y. 











SALESMEN 


See ad on page 103. We want men 
for the following territories — com- 
plete line children’s, men’s and 
women’s slippers—popular prices— 
fast sellers—write giving experience 
and background—information held 
in confidence. Territories are: 
GEORGIA & FLORIDA 
ILLINOIS 
TEXAS & OKLAHOMA 
TENNESSEE THRU LOUISIANA 


Apply A. 6. Behn Shoe Co., Arlington, W. J. 








SALESMAN WANTED 


With one of the Largest and Best Known 
Manufacturers of Arch Feature Shoes for 
Men and Women. It's a Line that is 
Nationally Known and Handled; a Trade- 
Mark well Advertised, retailing at $12.95 
up. Three territories open: 1. Southeast- 
ern States; 2. Pennsylvania, West Vir- 
ginia, Virginia and Maryland; 3. lowa, 
Nebraska, Colorado, Wyoming, Utah. 
Applicants must have experience with 
similar Lines and having traveled these 
States. 


Address Box 444, care BOOT & SHOE ‘oon 
100 East 42md Street, New York 17, N. 





GALESMEN WANTED: To take over an ex- 
cellently established territory in Pennsyl- 
vania for a well-known Wholesaler of shoes and 
slippers. Full time position that will pay sub- 
stantial commission to an aggressive salesman. 
State your experience, age, and territories cov- 
ered. Address $434, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 





SALESMEN WANTED FOR FOLLOWING TERRITORIES 


Pittsburgh and Western Penna—New York State 
(exeluding Metropelitan New York)—Ohio, Indiana 
and Kentucky—Alabama, Miss., Tenn. and Arkan- 
sas — Florida and Georgia — So. Carolina, Texas. 
Complete popular priced Women’s Line in stock: 
Novelties, Casuals, Sports, and Arch Shoes. Na- 
tionally known, consistently advertised. 
opportunity. Write full particulars. 
Address Box 142, care BOOT & SHOE + 

190 East 42nd Street, New York i7, N. Y. 


Unusual 














CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
adv ertiser’ s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. N 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


g&=> Advertisements for this page must be in our New York Office 15 days preceding publication date’ = 


No accounts are opened for classified ad- 
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SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 





Excellent opportunity for 2 


SALESMEN 


With one of the leading 
wholesalers. Line consists of 
women’s casuals, sports and 
slippers to retail $3 to $5. 


THE TERRITORIES ARE: 


1—Michigan, Indiana, part 


of Ohio 
and has been regularly trav- 
eled for years by a man whom 
we have transferred to our 
other division. 


2—Ala., Miss., 
western Tenn. 


Le ok. 


Will consider only experi- 
enced men who know the 
territories. Drawing account. 
Write full details to 


GOLO FOOTWEAR CORP. 
129 Duane Street 
New York 13, N. Y 








NEEDED—EXPERIENCED MEN 


With following for Popular-Priced Line of Men’s 
Dress and Work Shoes. No objection to non-conflict- 
ing Side Line. Write giving full details, qualifica- 
tions, experience. Territory open: Indiana, Ohie, 
Virginis, Georgia, Alabama, Mississippi, Louisiana, 

entucky, Tennessee, Texas, Oklahoma, lewa, Ne- 


SALESMEN WANTED: SLIPPERS AND 
WOMEN’S CASUALS. Aggressive, alert 
New York Factory Distributor of outstanding 
Line of Women’s Casuals in $2.98 Retailers; 
also terrific Line of House Slippers, Men’s and 
Women’s, open for representation outside New 
York. 6% Commission. ousands of accounts 
now on our books open for you to call on. 
Will consider side-line men also. Write fully. 
Address #433, care Boot Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN, EXPERIENCED, for_ North 
Carolina, South Carolina, West Virginia, 
Kentucky, Tennessee. Complete Line of Popu- 
lar Priced Leather and Rubber Footwear. Es- 
tablished Jobber. SAMUAL KOLKER, 34 
South Hanover Street, Baltimore, Md. Address 
#421, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


A LEADING NEW YORK WHOLESALE 
JOBBER carrying Popular Price Men’s and 
Boys’ Welts and McKay Dress and Work 
Shoes, also Women’s and Children’s Shoes, de 
Sires commission salesman covering Retail 
Stores in the South. South Eastern and Mid- 
Western parts of the country. Address #422, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


ANTED: SALES REPRESENTATIVE 

who has a following with Shoe Trade in 
States of Pennsylvania, Maryland, Virginia, 
North Carofina. We manufacture a full Line 
of composition soling in sheets, as well as 
Crepe. ‘Applications to be made by letter giving 
age, experience, references, and other Lines 
which you represent. if any. All applications 
to be mailed to A. A. HALL. Norwalk Tire & 
Rubber Company, Norwalk, Conn. 


ALESMEN WANTED FOR SOUTHERN 
TERRITORY: Preferably in 30's, and ex- 
perienced with High- Grade Men's Shoes. Ap- 
ply, with references which will be held con- 
fidential. Address #423, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 

















ALESMAN WITH ESTABLISHED 

TRADE can ear $5.00 to $15.00 per day 
selling our Lambswool Shoe Polishers and 
Shearling Boot Pacs. New catchy idea_ for 
Christmas events bringing inquiries now. Many 
America’s finest Shoe Stores order their Pol- 
ishers regularly—Liberal commission and credit 
for reorders. JOHN C. WHITE & CO., 93 
Seward Avenue, Detroit 2, Michigan. 





ALESMAN WANTED: For Indiana and 
Ohio; also Towa and Nebraska. Manufac- 
turer’s Line of Baby's, Infants’, Child’s and 
Misses’ High Grade, all Leather, three Sole 
Shoes. Carried in stock, A through E. No 








EXPERIENCED TRAVELING SALESMEN 
WANTED 
To cover the States of Washington, Oregon, 
Montana, Idaho, Wyoming, for Nationally 
Advertised Women's Casual Shoe Line. Mail 
applications with — data, experience, 
references and photo 


Address Box 445, care BooT & SHOE papegees 
100 East 42nd Street, New York 17, 











WANTED SALESMEN. Most territories 
open, to call on retail trade. Full line of 
sports and casuals. High commission, prompt 
delivery. Address #370, care Boot & Shoe 
a ae 100 East 42nd Street, New York 17, 
N 





EXPERIENCED SALESMAN FOR $2.00 
and $3.00 Playshoe and Slipper House to 
become member of Firm or work on commission. 
Chain 9 preferable. Address +424, 
care Boot Shoe Recorder, 100 East 42nd 
Street, me York 17, N. Y. 





WANTED SALESMEN FOR GREATER 
NEW YORK and New Jersey, with a New 
York Office for a Complete Line of Children’s 
Shoes carried in stock in widths, in Prewelts, 
Goodyear Welts and Stitchdowns. Address 
#426, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 
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objection to non-conflicting Line. Address: 

Address Box 4 BOOT & SHOE aapeeeee GEAT LAKES SHOE COMPANY, Oconto, 
100 East 42nd Street. New York 17, N. Wisconsin. 

A LEADING CONCERN M ANUF ACTUR- 


ING Nationally Advertised Branded Juvenile 
Footwear desires the services of several ton- 
notch salesmen. You can qualify for either full 
or part time to sell this fine Line of Footwear. 
Address #441, care Boot & Shoe oo 100 
East 42nd Street, New York 17, N. 





WANTED: RUBBER SALESMAN to carry 
Women’s Handsewn Loafers as a Sideline. 
Only a few samples. Address #446, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SIDE LINE SALESMAN WTD. 








SIDELINE SALESMEN 
Naticne'ly Advertised 
(Radic, Television, Leading Megazines Coast-to-coast) 
HOSIERY 

For Infants’, Children’s, Men's and Ladies’ Division. 
Compact line—requires little time to show; Liberal 
commission and Bonus Plan—Volume repeat busi- 
ness—-All territories available. 

GOLD MAID HOSIERY ee, INC. 
300 West Adams Street hicago 6, Illinois 











IDELINE SALESMAN to carry a_ few 

Samples of Women’s Hand sewn Loafers 
for an Established Concern. All territories open 
except New England. Address $447, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


SIDELINE SALESMEN WANTED by Es- 
tablished Firm manufacturing High-Grade 
Soft Sole Shoes and House Slippers; 
Call on Department and Independent meres 
All territories open with exception New York; 
10% commission paid. References absolutely 
necessary. All replies kept in strictest confi- 
dence. VEACH SHOE CO., 3755 Forest Park 
Avenue, St. Louis, Missouri. 


Infants’ 





LINE WANTED 


EPUTABLE MANUFACTURER’S LINE 
of Women’s and Children’s Slippers wanted 





for Metropolitan New York, New Jersey, Con- 
necticut. Excellent following amongst better 
Retailers, Department Stores. Address #431, 

100 East 42nd 


care Boot & Shoe Recorder, 
Street, New York 17, N. Y. 





MANUFACTURER'S LINE Bedroom Slip- 
pers and Ladies’ $2.95 Casuals wanted as 
Sideline in Southeastern States. Address #427, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





HELP WANTED 


ANTED STOCK CONTROL MAN, 30-40, 

preferably with retail shoe background, to 
handle merchandise control system for a group 
of men’s high grade shoe stores. Excellent op- 
portunity for advancement. Write for appoint- 
ment giving information as to age, education 
and experience in detail. Address #388, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








ANTED: MANAGER OF FAMILY SHOE 
TORE; Quality Brands; Growing Com- 
jeans Salary and Commission, with oppor- 
tunity to buy into organization in part or en- 
tirely; Location—Indiana. Address #432, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





MANAGERS 


For Family Shoe Stores in Indiana, IIlinols, 
Ohio and Michigan. Experience as ‘Manager 
or Assistant required. Permanent. Salary, 


PM's, and bonuses. State age, experience, 
education and earnings in reply 


MILLER-JONES a 


Box 658 columbus, Ohio 








WANTED—RETAIL MAN 


Familiar with selling Orthopedic Men's 
and Women's Shoes, to Manage Shop in 
Large City in Middle East. Salary and 
Commission on sales. 


Address Box 443, care BOOT & snot > ‘oe 
100 East 42nd Street. New York 17, N. 














DEPT. FOR SALE 


HILDREN’S SHOE DEPARTMENT fea- 

turing America’s Finest Shoes, Clean new 
stock; New Modern Store; No blue sky. Rocky 
Mountain area. Address #360, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








FOR RENT 


PACE AVAILABLE In 

Priced Specialty Shoppe for Popular Priced 
Women’s and Children’s Shoe Departments. 
Excellent Locations in: 14th Street, New York 
City; Akron, Ohio; Richmond, Va.; Hornell, 
New York. Only live-wire, responsible opera- 
tors will be considered. Rental based on mini- 
mum guarantee against percentage. Write: 
Miss B. Goldberg, Jonas Shoppes, 62 West 14th 
Street, New York City. 





Large Popular 


Boot and Shoe Recorder 











FOR SALE 





POSITION WANTED 


AGENTS WANTED 





PS a Family Shoe Store in fastest 
growing San Francisco Bay area city, 100,000 
population. Outstanding business record. Estab- 
lished over 40 years. Excellent location and 
lease. Potential volume unlimited. Combined 
with complete shoe repair shop. Unique oppor- 
tunity for competent shoe man with sufficient 
capital. Owner must sell due to personal rea- 
sons. Direct transaction only. Address +398, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





High Grade WOMEN’S SAMPLES 
$2.75 and up 
Original retail to $22.95 


BROITMAN-GAFFIN SHOES, Inc. 
148 Duane St., New York, N. Y. 











OR SALE: WELL’ ESTABLISHED, 

PROFITABLE FAMILY SHOE STORE; 
Exceptionally clean stock of the best Medium 
Priced, Nationally Advertised Lines. Good 
Lease; good location in Prosperous Mid-West 
City of 20,000. Will sell for Inventory. Owner 
has other interests. Address $349, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
vom. 4%, x. ¥ 





OR SALE—1400 cones of Barbour’s cotton 
six cord waxed twine.. Reply—AES 4 El- 
mont St., Pittsburgh, Pa. 





FOR SALE: WELL ESTABLISHED AND 
PROFITABLE Health Shoe Store; Excep- 
tionally clean stock of the best Medium Priced, 
Nationally Advertised Lines. Very good Lease; 
Good location in California City of over 100,- 
000; Approximately $20,000 stock. Owner seli- 
ing due to other interests. Address #435, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





UE TO ILLNESS MUST DISPOSE IM- 

MEDIATELY of Controlling Interest in 
Infants’ Soft Sole and Cement Shoe Factory, 
Midwest Location; National distribution to Job- 
bers, Retailers, and Chains. Reputation estab- 
lished for making quality Shoes, Sold profitably. 
1800 Pair capacity; Excellent opportunity for 
all around Shoe man. Address $430, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 77; i. F. 





OR SALE: FAMILY SHOE STORE in 
Wisconsin; Nationally Advertised Lines; X- 
Ray and Modern Fixtures; Good Volume; Will 
Lease or Sell Building. Price $5,000 plus 
Inventory. Address #440, care Boot & Shoe Re- 
i 100 East 42nd Street, New York 17, 





POSITION WANTED 








EXPERIENCED CHAIN 
STORE MANAGER 
AVAILABLE 


Have had long and successful experi- 
ence in Managing Chain Stores fea- 
turing Women’s Popular Price and 
Novelty Shoes. With one large Chain 
Store Outfit for 18 years, Managing 
and Supervising Stores. Familiar with 
every phase of Chain Store buying, 
Management and Selling. Best of ref- 
erences furnished. Will locate any- 
where. 

Address Box 439, eare BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 











Te EXPERIENCED SHOE 
MAN seeks Managerial Position with future; 
24 Years’ active retail Selling, Buying, Sales 
and Personal Management (Age 42); Finest 
references. Address +428, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
i = 


August 15, 1949 





RODUCTION MINDED YOUNG MAN, 
_ experienced Factory Controls, Purchases, Qual- 
ity, Costs, Supervision, desires connection 
Established Manufacturer, Metropolitan area. 
Address $442, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





BUSINESS OPPORTUNITY 








JOBBERS 
DISTRIBUTORS 


Wanted for brand new successful 
Patented $1.00 woman's item 


SHU-TECS 
THE BOOTY THAT 


Protects shoes and hosiery. Inside 
galoshes — boots. Protected terri- 
tory. 

SHU-TECS COMPANY, 509 FIFTH AVE., NEW YORK 17 











PARTNER, OR WILL SELL OUTRIGHT, 
Shoe Store, long established, Branded Lines 
in Men’s, Women’s and Children’s Shoes. One 
of best locations in Brooklyn, New York. About 
$10,000 will handle. Address 2425, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





WANTED TO PURCHASE 





ARCH TYPE SHOES FOR MEN, WOMEN 
AND CHILDREN. Close-outs or com- 
plete Stocks. Will pay top cash prices. 
STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 





SELL YOUR JOB LOTS 


‘SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y 
Telephone WOrth 2-2515 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETYER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 
New York City 
Phone BARCLAY 7-7387 





AGENTS 


BRITISH FIRM REQUIRES 
AGENTS TO CARRY EXCLUSIVE 
GOLD AND SILVER METAL BRO- 
CADES FOR SHOES, HAND- 
BAGS, ALL TERRITORIES. 


Address Box 420, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














WANT TO LEASE 


WANTED TO LEASE SHOE DEPART- 
MENT to Individual or Chain; Doing er 
profitable business; 100% location. FIELD 
Jackson, Mississippi. 











ANT TO LEASE, JUV ENIL E SHOE ‘DE. 

PARTMENT, or Rent Family Shoe Store 
in Memphis, Tenn., or Birmingham, Alz., or 
vicinities. Address 437, care Boot & Shoe Re- 
corder 100 East 42nd Street, New York 17, 





WANTED TO PURCHASE 








70P CASH PRICES 
FOR CANCELLATIONS, 
ODDS & ENDS, CLOSEOUTS 
and COMPLETE STOCKS 





Quality Men's, Women's 
and Children's Shoes Wanted. 
BRAND NAMES PROTECTED 


MOSINGER-COHN 


235 Washington Ave., St. Lovis, Me 
Over a Quarter ae a Century 
“Pine Footwear” 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
Shoes for Men, Women and 


For Cosh 
BROITMAN-GAFFIN SHOES, INC. 
148 Duone Street, New York 7, N. Y. 
Telephone BEekman 3-7290 


Children. 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discentinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 























Buy Savings Bonds 
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WANTED TO PURCHASE 


WANTED TO PURCHASE | WANTED TO PURCHASE 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 





| 
| 


GET TOP VALUE 


In Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


(20 NO. 4th ST. PHILADELPHIA 6, PA. 








Phone Lombard 3-2062 








Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fa: 


ev Meade St. 





BARIS BUYS for CASH 


Short Term Leases Assumed 






Sur Name and Brand since 1932 


BARIS SHOE CO., 


New York 7, N. Y. Tel.: 







Inc. 
WOrth 2-5180 








MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











WINDOW REACHER —A SALES SAVER 
Sturdy Construction, will last a life time. 













3 foot length........$5.25 
5 foot length.......- 5.50 
7 foot lemgth........ 5.75 


FLORO SALES SAVER COMPANY, Room 700, 503 M. Twelfth Bivd., St. Louis 1, Missouri 


Spet new hendi indows in on instant's 
time. gets mage aghr pc “dp rn ad 
it without disturbing your reguler window trim. 














Everything in Dance Footwear! 


BALLETS—SANDALS—TOE SHOES 
TAP SHOES—OXFORDS—TAPS 
COMPLETE LINE OF ACCESSORIES 
PRACTICE & CLASS COSTUMES 


WRITE NOW FOR PARTICULARS 
Barney Dance Footwear 
634 Eighth Ave. New York 18, N. Y. 














NEW ADJUSTABLE 


Price ticket 


remains G 
desired ‘in Pouy Lip. 
tion at all for Price Tickets | 
times. om 





This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 















MY SHOES 
AT THE STORE 
THAT GIVES AWAY 


DIPCRAFT BALLOONS 


YOUR 


PRINTED ON ANY OF 
OUR REGULAR OR 
NOVELTY TOY BALLONS 
DROP US A CARD NOW 
FOR SAMPLES & PRICES 


DIRECT FROM FACTORY TO YoU! 


DIPCRAFT MANUFACTURING CO. 
924 PERN AVE., PITTSBURGH 22, PA. 


I 6or 














BUSINESS BUILDERS FOR CHILDREN’S 
SHOES. Write for samples of interesting 
promotional aids—Foot Measuring Slide, un- 
usual reminder, helpful booklet for parents on 
shoe care. Wisconsin Advertising Service, 952 
North 12th Street, Milwaukee 3, Wisconsin. 





MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 






FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-te-fit feet. 


Special combination offer $45.00 

(fluids included in above prices) 

Send your order or write for detail information. 
E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, ind. 








Buy Savings Bonds 
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SEE WEIL 


AD ow Page 110 


STABLISHED LADIES’ 
SHOE STO 
Kentucky, 





OR FAMILY 
TORE, West Virginia, Virginia, 
Ohio or adjoining States. Give full 
particulars. All information confidential. Indi- 
vidual Buyer. Address #429, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, HN. 'Y 





MERCHANTS’ NEEDS 











For More Attractive Displays 


It’s perfect for open heeled pumps and 
play shoes. Shoes are formed in less time 
and look worth twice their price with the 
least cost. Made from clock spring steel. 
$3.00 per dozen pairs. Cadmium plated 
or White Enameled $3.95 per dozen pairs. 


F.B.F. DISPLAY CO. 


Reute 2, Box 646, Indianapolis 44, Indiana 

















s ADVERTISING 


y : 


TQCHTLUK 


—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 


City 





Name 





Company 











Boot and Shoe Recorder 









































































Adrian, M. B., & Sons X-Ray Co..... 132 SCl iOOL D, Y S Al e 
Advance Theatrical Shoe Co........ 123 
Allied Products Show............-- 82 
Altschul, Jullus, Ime........c..ee-ee 124 : 
American Felt Co.....ccccccccccces 69 
American Girl Shoe Co............. 2 i 
American Hair & Felt Co......... ae 
American Hide & Leather Co....... 101 | - 
Armstrong Cork Company ee eNS 6 : DAV 
Arnoff Shoe Co...... reveepeert ay | | : . . 
Auburn Rubber Corp............... 44 _— 
Avon Sole Company.............- 18, 19 ee 
Baris Shoe Co., Inc......... . 129, 136 and eos 
es a + ah ioe eS 136 so ae vn .. 
n, . op oe Deans cant oe tones 103 What shoe ver 
Belleville Shoe Mfg. Co............ 39 sty é rd 
eR eee ere 107 made such an instan- 
Brannock Device Co...............- 136 a 
Bremer, N, & Co, imc............ 108 taneous hit? Every- 
Broitman-Gaffin Shoes, Inc.......... 135 ‘ . 
AEs Gatti noses ake x sce 83 where, anytime, in 
Cambridge Baber vOe... 2565525. .0. 13 this expansive coun- 
SR, A Ts 5s 0:0 2 cw 0:00:00 0 135 : 
eo yo enge, -ggudl Sige 136 try, there is a market 
ats Paw Ru OL SR AP pee 84 * 4 
Chairmasters, ae Rae ae . 109 for wedgies. Fill your 
a errr 8 need edge-type 
psec Se Co......2nd@ Cover, 41 , s for w 
onnell, J. MMS sates as ag 3-68, wae 129 hee headqua . 
Craddock-Terry Shoe Corp......... 66 ne _— 
Curtis Shoe Company..............- 37 We are all set for serv- 
Dg LY tl OOM ag” 6-1 a 120 ice From Forest To You. 
ie ee aa errr ee 128 
Diperaft Manufacturing Co......... 136 
Oe ae, ae Oe ao 127 
eo ee. 7 
Elam, F. S., _ Co. ees caun: ae 
Eddy Shoe Co. ...... ree ed 136 
Edwards, J., © SRS See eee a 47 
i ae A ee 108 
Eugene Richardson r; Associates.... 111 
Ce ee OS eee 24, 25 
Lk ee 136 
poe eS ee, rere 9 
Fiore Hales. Gerver Co... <...- ssccsc ces 136 
Pranmkel Piagtie Corps. «<iccccwnsscs 7 
PUD oa nk co eccncae wen 42 
Gerberich-Payne Shoe Co........... 34 
Gerda Pootwear Co., Inc........... 92 
Gilbert Shoe Company....... aaa 1 
Gione. Bee Co... 26% BOE PIA Bee 131 
ROM, SES) Sg, SO 6 oe en owe sann es 65 
Golo Footwear Corp:. ..<.ccccsses 2. oT 
CR EOD. COs ne. 6 5.0 ccdisc we ceee 120 
eppeen, Gee (CG. cc eccesicwccees 130 
Goodyear Tire & Rubber Co....... 10, 11 
Green Shoe Mfg. Co.......... Back Cover 
Greenebaum, J., Tanning Cuv....... 30 
I OE OE oc on ce ons ee mew 98 
Gro-Zomn Rapper Co. ......... 2600 72, 73 
Sele. Aorren, Baber Co... 2s. ssc cnc 79 
OE ee rr 63 
Hieremt. ee Mie. CO....0.60505 ee 
i Rea ee ee 135 
Hubschman, E., & Sons, Inc......... 20 
Huiskamp Brothers Co............. 7 
Huth & James Shoe, Inc........... 116 
Tisai Bee Company... icc cco 77 
Re gee A err 94 
pa Oe ee eer 129 
Juvenile Shoe Corporation.......... 8 
Se ae Se 5 
Rit Pomen. Ce. Pay. Tee... <1 cess 123 
Riemer, 1. ©, Bunber Co......... 89 
OS Se SS RS ee eee 122 
Se ee ee eee 85 
Kreider, W. L., Sons Mfg. Co., Inc. 15 Potvin, R. J., Shoe Co...... 2.000. 122 | Tanners Council of America........ 4 
Krippendorf-Dittmann Co. ......... 96 co)” RD” SA Rn eae a eae er ee 121 | Taylor, Thomas, & Sons............ 95 
Primex Equipment Co............. 86 Tingley-Reliance Rubber Corp...... 114 
Lawrence, A. C., Leather Co......... 104 Tower Grove Shoe Co...........--- 90 
ee eae 123 | Ranger Boot & Shoe Mfg. Co., Inc... 110 | Treinis Brothers, Inc............... 127 
Se OO a ee eeeres 3 | Reece Wood Sole Shoe Co......... 129 | Tyer Rubber Co..... erses sc ae 
Se Oe ae ee 120 | a wee nag Ramage ora rieeas a 127 | 20th Century Footwear Co.........- 128 
Lyons & _S EES ee | oberts, Johnson nd....Front Cover | . 
i ee — | Rochester Shoe Tree Co............ 121 | United Last Company.............. 26 
Marks, “Wi Bins Co: ... 25 ....5: 436° | Hom AD  @ Same. 2... 2 5 neo nes’ 112 | United Shoe Machinery Corp. iti 
VO Ae Se: er ree ee 112 a” SO SS ere 35 — 28, 38, 102, 138 
Miller, O. A., Treeing Mach. Co..... 99 | Rueping, Fred, Leather Co.......... 17. | United States Rubber Co............ 33 
Mosinger-Cohn Ca. ............ 127, 135 Universal Form Corporation --- 80 
Moulton, Bartley, Inc............... 48 S@ & MM Chemical Co... ......6.205 150 | Wealden; Dctitel ORs. ooo kn sc da'c'n ees 43 
Mrs. Day’s Ideal Baby Shoe Co..... 117 ec oa nw wip he win 135 | Victory Footwear Sales Co......... 21 
c : rence. 97 | Vincent Edwa-ix & Co............. 136 
Natural Bridge Shoemakers......... oe ae r= ere 119 Ee ae ere 71 
Nunn Bush Shoe Co.......... re: SOO 8 re oe ooo a secs Saceas 118 | 
Servus Rubber Co.................- 14. | Wearwell Shoe Corporation........ 12 
Ohio Leather Co., The.... .- 81 Pe ET os os hos sein 100 Weil, M. K., Shoe Co. 110, 127, 136 
a re 118 Wilner Wood Products is ncieass 137 
ew Ce eS SE ey ee ee 136 Winthrop Shoe Company.......-.-- 29 
Sion Hill Products. ee eecresccesee 22 | Sterling Last Corp................- 116 | Wright, E. T., & Co., Inc.......... 33 
ittsburgh te “ee 91 eS eee 31 ~_ : : 
| Se RR SiRREREN EE PEE og Senge. aaa ea 8d ee ee son niceae ae nes _ 
Posner, Dr. A., Shoes, Inc........... SO)? Bee TUNE Clee coca cc cesg esas 129 | Yankee Shoemakers .............-. 23 


August 15, 1949 137 








138 





When the Box Is Opened... 


Does the Finish Help the Sale? 


UNITED 
FINISHES 


PRODUCTS OF 
B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 


HIcHLy competitive selling conditions require that you 
give your shoes every advantage. Match the style and fit 
of your shoes with a finish that does them justice — a 
finish that appears as smart in the retail shop as when it 
left your packing room. 

Time takes a toll of finishes unless formulas are cor- 
rect for every run of leathers. Periodic checks by the 
United Finishing Specialist help you provide the perfec- 
tion of finish your customers appreciate and expect. If 
you have a finishing problem... or want to improve 


your finishes ...phone for a United Finishing Specialist. 


UNITED SHOE MACHINERY CORPORATION 
. BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 




















Nunn-Bush Satisfaction costs 
Less than Dissatisfaction 


Intelligent consumers choose Nunn-Bush shoes 
because wisdom counsels the buying of shoes made 

to Nunn-Bush standards for truly satisfying wear. 

From YOUR point of view . . . how much retailing 
wisdom is there in striving to satisfy customers instead of 
simply “selling shoes”. It is the Nunn-Bush belief, 
backed by more than 35 years experience, that sound 
business progress is best achieved by aiming at 
customer satisfaction above every other consideration. 


BUS H $.H. @,E cOM PAN MitiwWaAwU & £:5 v N S$ I 








What Happens to Your 
-“Back- to-School” Customers 








Riis four months elapse between your back- 
to-school rush and December. In that length of 
time, most of your young customers have out- 
grown their shoes and should be coming back 


for the next larger size. 


Do mothers know that about 81% of all the 
foot defects found in public school children 
is caused by outgrown shoes? 


Do mothers know when it’s time to bring 
their children to your store for a shoe size 


check-up? 


THE 


TRIDE KITE 


SHOE 











In 


Dec er 
: 









You can make sure they'll know by telling them! 
Tell them in your newspaper advertising . . . tell 
them with STRIDE RITE reminder cards... tell 
them when they come in to buy those back-to- 
school shoes. 


That’s a promotional program that will mean 
foot health for your customers... year end 


“dividends” for you! 






Green Shoe Mfg. Co., Boston, Mass. 





